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... and “more kick” in sales 


THIS advertisement appears in the August 25th issue of The Saturday Evening Post 
A handsome display piece of this advertisement, lithographed in full color from th: 
original painting, is available to Eveready Columbia dealers on request. It will pa‘ 
your dealers to get this display piece and give it a prominent position in their stores 
just prior to and after the advertisement appears in The Saturday Evening Post 
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E WISH to take this oppor- 

tunity to thank the hundreds 
of good friends among our whole- 
salers who have answered our recent 
request for information concerning 
the estimated sales of wiring devices 
in their territories. It is a source of 
the utmost satisfaction to us that 
whenever we approach our subscrib- 
ers for information of a special na- 
ture, busy as they are the response 
is whole-hearted and immediate. 


What do you think of the window 
display articles that have been ap- 
pearing for the last few issues? It 
seems to us that this is a very im- 
portant subject. Most salesmen need 
ideas in this line constantly to be 
able to make suggestions to their 
dealers. Do you think it is being 
handled in the right way—that is, 
by the question and answer method, 
with one special window described 
each month? Or would you rather 
have the subject treated in the form 
of regular articles appearing month- 
ly? Your comments would be ap- 
preciated. “We aim to please.” 


We drove through Minneapolis the 
other day and would like to have 
stopped and chinned with a few 
wholesalers. But once in the busi- 
ness district with a car, no one seems 
to stop. The speed limit is high, the 
visibility low, pedestrians scuttle 
about, apparently without precon- 
ceived plans, the policemen stand on 
the sidewalks and laugh at the show, 
which is much like a speeded up 
picture film. So we pushed or rather 
were shoved on to St. Paul over 
University Avenue where eight lines 
of cars proceed at 45, without stop 
lights, while the cars on the side 
streets crouch at the line and spring 
across whenever they can see a ray 
of light coming through. In St. Paul, 
where things move more sedately, we 
expected to stop and talk with some 
wholesalers, but by that time we were 
too scared to think of anything to 
say. Probably you will say it was 
just as well, anyway. 


Published monthly. Entered as second class matter October 24, 1922, at the postoffice at Chicago, Illinois, under the Act of Mar. 3, 
879. Copyright, 1928, by The Electrical Trade Publishing Company 


Subscription: U. S., $1; Canada $2; Foreign, $3. 





ELECTRICAL TRADE PUBLISHING COMPANY 


HOWARD EHRLICH, Pres. 


53 West Jackson Boulevard, Chicago 


‘| |}\ eco b, RM YORK, 
oss D. Cummin . G. on, q 

i i , District Adv. Mer. 635 Fifth Ave. 
53 W. Jackson Blvd. Telephone Murray Hill 6579 


Telephone Wabash 0144 


Member of—Audit Bureau of Circulations, Associated Business Papers, Inc., Society for Electrical Development 


CHAS. W. FORBRICH, Vice-Pres.-Gen. Mgr. 


CLEVELAND: 
Geo. E. Pomeroy, Mgr. 
Rockefeller Bldg. 
Telephone Cherry 2440 























THE JOBBER’S/J])SALESMAN 


FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTR 





SIGNAL ENGINEERING PRODUCTS 
HAVE AN IMPRESSIVE BACKGROUND 
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EHIND Signal Engineering products 
stands an impressive roster of emi- 
nently satisfied customers that includes 
the largest Public Utilities, Industrials, 
Electric Equipment Concerns, and Tele- 
phone and Telegraph Companies in the 
world. 

Such organizations are satisfied with 
nothing short of the best and the fact 
that they have selected Signal Engineer- 
ing products is conclusive proof of Sig- 
nal Engineering superiority. 

= Jobbers who concentrate on Signal 
Class P 2 circuit (Series U) Relay. [iE Engineering products have the advantage 
ch of selling a highly profitable line that is 
not only superior, but is recognized as 
such. 

Our new linen price lists are ready. 
They are designed to make your selling 
easy—everything effectively illustrated 
and all information condensed to a con- 

venient, easy-to-decipher 
minimum. 


NOTE FULL NAME AND ADDRESS 


This coupon attached to your letterhead ! om I 
will bring you a new price list and full | «& N IAN IL 
information. Mail it today. ! ENGINEERING E- MFG. CO. 
49 SEVENTH AVE., NEW YORK, N. Y. 


The products of this company are entered in the prize contest for this month. 
prize will be awarded the salesman selling the greatest quantity during the month. 
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F. D. LAWRENCE ELECTRIC CO., CINCINNATI, O. 


A. S. Reichman, Treasurer 


HIS company is the direct sucessor of the old 
Lawrence-Hall Electric Co. of Cincinnati. It 

was incorporated under the name of F. D. Lawrence 
Electric Co. in July 1904. It is an independent 
house operating principally in the four states of 
Ohio, Kentucky, Indiana and Pennsylvania. As 
agent for the Okonite Co. and distributor of the 
highest grade of wiring materials it has built up, in 
the last 20 years, an enviable reputation for service, 
fair dealing and good merchandise. It has been 
especially successful in securing wire contracts on 
large construction jobs, notable instances in 1927 be- 
ing the Union Central Life Insurance Bldg., Chamber 
of Commerce Bldg., and E. Kahn’s Sons Co. Bldg. 
By careful cultivation of its territory and some 
narrowing down of its limits with more concentra- 


F. D. Lawrence, President 


F. W. Kleine, Vice-President 


tion, the company has been able to increase its net 
sales each year since 1924 and President Lawrence 
feels that the year of 1928 will prove no exception 
in this respect. 


Looking Ahead to 1950 


My prophecy of the electrical jobbing business in 1950 
is that jobbers will concentrate all their sales efforts to 
smaller territories, which will reduce their sales expense, 
that they will eliminate competitive lines, reducing their in- 
vestments, and that the manufacturers will sell only to 
authorized distributors. Naturally, this will result in less 
business, but I believe in much greater profits, and is neces- 
sary to the life of the industry. 
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If you didn’t win *= last month 
—here’s another chance 






























There’s no season to restrict the will assure the strongest, long- 
sale of Okonite, Manson and _ est-lasting splice it is possible to 
Dundee Tapes. If you didn’t obtain. 

-— a? for selling the largest That’s reason enough for making 
quantity of these super-quality the sale. Make one with every 






splicing materials in July, there's sale of rubber insulated wire and 
~e 
no reason why you shouldn’t win you'll win your customers’ undy- 









the prize for August. ing gratitude as well as standing 
In any season, through any kind a good chance to win the August 
of weather—hot or cold, wet or prize. 





dry—this Okonite family of tapes 
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The Okonite — 
The Okonite-Callender Cable 
Company, Inc. 


FACTORIES: PASSAIC, N. J., PATERSON, N. J. 


SALES OFFICES: NEW YORK CHICAGO PITTSBURGH 
ST. LOUIS ATLANTA BIRMINGHAM DALLAS 
SAN FRANCISCO LOS ANGELES SEATTLE BOSTON 


Novelty Electric Co., Philadelphia, Pa. 
F. D. Lawrence Electric Co., Cincinnati, O. 


Canadian Representatives: 


Engineering Materials Limited 
Montreal 
Cuban Representatives: 
Victor G. Mendoza Co. 
Havana 


The products of this company are entered in the prize contest for this month. A $25 










































prize will be awarded the salesman selling the greatest quantity during the month. 
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What a Hardware Wholesaler 


Thinks About 


The Difference Between a Real Wholesaler and One That Is a Glorified 
Retailer. Does the Manufacturer Appreciate a Real Distributor? 


AR BE IT from me to ap- 
EF pear in any more “right- 

eous than thou” role. I 
certainly would not take sides 
against the manufacturer’s stand 
for I think any house claiming 
to be a distributing house should 
be able to fill instantly from 
stock all reasonable orders origi- 
nating in a territory it is 
logically and geographically de- 
sirous of serving. 

I presume there are some 
distributing or wholesaling 
houses who have been severely 
bitten by the “turnover bug” 
and when you have them “gaze 


By A HARDWARE WHOLESALER 





HE author of this article is the president 

of a large hardware wholesale house in 
West Virginia. The thoughts to which he has 
here given expression were aroused by the 
editorial which appeared in the June issue of 
Tue Josser’s SALESMAN under the title: “Take 
a Wire.” It will be remembered that in this 
editorial we took occasion to point out the 
waste to both the wholesaler and the manu- 
facturer that is attendant upon the ordering, 
by telegraph, of small quantities or one or two 
numbers of products which the wholesaler 
should have in stock at all times. As voiced in 
our editorial, this situation has become serious 
in the electrical field. Manufacturers on all 
sides are crying out against the practice. Our 
hardware wholesale friend, however, does not 
see how such practices can exist among 
wholesalers who deserve the name. What he 
says on the subject should be of interest to 
every electrical wholesaler.—Editor. 


Hence, our catalog is not to 
be looked upon as a complete 
list of all the goods that are 
manufactured or that might be 
obtained but rather as a true 
and faithful index of what we 
have under our roof, ready for 
instant delivery. In that way 
we keep faith with those ac- 
counts who look to us as a 
source of supply; we do all that 
is humanly possible to keep a 
stock of everything listed there- 
in so that any reasonable de- 
mand that is made upon us can 
be instantly met. 

Our experience would tell us 


on this picture” I think you are 


then that No. 3 coal shovels sell 





doing not only the manufacturer, 
but the well-meaning and legitimate distributing house 
a service. 

We find any number of houses now and again get out 
a catalog, and, unfortunately, they list in that book prac- 
tically the whole of one maker’s line of goods rather than 
select the particular items that are in demand in the field 
they cover. The prospective customer or local dealer 
thereupon assumes that what he finds within the covers 
of that catalog are obtainable and apparently in a lot 
of cases he selects something that the distributor does 
not carry, when, as a strict matter of fact, perhaps 
something else might have served his purpose just as well. 
But how was the local dealer to know that? | 

For such reasons years ago we determined to get out 
our catalogs at frequent intervals (and this isn’t said at 
all boastfully) but we get out three or four of them per 
annum and we list, illustrate and price the goods that 
our experience has taught us fill the bill in the three or 
four states we expect to trade in and the territory, by 
‘le way, that is naturally tributary to this as a wholesale 
center. 


better than any other size. 
Such was not the case five years ago. Therefore, if we 
list sizes 1, 2, 3, 4 and 5 (which we do) we would 
carry a stock under our own roof based on the exper- 
ience of a good many years that would enable us to take 
care of any reasonable or perhaps unusual demand for 
the better sellers. Therefore our stock would be on a 
percentage basis made up as follows: 


gS rarer re 1% 
SNS A vars cae en een’ 7% 
I d's eae as 58% 
eee Teeter 30% 
ee rere 4% 


Every hundred dozen of coal shovels that we carry in 
stock will be divided, roughly speaking, as above. Of 
course if some chap came in here and wanted 25 dozen 
No. 1 coal shovels, which a life-time’s experience had 
taught us would be unusual, I wouldn't feel badly if we 
couldn’t ship them at the drop of the hat because under 
normal demand 15 dozen would last us a year. But if he 
wanted 25 or 50 dozen size No. 3 or 4, he would get 
them so quick that nothing short of a telegram or a long 
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distance phone call would stop shipment of the order 
after it reached our office. 

Now that’s what I call a wholesaling house, and by 
that process of reasoning I call a lot of so-called distribut- 
ing houses nothing but retail establishments and we are 
up against a good many of them ourselves right along— 
fellows who really do a retail business but because they 
are selling to mills and factories look upon themselves 








as wholesalers. 
The retailer is one who sells to the consumer and the 
wholesale house, in my opinion, is one who sells a line of 






merchandise that is to be again resold. 

Without doubt the chief problem before the American 
public today is to reduce the cost of distribution. I 
guess there are a lot of concerns in the picture that are 







not efficiently organized to render the service that they 
ought to render just the same as there are a lot of 
retailers who use a fellow’s catalog and make the sale 
and then get into the role of a secretary and write down 
the wants of a newlywed couple and transmit them to a 
wholesale house to be filled—passing the buck over to 
an organization that has been gotten together to handle 
business in a wholesale way and at wholesale prices, but 
being granted the privilege of filling retail orders at 
wholesale prices. I know this is a tough problem to 
solve and I know that it isn’t going to be adjusted over 
night, but I believe it can be helped greatly by each in- 
terest—manufacturer, distributor and retail merchant— 
approaching it in a spirit of fairness and all recognizing 
their right to render a service if they expect any remuner- 
ation at the hands of the purchaser. 

At that, I am at times distressed at the smallness of 
the average order that comes into this house. Parcel 
post of course has contributed a good bit to that but when 
I was a boy and filling orders, the average size of the 
shipment I am sure was a great deal larger (even at the 
low prices then prevailing) than it is today. That is 
wasteful: that’s what keeps the cost of distribution high 
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and if I were a manufacturer and constantly called up. 
to render a service that I had a right to expect t! 
distributor to give, I certainly would give the fellows 
talking-to. 

It might not be necessary to get the big stick out; 
might not even be necessary to use it in padded forn 
but I would feel warranted in letting them look at t! 
real picture. The laborer is worthy of his hire. Ther 
is no good reason why the manufacturer should render 
distributor’s service and be rewarded only with the man 
facturer’s margin. 

We have in a very kindly way, but in a firm way, «,. 
years have come and gone, corrected some of the out 
standing abuses that will grow in any business just lik: 
the weeds are growing today under the deluge of rain 
Frankly, I have often found that our own sales fore: 
were the chief sinners and my toughest job, at times. 
was to make our own men see the fairness of a position 
that the house was forced to take, but gradually the, 
fell into line and today many practices like the shipping 
of broken crates of screen doors, screen windows, lam) 
chimneys and all kinds of glassware has been done awa) 
with and no hardship has been worked upon anybod\ 
that had any right to pose as a merchant. 

Why should we fill a retail order for some fellow wlio 
hasn't business courage enough to buy the reasonab| 
sized quantity that most merchandise is today offered in 
as a unit package? Why should we, in anxiety for « 
little additional business—momentary business—attemp' 
to kid that fellow into a belief that we would be glad 
for such orders. We absolutely decline to sell a nickel’s 
worth of goods at retail even where the question of pric: 
is not involved and why not let the man who is in sha} 
to handle that business, get the business and make « 
reasonable margin for the service he renders his com 
munity. 

I didn’t intend to write you an extended epistle on 
merchandising when I started (Turn to Page 50 

































NE need not be an 
artist to appre- 
ciate the beautiful lines 
and play of light in 
this view of a substa- 
tion at night. The sub- 
station belongs to the 
Union Light and Power 
Co., St. Louis, and is 
located at 12th and 
Locust Sts. It is part 
of the Cahokia Plant, 
designed for 66 K. V. 
McClellan & Junkers- 
feld were the engineers. 
Four or more _ flood 
lights on the ground, 
together with others on 
the structural work, 
bring out every detail 
of the intricate struc- 
ture.—Underwood. 
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Lack Of Energy Is The Answer 


You Almost Never Get a Contract or an Order By 
Leaving a Quotation and Expecting the Dealer to Write 


It Up. 


Something More 


Than That is Required 


By JAMES H. CARPENTER 


Branch Mgr., H. C. Roberts Electric Supply Co., Binghamton, N. Y. 


lems. You have, no doubt, sat for days at conven- 
tions or sales meetings and heard the most capable 
men in the country present the products which you sell 
in such an impressive way that 
it surprised you; and you 


I ACK of energy is the answer to most sales prob- 


fewer representatives, and by getting more articles from 
one place. 

Did you ever get a fan or lamp contract by leaving it 
with the dealer? No. You get it by preparing it and 
presenting it to the dealer for 
his signature with the assur- 





wished your dealers could hear 
it, and hoped to be able to 
present the products to them 
as attractively as they had just 
been presented to you. But 
somehow that is about all that 
ever came of it, because you 
did not make notes of the fine 
things you had just heard. 
\nd then the chairman, or sales 
manager, introduced some other 
talented person who presented 
another, and another article, 
plan, campaign, or technical 
talk; all of which were impor- 
tant but too much effort to 
record for future use. Or, be- 
cause it was not a convenient 
place, or the facilities for writ- 
ing were not present, you 
missed the opportunity. Ex- 
cept for the eight percent of 








ance that you werg going to do 
something for him. When you 
quote him on supplies, does he 
send the order in; or does your 
competitor come along and sell 
him because Mr. Dealer did 
not want to write a letter? He 
does not like to write any bet- 
ter than you do; so when you 
quote him, make the quotation 
out on your order pad, sign it, 
and do everything else just as 
if you were going to mail it in 
to your house at once. Then, 
after making your best efforts 
to close him, if it is necessary 
for some reason to leave the 
quotation, leave the original: 
also, one of your company’s 
self-addressed stamped enve- 
lopes. Mr. Dealer, who has the 
lack of energy you have had, 








things which we remember af- 
ter we have heard them, the 
time was wasted, the speakers’ 
cfforts were lost, it was all simply an item of expense. 

So it will be with your selling if you do not make it 
convenient for the purchaser. He has even less reason 
\o write things down than you have. There is no reason 
why he should make a record of your products and the 
outstanding things in them. His time is more taken up 
than yours. He has to run a business, solicit work, em- 
ploy help, purchase materials, plan ways and means of 
clling them at a profit, collect bills, make out income 
taxes, and direct the efforts of others in a hundred ways. 

You are the assistant of a self-appointed purchasing 
‘xeney that anticipates the needs of your prospective 
customers. The agency has done its work well as figures 
will show. The fact that it is successfully established 

ws that the customers have accepted it, that it 
has helped its dealers and been of service to them. 
It has made it more convenient for the dealers to 
buy goods, to get them, and to pay for them, by seeing 


James H. Carpenter 


will procrastinate for a few 
days and then, because you 
have written an order in the 
form of a quotation so convenient that all he has to do is to 
decide to mail it, you will get the business—if you leave a 
quotation in the form of an order. Otherwise, the first 
salesman who comes along, after the dealer has decided to 
buy, gets the business. You know how it goes and so do I. 
It is very seldom that we get the order when a customer 
asks for a price on an article and we just tell him the ap- 
proximate list and an indefinite discount. If you get the 
business that way, you are a better man than I am; for it 
is a fact that dealers will not go to the trouble of digging 
out prices, writing orders, and mailing them to you, when 
they are very much solicited. They do not have to do it. 

Keep your price forms, sales helps, and advertising 
materials all together with your catalogues on the respec- 
tive devices you are selling. Furnish your dealer with 
them, and in every other way make it as easy for him 
as you can and you will not make any more effort in sell- 
ing a greater quantity of merchandise. 
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P RACTICAL SUGGESTIONS FOR 


WINDOW IRIMMING 


A Department of Timely and Workable Ideas 
for Wholesalers’ Salesmen to Pass on to Their 
Dealers, With Questions and Answers. 





A dealer in Michigan who sells hard- 
ware and electrical appliances wants to 
know how he can make the best use of 
two front display windows for showing at 
the same time the larger electrical ap- 
pliances such as washing machines, ironers, 
electric refrigerators, vacuum cleaners and 
small ones such as percolators, toasters, 
irons and lamfs of all kinds, 
ws Be 

When there are two large front dis- 
play windows, it is a good plan to pro- 
vide a permanent background for one 
and leave the other open. This open 
window is best for the large pieces of 


Conducted By PAUL SUTTON 


equipment and should be reserved for 
that purpose. Here, the electric 
range, refrigerator and washing ma- 
chine can be given the prominence 
they deserve. Such a window, even 
without a background wall, is easily 
given the appearance of a kitchen or 
laundry by a linoleum floor covering 
and a few incidental pieces of painted 
furniture, which, if not carried in the 
store itself, may be borrowed from a 
local dealer. In conjunction with 
these big electrical units, smaller 















































A Store Is Judged By Its Windows 


N VARIOUS fields, display windows have played an 
important part in the development of business. De- 
partment stores, men’s wear and dress shops, chain 

stores of all kinds have used this medium for building up 
their sales. The volume of any business which sells to the 
public direct can be increased by better window displays. 
A store is judged first by potential buyers from the gen- 
eral appearance of the show windows. The successful 
electrical merchant is the one who has recognized the im- 
portance of this and who has, in addition, discovered the 
value of illumination for the display window, not only 
during the evening hours but for daytime as well. Bril- 
liant lighting at night makes the store front of the elec- 
trical dealer stand out in strong contrast to those on either 
side; a glow of light will draw the public as surely as the 
‘andle flame draws the moth. For daytime it is import- 
ant to have all the lamps on display lighted and to banish 
shadowy corners and reflections from the glass by the use 
of overhead reflectors. A great deal of thought should 
be given to the selection of merchandise for the window 
as well as to its layout for display. If the store does not 
afford a regular display man, the duty of arranging the 
windows and caring for them afterward can be combined 
with department work. When such a plan is followed, it 
is necessary to allow this man plenty of time to attend to 
his windows for sales getting displays require time and 
study; they are not thrown together in a minute. The 
window that is carefully planned, kept dustless and or- 
derly, sells merchandise. 














kitchen equipment, cooking ware of 
all kinds, dishes and glass, which are 
carried in a hardware department. 
may be displayed. When one window 
of a pair is taken for merchandise of 
this sort, the other is left free for the 
small electrical appliances and they 
in turn appear to better advantage in 
front of a background. This wall at 
the back of the window provides 
something to work from, hanging 
cards or draperies on it gives height 
to a display. Colored screens or 
panels, so effective as a setting for 
these useful articles, show up to much 
better advantage when contrasted 
with a plain neutral tinted back- 
ground like dull finished wood. Hav- 
ing this window enclosed helps to 
keep this merchandise clean. 


Should stock and decorative materia! 
be assembled before starting to dismantle 
the window in preparation for changing 
“i iL. N. 

Time is an important factor in 
window work. The window should 
be empty or in disorder as short a 
time as possible, for the display space 
which is not telling its story to the 
public is a loss of advertising. There- 
fore, merchandise should by a!! 
means be collected, the pedestals. 
draping material, artificial flowers. 
show cards and other supplies gatli- 
ered together before the current dis- 
play is removed. By having an as- 
sistant for only a short time to carry 
away the goods which are being taken 
out, the change will be accomplished 
with the greatest possible speed. 


Should I have a store display to tie 
in with the window? 
F. D. R. 


Ninety per cent of the sale is made 
after the passerby has been attracted 
by the window into the store to 
purchase and a suitable follow-up 
display inside the store should be 
easily found. Besides this, the clerks 














a 
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This department is open to 
all subscribers. Send in your 
questions on any point in win- 
dow trimming or on special 
problems of display confront- 
ing your dealers and they will 
be answered promptly in this 


department or by mail. 
—Paul Sutton. 


must be well posted on the merits 
and price of goods in the window. 
When the clerk can understand in- 
stantly from a brief description what 
the customer has seen before coming 
in, the buyer has more enthusiasm 
in making the purchase and thus the 
sale is quickly closed. But if upon 
entering the store, the merchandise 
desired is difficult to find, and an 
inquiry is not intelligently answered, 
the customer is quite likely to give 
up and go away without buying. 


When planning to remodel his store 
front, a dealer of mine asked me what 
kind of built-in background I thought 
would be practical. Can you give me any 
suggestions to pass on to him? 


J.S. 

The answer depends upon how 
much daylight will be needed in the 
store itself. A background of solid 
wood is very effective but the disad- 
vantage to that kind is that it shuts 
out not only daylight from the inte- 
rior but the view of the public into 
the store as well. When there is a 
demonstration going on within, it is 
sometimes profitable to give people 
an opportunity to look beyond the 
window display. If the frontage is 
large enough to permit two or three 
display windows, it is a good idea to 
have a wood background in one and 
leave the others open. A medium be- 
tween these two extremes is the back- 
ground of wood in the lower half with 
glass panels above. The advantage 
of this arrangement is that it permits 
some light to enter the store and at 
the same time encloses the window 
satisfactorily. 

Should the window display be changed 


as often in summer as in winter? 
M. M. 


Displays ought to be shifted just 
as frequently in warm weather as in 
cold because of the necessity of keep- 
ing seasonable merchandise before the 
public. The period of sale for goods 
of this kind is short and buying of 
picnic supplies, fans and traveling 
equipment is usually the result of 
some such stimulus as a display win- 
dow aided by immediate plans and 
the temperature. 








A “General Window” Suggestion 
for Your Dealers 


TODAY ? ; 





Materials Required Merchandise Required: 
Three pieces of draping ma- Two percolator sets, with 
terial, each 14%, yds. long. tray. 
Two pedestals, 30 ins. high. Two junior floor lamps. 
One pedestal, 12 ins. high. Three irons. 
One box, 6 by 12 by 30 ins. Three toasters. 
in dimensions. One waffle iron. 
Three show cards with One aluminum percolator. 
easels. One table lamp. 
One card for background of One bridge lamp. 
window. Two electric fans, 10 ins. 


WINDOW of this kind is a practical one because of its diversity. 

Appliances always in general demand are shown in the arrange- 
ment. To tell the whole story, more than the usual amount of card 
copy is needed. The subject of the display is announced in the large 
card hung against the background: “ELECTRICAL APPLIANCES.” 
The card on the floor at right center reads: “THE ELECTRIC 
WAY IS THE EASY WAY. WHY NOT TODAY?” At the right 
close to the toasters a smaller card urges the prospective buyer to 
“TOAST YOUR BREAD AT THE TABLE” and still another near 
the irons says: “ELECTRIC IRONS SAVE HEALTH AND 
LABOR.” The lamps may be selected for this group with the idea of 
giving color to the window. The smallest appliances are distributed 
about the floor, some of them quite close to the glass. Raised on 30 in. 
pedestals, the height of the percolators is in good proportion to the 
taller lamps and to the articles on the floor. 


Watch for the September Model 
Window in the Next Issue, 
Which Will be Devoted to 


Vacuum Cleaners 
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Credits As They Affect 


Distribution 


The Real Crux of the Problem is With Your Dealer. Educate 
Him Properly and Your Way Will Be Comparatively Easy 
By WILLIS H. PARKER 


oe sa strict credit rules and an insistence on 
prompt payment of accounts when due have an 
important bearing upon the speed of turnover in 
wholesale electrical equipment is evident from the expe- 
rience of the Sutton Electric Co., of Wichita, Kans. 
This company, like scores of others, today, is recogniz- 
ing the necessity of removing all “dams” that might in 
any way retard the free flow of the distribution stream. 
There must be no clogging of 
the channel at any point. The 


“But the real crux of the problem is with the dealer 
himself. If he isn’t careful with his credit risks and does 
not collect what is due him promptly, he cannot meet his 
obligations to the wholesaler, so we’ve adopted an educa- 
tional policy, as it were, that encourages the dealers to 
become better collectors. 

“I spend a portion of each year visiting the dealers. 
My visits are not to be classed as cold, commercial busi 
ness trips, but I just go around 
to keep acquainted with the 





shipping room must function 
smoothly; the stock rooms 
must have sufficient merchan- 
dise to provide “bank-full” 
flow of goods out of the ware- 
house, and the inventory sys- 
tem—perpetual or otherwise— 
must be such as will provide a 
steady flow of goods into the 
warehouse to replace thai 
which goes out and in equal 
amounts. The sales force must 
do its part to keep the channel 


of Wichita. 


this article. 





" OTHING facilitates the 

sale of merchandise so 
quickly as well collected ac- 
counts,” says Homer Fox, treas- 
urer of the Sutton Electric Co., 
How Mr. 
keeps the return flow of money 
on a constant level is of interest 
as described by Mr. Parker in 


trade and may talk baseball 
and the weather more than | 
do credits. I never visit 
dealer when our business rela- 
tions must be the principal 
subject of discussion, unless 
such a visit is absolutely neces- 
sary and then it is an entirely 
different trip—usually a spe 
cial trip. Sometimes I go with 
the salesmen on the territories 
and at other times I go alone. 

“In nearly every instance, 


Fox 








open while the credit depart- 
ment must exercise vigilance 
so that there will be a sufficient return flow of money to 
care for the out-going flow to manufacturers in payment 
for merchandise. 

“Nothing facilitates the sale of merchandise as quickly 
as well collected accounts,” asserts Homer Fox, treasurer 
and credit manager of the Sutton company. “The dealer 
who demands prompt payment from his customers and 
likewise is prompt in paying his bills contracted with us, 
of the best customers. In numerous instances 
we have encouraged our dealers to keep their own collec- 
tions cleaner, pay us promptly, and they developed into 
better customers, buying more goods than ever before. 

“That is the reason that our credit and collection sys- 
tem begins with the education of the dealer to adopt and 
practice strict credit standards himself. 


is one 


‘We have ourselves adopted the rule of immediate pay- 
ment of accounts as soon as they are due. In other words 
we expect our customers to pay their bills by the tenth 
of the month. If bills are not paid promptly we decline 
to ship any more merchandise. There is no variance from 
this rule. Nor will we ship goods C.O.D. unless advised 
to do so by the customer. Once in a while a customer is 
unable to meet his obligations in full when due and must 
have goods, and writes us to ship the merchandise C.O.D., 
explains the situation, and, quite frequently incloses a 
check to cover a part of what he owes us. We will ship 
under those conditions. 


however, the subject of collec- 
tions comes up—his problem 
of collecting from his customers. Usually my advice is 
sought and I give what help I possibly can. Perhaps I 
explain our rules as they might be applied by the dealer 
to his own business. This permits me to emphasize to 
him our terms and prevent any attempt on his part to 
take advantage of our friendship. 

“Too often dealers think that, because they are well 
acquainted with members or officers of a firm, they can 
get concessions regarding credits, and can take advantage 
I never permit my visits to give the dealers such an im- 
pression. I strive to make them more friendly toward the 
house by assisting them with their collection and credi' 
problems, but they realize, before I leave, that we wil! 
not stand for any disregard for our terms. 

“Our experience has been that strict credit rules hav: 
made better customers of our dealers. They buy mor 
goods from us and when they want service, they aren | 
afraid to call on us for it. While it is true that the ma: 
who has the cash to pay for what he buys may buy i! 
where he pleases, still, he will buy where he can get the 
best merchandise, the best service and the quickest de- 
livery. If we give that sort of service, the man who pay> 
his bills promptly will come to us rather than risk gettiny 
poor service from some one else. 

“TI have three customers’ now in mind who, after w: 
educated them to the prompt payment of their accounts. 
have almost doubled the amount (Turn to Page 5” 
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Sykes Junction, Re-mapped 


In Which Hank Refutes the Time-Honored and Moss-Backed Argu- 
ment that the Salesman of the Wholesaler is Nothing But an Order Taker 
By M. C. CAHILL 


ANK MARTIN may not have been the best liv- 
H ing electrical wholesaler’s salesman, but he was 

no slouch at that. He worked hard, and made 
best use of his house’s prestige. He knew little or noth- 
ing about the manufacture of most of his lines, but he 
did know how the dealer could best sell them. All of 
which, summed up, is irrefutable evidence that in this 
case at least the salesman of the wholesaler is a salesman. 

Hank was strong for helping his dealers, and did it in 
amost every possible manner. But, he absolutely re- 
fused to do any window trimming, dust off shelves or 
similar pastimes. He would occasionally build a display 
on a Show ease or on the floor. Hank said he needed all 
his selling time to take care of everybody. 

Don’t get the idea that Hank confined his promotional 
activities to word-of-mouth sales helps. He unceasingly 
picked up new ideas from every line of business, and 
would translate them into terms the electrical dealer 
would understand and appreciate. He drew rough 
sketches of outstanding window displays and store ar- 
here and there. He got samples of 


rangements seen 


other dealers in radio and electric 


His 


direct mail used by 
appliances and adapted them to fit deserving dealers. 
dealers sold, and made money, and so did Hank. 

Now, after several years of this sort of co-operation 
and selling, he just couldn’t help having a real business. 
Everyone of Hank’s dealers was of the opinion that if 
Richmond were as well entrenched as his trade, Grant 
would have rolled up his sleeves in vain. Then im- 
agine how Hank must have felt the day he got off the 
accommodation at Sykes Junction, went to the Sykes 
Electric Co. and found a competitor’s salesman behind the 
counter. 

“Hello, Watts,” said Hank as he entered the 
and plunked his catalog on the counter. 
you're behind the barricade, and where's Joe Furlong?” 

Watts straightened up a counter trim, and then said: 
“Well, I’m here because this is my job, and I guess Joe 
Furlong is cultivating corn, or should be if he expects 
to get a crop this year.” 

Hank drew a deep breath. Joe Furlong hired 
you away from the Blank Electrical Supply Co. to wait 


store 
“How come 


“TI see! 
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“You'll Have a Sweet Time Selling Them Inferior 
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Stuff at a Low Price!” 
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on trade while he’s out in the backyard cultivating corn. 
Now I'll tell one.” 


“Go ahead, but let me finish first. Joe Furlong is just 
tive and one-half miles due west of here on state road 10, 
trying to coax a crop of corn from 160 acres of clay. I 
bought out the Sykes Electric Co. and will change the 
name to the Watts Electric Co. You don’t have to change 
your records, though, because the name isn’t going to mean 
anything to you. Furlong squared up all bills, and you 
can tell your boss that a cyclone wiped Sykes Junction off 
the map.” 


Watts couldn’t keep malice out of his tone, but the news 
alone was enough to knock the props out from under 
Hank. 

“That's fine, Watts,” he said, evenly. “I mean that 
you're in business for yourself, and I sure do hope you 
make the place hum.” 


“Thanks for the kind words, Hank, but they aren’t 
going to get you anything. If a sleepy guy like Fur- 
long could make a go of it, I certainly can. I know 
how you feel about it; this store alone used to make a 
load for your sock, but them days is gone forever, Hank, 
and don’t you forget it!” 


“It’s your privilege to choose your supply house, 
Watts. We got along for years, bucking each other, 
and we certainly should get along together now. I'll 
come in and see you whenever I’m in town.” 

“Just as you say, but never mind bringing your cata- 
log.” 

Hank was about to lift his catalog and go, but he sud- 
denly changed his mind and perched on the counter. 
“Watts, have you ever wondered how a sleepy guy like 
Joe Furlong could make a good living with this store?” 

“Sure. Luck! He had the luck o’ Reilly. I’m not 
afflicted with black cats crossing my path and there’s 
no good reason why I shouldn’t do twice as good as 
Furlong. 

Hank laughed. “Well, all right. We'll say you're 
lucky. But, you know darn well you never got into the 
big money class as a salesman for the Blank Electrical 
Supply Co. You have a pretty good idea of what money 
is made by every salesman in this territory, and you 
were always a tail-ender!” 

“IT wasn’t lucky; I know that! Some guys can work 
for others and make money, and some have to work 
for themselves. It will be different now that I control 
this business and haven’t got a sales manager on my 
tail.”’ 

“Which lines will you take on?” 

“Same ones I’ve been selling. They’re not as high 
quality as yours, but that gives me a lower selling price 
and a larger margin.” 

Hank slipped off the counter and swung the catalog 
in his hand. “There’s just one thing you’re overlooking, 
Watts, and that is that Joe Furlong had his customers 
sold on quality. You will have a sweet time trying to 
sell them inferior stuff, even at a low price. Don’t for- 
get that.” 

Watts grinned, wisely. 
won't they?” 

Hank went across the street and asked the station 
agent for directions to Joe Furlong’s farm. He learned 
that a bus was leaving from in front of the Sykes Hotel 
in five minutes which would take him past Joe’s place. 


“They'll take what they get, 


Having several hours to kill before his train was duc. 
Hank took a seat on the bus. Fifteen minutes later h, 
shook hands with Joe and then started on a tour of th 
property. 

“T feel like I’ve pulled a dirty trick on you by selling 
out to Watts, Hank,” said Joe Furlong, with a side-wis: 
glance. “I couldn’t help it, though, when he made an 
offer. And I’ve had my mind set on this place for a 
long time.” 

“No, that’s your privilege to sell out any time or to 
anybody, and it’s none of my business,’ said Hank. 

“T’m not so sure about that, Hank. You made that 
place. I was only a tool, doing things the way you 
showed me, and could never have done it alone.” 

Hank grabbed at that testimonial. ‘Well, it wouldn't 
do any harm for you to mention that to Watts when- 
ever you're in town. By the way, who is behind him?” 

“His father-in-law. Watts hasn’t got a dime, for he 
could never sell any of the good stores within miles of 
here.” 

When Hank left a few hours later, he knew that Joe 
Furlong’s testimonial would be used on the recalcitrant 
Watts. Time alone would tell with what effect, but Hank 
determined to use every available means to quickly put 
that account back on the books. He wanted that dent in 
his commissions ironed out. 

A few weeks later, Hank returned to Sykes Junction 
and made his regular call at the electric store. The 
entire store arrangement had been changed, and the old 
stock had largely been replaced with the lines of Watts’ 
former house. Hank found Watts idling behind the 
counter. 

“How’s business, Watts?” Hank asked, setting his 
grip on the floor. Place looks different.” 

“Well, you can’t expect a big business with a new 
store. Yeh, I changed things around some.” 

Hank glanced around the place. “I should think 
folks would come just out of curiosity to see the new 
proprietor.” 

Watts looked dreamily up at the ceiling and said 
nothing, so it was up to Hank to keep up the conver- 
sation ball. 

“By the way, Watts, I saw a fine window display tlic 
other day in Greenville. Household appliances. Want 
details?” 

Watts leaned back against the shelving and lodged one 
heel on the edge of the counter. “Still trying to horn 
in, eh? Well, there’s nothing doing, Hank, and you 
might as well quit trying. Go hunt up another dealer, 
for the love of mud! If you can’t find one, start some 
fellow in business. But, leave me alone!” 

Hank took up his grip to go. “Just as you say, 
Watts. So long!” 

With Sykes Junction off his itinerary, Hank felt he 
could re-arrange his territory and make better time with 
a car, so he bought a roadster. This enabled him to 
give more time to each dealer and speed up dealer sales. 
He was in the second month of reduced commissions. 
and more sales spelled the answer to more money. 

One day he drove into Williamson, about 20 miles 
from Sykes Junction, and got an order from the electri- 
cal dealer there. After business had been taken care 
of, the two talked of other things, among them the desire 
of the dealer’s sister to go in business. 

“Yeh,” said the dealer. “She’s (Turn to Page 120 
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Getting Down to Brass Tacks 


A Few Thoughts for the Boys 
Just Starting on the Road 


By E. T. ROWLAND 
Local Sales Manager, Southern New England Electric Co., Hartford, Conn. 


XVIII. AVOIDING SOME COMMON PITFALLS 


forgotten and for this reason it has been said 

that there is no school as effective as the school 
of experience. But mistakes are oftentimes very expen- 
sive and may cause strained relations with a customer 
which can be smoothed over only with the passing of 
time. 

There are several very common mistakes which it is 
only human for a new salesman to make. It may be 
many months before he realizes these errors unless he 
is coached to guard himself against them from the very 
beginning. So it would seem that this series of articles 


would hardly be 


L, tees learned from experience are not easily 


fore, for a salesman to unconsciously spend more and 
more time with such customers until he reaches a point 
where the number of hours devoted to these accounts is 
entirely out of proportion to the amount of business 
available. One way of avoiding this “pet customer” 
habit, which is so easily acquired, is to spend part of 
an evening every few weeks comparing the amount of 
time usually spent with each customer with the amount of 
potential business which can be obtained from that 
customer. 
Then there is just the opposite situation. Every sales- 
man has some customers to whom he just naturally takes 
a personal dislike. 
And his natural im- 





complete without 
mention of some of 
these pitfalls. 
Everyone enjoys 
being with some peo- Avoid the pet customer 
habit. 
ple more than others 


Study These 10 Commandments 


pulse is to pass up a 
call on such a cus- 
tomer and go on to 
another whom he 
finds more congenial. 


Never spread trade gossip. 
Handle customers’ com- 


and for this reason 
every salesman has a 
few customers whom 
he finds very congen- 
ial. Perhaps they 
have several common 
interests or ride the 
same hobby. It is 
only human, there- 





Don't sidestep customers 
you do not like. 

Don’t procrastinate. 

If you don’t know, say so, 
but never guess. 

Always keep your prom- 
ises. 


plaints frankly and _ thor- 
oughly. 

Watch your health. 

Seek the proper amount 
of recreation. 

Improve your store of 
knowledge by reading. 








But it may be that 
the business of this 
man whom he avoids 
is highly desirable. 
And yet, on the 
other hand, it is al- 
most certain that the 
customer will sense 
the salesman’s dis- 
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like for him after a few calls and then the chances of 
securing any real business from him will be pretty slim. 
So it is not only necessary to call frequently but even 
more important that the salesman overcome his own 
personal feelings. This was a very big problem to the 
writer for many years until he finally hit upon a solu- 
tion. There are very few men in this world who do not 
have some qualities or traits for which they are to be 
admired. It is really a fascinating game to study a 
customer until his desirable characteristics are discovered. 
Then by schooling oneself to think only of his good 
points this personal dislike can gradually be overcome, 
the customer will unconsciously reciprocate the sales- 
man’s new attitude and business will result. 


Procrastination is another very common human failing. 
Every salesman enjoys selling some types of customers 
and some lines of merchandise more than others. A new 
salesman, for example, may go right out after electrical 
contractor business but lack self-confidence in approach- 
ing industrial plants or department store buyers. Again 
he may be full of confidence on radio but feel afraid 


to go after lighting fixture business. If he follows his 


natural inclinations he will devote too much time to thos 

customers and lines on which he feels sure of himse| 

and too little to those on which he feels weak. Cons: 

quently his sales will soon get badly out of balance, per 
haps so much so as to jeopardize his job. The long 

he procrastinates the more difficult will it be for him ¢. 
develop the necessary will-power to overcome his weak 
nesses. On the other hand, the sooner he schools him 
self to overcome this failing the sooner will he gain th. 
self-confidence necessary to get the most out of his entir. 
territory. There is but one solution to this problem and 
that is self-discipline. 

Then there are several little transgressions which may 
occur due to a new salesman’s enthusiasm and desire to 
create a favorable impression but which are sufficient 
cause for his customers to lose their confidence in him. 
Perhaps a question is asked about his merchandise whic! 
a salesman cannot answer offhand. But because he is 
afraid he will appear ignorant he takes a chance and 
gives his customer an answer which may be right but 
is more probably wrong. As a result the customer ma) 
order the wrong merchandise (Turn to Page 116 

















This device makes spider webs out 0! 
cement, but the cement is rubber that 
is used in repairing punctured tubes 
The container is filled with this fluid and 
is revolved rapidly by an electric motor 
The fluid is forced through a tiny hol: 
and resembles spider web when it strike: 
the air. Yes, it is used in the movies 
Photo shows Margery Wellman with ma- 
chine—P. & A. 
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Four Qualities of a Great Man 


Pasteur Had All of Them and Was Lifted Above the Great 
By DR. FRANK CRANE 


OUIS PASTEUR was recently voted by 
students in a contest including several na- 
tions, first on a list of the greatest men of 

ull time. In all the centuries, of all the billions 
of human beings who have lived their lives 
under varying circum- 


two kinds: Physical courage no one doubts. 
While two assistants pried open the jaws of a 
raving mad dog, Pasteur would thrust his face 
within a few inches of his fangs to suck some of 
the foam into a test tube that he might study the 

microbes that caused 





stances, he was chosen 
first. Such an honor, 
even if conferred by 
only a small part of 
those living in the pres- 
ent day, is one making 
the man and his charac- 
ter of high interest. 
What qualities of char- 
acter were his? What 
elements in his make- 
up contributed to a 
reputation that lifts 
him above the great of 
a score of centuries? 
First of all he had 
Knthusiasm. He 
worked night and day 
on his experiments. 
The only laboratory he 
was able to get at one 
time was a tiny attic 
overrun by rats and 
reached by tricky 
stairs. He chased out 
the rats and set to 
work. At times he 








the disease from which 
no single man or beast 
in all history had recov- 
ered. But he also had 
moral courage. He op- 
posed public opinion, 
ridicule, and the ideas 
of authority. And he 
had that rare sort of 
courage, the courage to 
risk a failure after a 
brilliant success. When 
he was a national hero 
because he had saved 
the beet sugar in- 
dustry, a plague broke 
out among the silk- 
worms of the south of 


France and he was 
asked to help. He 
knew so little about 


silk-worms that when 
he was given his first 
cocoon to examine he 
held it to his ear, shook 
it, and_ exclaimed: 
“Why, there is some- 








worked alone without 
even an assistant to 
wash his bottles for him. For six years he 
struggled to overcome the silk-worm plague 
and for four to find the secret of the rabies. Yet 
during those long years his enthusiasm never 
waned. Old, paralyzed on one side, he kept 
on with the enthusiasm of his youth. It was 
one of his strongest qualities. 


Second there was Work. He labored from 
morning until night year after year. He poured 
out his energy without reserve. “When dark 
days were on him, he worked the harder for 
them.” In his letters to his friends he used to 
say: “The nights seem too long for me.” 


Third he had Courage. He had courage of 


Copyright, 1928, by 


thing inside it!’ Yet 
he set to work, risking 
his reputation in the face of seeming certain 
failure. 

Another of his outstanding qualities was the 
Ability To Learn From His Mistakes. He 
made many false steps. He did things that 
others knew were mistakes. He often spurned 
wise counsel. But from every mistake he 
learned a lesson and rose stronger than he was 
before. One of his biographers described him 
as a “scientific Phoenix” who rose triumphantly 
from the ashes of his own mistakes. 

These four qualities: Enthusiasm, Courage, 
Work and the Ability to Learn from His Mis- 
takes were the outstanding ones in his life. 


Dr. Frank Crane. 
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MEN YOU SHOULD KNOW 


M. J. Hayes 


cess—a story which in a nutshell consists of 

going to work and staying everlastingly at it. 
Behind it all is a simple philosophy on the secret of suc- 
cess, a philosophy which is impressed on every boy and 
young man in the organization. “An hour of extra work 
now is going to let you take an extra hour later.” And 
how closely Maurice J. Hayes, 


ERE IS a different kind of story leading to suc- 


Secretary-Treasurer, 
Electric Appliance Co. 


to be in when it is keeping the customers contented. 
Just about this time, however, the credit manager re- 
signed, so Maurie folded his papers, cleared off his desk 
and put up his sign “M. J. Hayes, manager credit de- 
partment.” Progress was being made. And, in a few 
months it became more definitely clear that the strides were 
lengthening, for he was soon made assistant treasurer. 


When the company had its 





secretary-treasurer of the Elec- 
tric Appliance Co., Chicago, 
followed this plan is tremen- 
dously interesting. 


Maurie, as he is known to 
his intimate friends, was born 
in Chicago, and received his 
education at St. Ignatius 
High School. 


In 1916, he was hired by 
Ted Le Jeune, then purchas- 
ing agent of the company and 
now secretary-treasurer of the 
Autovent Fan & Blower Co., 
to take over the huge respon- 
sibilities of office boy in the 
mailing department. It was 
not long, however, before Ted 
had to find a new boy, for 
Maurie’s ability to work did 
not go unnoticed and room was 
found for him in the claim de- 
partment. Here he learned 
something of the grief at- 
tached to running a business, 
and the importance of keeping 


for success. 


ception. 





Twelve Years at 


Hard Labor— 


S NOT always a sentence for 
from a judge. In this partic- 
ular case, it simply represents 
the work which Maurice Hayes 
outlined for himself in his quest 


How admirably he succeeded 
is reflected in the position which 
he has now obtained. Those who 
have been following this series 
cannot help but be impressed 
with the fact that man after man 
attributes his success to work, 
hard work, and Mr. Hayes is 
far indeed from being the ex- 


unfortunate experience which 
culminated in its working 
under a_ receivership, Mr. 
Hayes continued to carry on 
the financial end of the busi- 
ness, and did so in such com- 
mendable fashion as to earn 
himself favorable com- 
ments from Martin J. Wolf, 
when the latter was made vice- 
president and general manager 
after the reorganization. 


It might be well to interpo- 
late Mr. Hayes’ opinion on 
this phase of financial experi- 
ence. “While I, of course, did 
not like to see the company 
in this position any more than 
the rest of us did, I will say 
that it opened up for me as 
acting treasurer a new knowl- 
edge of credit and finances 
which a person connected with 
a successful institution could 
never acquire. That experi- 
ence did me a world of good 








customers thoroughly satisfied 
while shipments were being 
traced, returned goods credited and adjustments made. 
After a year or so of this experience, he was switched to 
the purchasing department where he received a new in- 
sight into that branch of the business. Stock records and 
perpetual inventories became tangible things guaranteed 
to keep one awake nights. 

An unexpected opening in the credit department 
pushed Maurie’s right foot one more step up the ladder. 
As assistant credit manager he assimilated some of the 
main reasons why bills should be paid reasonably 
promptly, not a few ideas on the vagaries of human 
nature, and a rather whole-hearted viewpoint on man- 
kind’s general honesty. 

Things were sailing along pretty smoothly for Maurie 
in this work, but a sag started to develop in the claim 
department so Mr. Hayes was elected to see what could 
be done about it. He was given charge of the claim 
department, the first official title thus far acquired, and 
after buckling down to business he soon had all the 
screws tightened and the department back on a paying 
basis or whatever basis a good claim department is said 


and because of it I sincerely 
believe I have become of a 
great deal more value to the company in my presen 
capacity.” 

After the receivership was lifted in March 1927, Mr. 
Hayes was appointed treasurer of the company, and only 
a few weeks ago acquired as well the title of secretary. 

It all sounds like pretty smooth progress when re- 
ported, but it was a long, tedious climb and at times 
held very little promise for the ultimate goal attained. 
Many perhaps would have become discouraged when the 
bad breaks came, but not Mr. Hayes. He worked 
feverishly during that period with Mr. Wolf to turn red 
figures into black, and how well this team succeeded is 
quite well known at the present time. 

Mr. Hayes has no hobbies except as he puts it “work 
and more work.” He will play golf, can be persuaded 
to bowl occasionally and is intensely concerned in the 
activities of the employees but he much prefers to work 
practically every night in the week until 11 p.m., stay 
in the office Saturday afternoons, put in his holidays at 
his desk, and throw in a few Sundays of toil for good 
measure. He is just a fighting (Turn to Page 119) 
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M. J. Hayes 


Secretary-Treasurer, Electric Appliance Co., Chicago 
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\t the right, Baron Eugene von Grone, exponent 
of the “unrhythmic” dance, conceived this unique 
stage setting for his portrayal of “The Spirit of 
Labor” through the art of Terpsichore. The rat-tat- 
tat of riveting machines, and the clattering of steel 
plates, dropped by stage hands backstage, and the 
weird arrangement of spots which cast his figure in 
gigantic proportions on the backdrop add to the 
fascination of the scene, and all combine to throw 
the audience into a spell—P. & A. 


Left.—A. H. Lindner and A. N. Finn, of the 
glass section of the Bureau of Standards at 
Washington making the first rough cut prepara- 
tory to polishing the 72 in. telescope reflector 
weighing about half a ton which was recently cast 
by the Bureau. This is the largest piece of opti- 
cal glass ever cast in America and the third time 
in history such a huge mass of glass has been 
successfully poured. 
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This is from an architect’s drawing of the gigantic new merchandise mart to be erected in Chicago, largest building in the world, 
with a total floor space of 4,000,000 sq. ft. and costing $80,000,000. 
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Silently, Steadily Emptying Shelves 


X-Ray show window lighting, prime 
mover of merchandise, rouses the glances 
of passing throngs. Night and day 
X-Ray Reflectors repeat the reminder to 
come into the store and buy. 


Every retailer will talk to you about his 
sales problems. And he has many these 
days. He knows he needs more insistent 
selling through his windows,—the pre- 
cious points of contact. 

You can easily show him that a mod- 
ern, high-intensity X-Ray lighting system 
will make a big difference in profits. 


You know the formula for emptying 
his shelves and he wants to hear it. 


The Curtis resident engineer nearest 
you will help you make the sales. Con- 
sult him often. 


At any time you may draw upon the 
constantly developing experience of the 
Chicago engineering staff of Curtis Light- 
ing, Inc., the world’s largest concern in 
the field of illumination. 


Sales helps are also willingly provided. 
Write for them. 


Curtis Lighting,Inc. 


New York Office 
31 West 46th Street 


1119 W. Jackson Blvd. 
Chicago, U. S. A. 


Resident Engineers 
In All Principal Cities 
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THREE FAMOUS FRINK UNITS 
SILVERLITE 


MULTILITE 
SPOT-O-FLOD 


For Any Window 
For Any Condition 


LEXIBILITY of control and 

- economy of installation and 
maintenance are the most sought 
after features in modern window 
lighting equipment. 












When you sell Silverlite, Multilite 
and Spot-O-Flod, singly or together 
you sell just these things. You sell 
equipment that is low in first cost, 
low in maintenance costs and whose 
use in hundreds of leading stores 
has proved both flexibility and 
versatility. 





















If you are not already familiar with 
this sales making, good-will holding 
line write us today. The Frink Cor- 
poration, 239-B Tenth Ave., New 
York. 
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SILVERLITE 








An all-metal eteceon susceptible to 
adjustment for three different sized 
lamps. This adjustment is made in- 
stantly because of the collapsible 
neck. No special holders are required. 
The reflectors fit the standard 3% inch 
holders used everywhere. Color 
screens can be attached without extra 
clamps, hooks, etc. Described in our 
circular No. 77. 


Po eee 2 aes 
FRINK Corporation 


The 





MULTILITE 


A continuous reflector using units built on the 
Silverlite principle, adaptable to lamps of 60 to 
200 watt lamps. Multilite reflectors come in units 
of two to ten individual reflectors. They are 
wired and ready to install, eliminating cost of 
individual outlets. The unit construction gives 
far greater flexibility of light and color control 
and results in neater, more economical illumi- 
nation. Described in our circular No. 79-B. 


SPOT-O-FLOD 
A combination spot- and flood-light permit- 
ting of instant adjustment to any angle with- 
out the use of tools. The beam is controlled 
from a spot of 24 inches to flood of ten feet 
at a distance of ten feet. Color frame and 
screens come with each unit and permit of 
individual color spot or flood of entire 
window. Described in our circular No. 84. 
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for using Romex for range wiring 














/ reasons 


1. Romex makes a super- 
safe installation for 
the owner. 


2. The larger sizes of 
Romexare just as easy 
to use as the smaller 
sizes. 


3. Romex is so much 
easier to handle than 
other wires. 


4. Romex is easy to re- 
move as wellas install, 
where trial installa- 
tions are necessary. 


5. Romexrequires fewer 
fittings. 


6. Romex reduces the 
cost for the owner. 


7.Romex gives you a 
larger profit. 


If you would like further 
information on the 
use of Romexin range 
wiring, write for the 
latest Romex booklet. 


ROME WIRE COMPANY 
DIVISION of GENERAL CABLE CORPORATION 
Rome, New York 








ROME WIRE 








FROM WIRE BAR TO FINISHED COPPER WIRE 
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Decnderd is having its greatest year. As the outstanding merit of Standard 
Electric Ranges becomes more and more fully recognized, the trade realizes 
to a greater extent that this merchandise is worthy of their best selling efforts. 
Here is a line that embodies the longest experience of any organization in the 
industry devoted exclusively to the making of electric ranges. A line that has 
pioneered radical improvements and betterments. A line definitely planned 
to cover every type of cooking requirement. A line whose quality is never 
questioned. Standard believes, furthermore, in merchandising through reg- 
ularly established trade channels, on a basis of mutual profit and good-will. 
Electrical cooking is just beginning to come into its own. Here is a field of 
almost infinite profit possibilities. And here is the merchandise that permits 
jobbers and jobbers’ salesmen to realize those possibilities to the fullest extent. 



















but your interest in asking that your name be placed on the monthly 


The Standard News (reading time 6 minutes 30 seconds) costs you nothing 
mailing list. We'd like to send it to you if you'd like to receive it. 





The Standard Electric Stove Company Toledo, Ohio 
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STANDARD QUALITY IS NEVER QUESTIONED 
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Right: A lightning flash near 
a high-powered transmission line. 
When lightning strikes such lines, 
great damage results, and it is 
to prevent such occurrences that 
Dr. Harold Norinder, Swedish 
scientist, will take his inventions, 
the Norinder oscillograph, asiso, 
and klyndenograph to the Chil- 
howhee Mountain in Tennessee. 
Here all types of lightning, 
from a faint spark to 100,000,- 
(00-volt flash will be recorded 
Underwood. 





\ny time some one tries to tell you that hail 
stones never are as big as hen’s eggs, just 
haul out this picture. Amarillo, Texas, was 
the recipient of a big hail storm on May 8. 
It lasted 15 minutes but during that short time 
demolished roofs, broke windows, and badly 
wrecked over 2500 automobiles. “’Tis an ill 
wind—ete.,” for the Southwest General Eletric 
Supply Co., of Dallas, secured an order for a 
carload of street lighting glassware to replace 
broken globes. The white objects to the ex- 
treme left and right of the picture are hen eggs 
and were placed there to give an idea of the 
se of the hail stones which weighed from one- 
quarter to three-quarters of a pound. T. O. 
ite of the above company took the photo- 
graph. 





Left: They say a cat has nine 
lives, but this one seems to have 
received short measure as_ she 
checked out entirely after losing 
only one. Photo shows: the 
“Devilmobile”’—Fritz von Opel’s 
amazing rocket car speeding at 
235 miles an hour along rails at 
the Burgwedel-Celle stretch, in 
Germany. The car is propelled by 
rockets. Only a cat was a pas- 
senger. The auto went so fast it 
left the rails and was destroyed 
by a final explosion. This is an 
experiment leading up to the 
rocket plane —Underwood. 
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Something new under the sun 
—an invention of a Los Angeles 
woman—a dome-shaped _ portable 
solarium or sun-bath made of wire 
mesh with a light linen surface. 
This sun-bath retains the same 
temperature morning, noon and 
night, and provides the beneficial 
ultra violet rays. Miss Jean 
Swanson is being assisted into the 
bath by Miss Mildred La Porte. 





Here is a cross section idea of a station 
in a skyscraper—part of the plan of the 
new Lafferty airway transportation system. 
This station is 200 feet above the side- 
walks. As is shown, the tubular cars run 
on two tracks—one above and one beneath. 
\bove and below the station are the busi- 
ness offices, the rentals of which, it is said, 
will make a five cent fare possible. These 
stations will be five or six blocks apart. 
Note the platforms for freight, express 
passenger, local passenger, and the mail 
tube. Illustrated also is a skyscraper sta- 
tion as it would appear under the Lafferty 
airway transportation system. ‘The suspen- 











sion spans are some 200 
feet above the street level. 
This system, which has been 
submitted to New York and 
other great cities, plans to 
speed trains at 120 miles an 
hour on spans suspended 
between skyscraper stations. 
—Underwood Photos. 
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Market for Electrical Supplies 


Compiled Monthly From Reports Made to THE JOBBER’S ‘SALESMAN, by 
Jobbers, on Market and Price Conditions for 22 Key Products 
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7 *Eastern States include all between the Atlantic Coast and the eastern boundaries of Ohio, Kentucky, Tennessee and Alabama; 
estern States include all between the Pacific Coast and the eastern boundaries of N. Dakota, S. Dakota, Nebraska, Kansas, 
/klahoma and Texas; Central States all between. 
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The Other Fellow 
is Busy, Too 


T IS human nature for us to expect the 
I other fellow to take a personal interest in 

our work and help us to carry on. 
Whereas, it is a fact that the other fellow 
has his own problems to work out and he 
fails to do the things that we may think are 
obvious. 

For instance, in the course of our work 
of editing THe Josper’s SALESMAN which 
we know as a matter of fact is quite closely 
read and followed by a large majority of the 
electrical wholesalers and their salesmen, it 
has seemed to us many times that executives 
and salesmen all over the country should be 
“taking their pen in hand,” and writing to 
us. Our job would be very much easier, and 
the product which we turned out would be 
vastly improved if there were a stream of let- 
ters reaching this desk every day from presi- 
dents and salesmen, and credit men and stock 
clerks giving their views of the problems that 
they think should be discussed in our col- 
umns. If they would criticize the things we 
print, would write short articles themselves, 
suggest topics to be treated, give their views 
on the best ways to run an electrical whole- 
sale business, etc., THE Jopper’s SALESMAN 
would improve in quality 100% over night. 

But it happens that we were born some- 
what previous to the 20th century and no 
longer look for that sort of co-operation in 
: gece The other fellow has his job to 

O. 

It might be just as well to point out, how- 
ever, that the very same situation applies in 
turn to you. Probably many times you 
have been “‘all het up” at your dealers be- 
cause they failed to co-operate with you in 
the way which seemed to you should be ob- 
vious, in view of their close relationship with 
you and the community of interests which ex- 
ists. That they do not sit down and write to 
you under certain conditions when it would 
only take a minute is hard to see, until you re- 
member that they are tearing into their own 
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jobs all the time. James H. Carpenter makes 
a point of this in his article in this issue, 
under the title of “Lack of Energy is the 
Answer.” How dangerous it is to make a 
quotation to a dealer on something he knows 
he will need and then go away and expect 
that the dealer will sit down and drop a line 
to you when he is ready. Nine times out of 
ten he will not do it but will give the order 
verbally to the first salesman that comes 
along. Make the quotation on an order pad, 
requiring nothing but his signature and then 
leave a self addressed stamped envelope for 
him to use. Then, if the dealer will follow 
through on these simple motions it is all you 
can expect. 


Cost of 


Doing Business 


HE National Electrical Wholesalers 

Association is attempting a piece of 

constructive work that deserves the 
support and help of every member in the as 
sociation. It is starting out to collect data 
on the expense of doing business in the elec: 
trical wholesale line. A report form is to be 
sent to members—divided broadly under 
four heads—“Selling Expense,” “Service and 
Warehouse Expense,” “Financial and Ac 
counting Expense,” and “Administrative Ex: 
pense’’—with numerous sub-divisions under 
each. The information is wanted in dollars 
and cents, not in percentages. While the 
information is to be kept confidential, an 
analysis of the figures will be made and 
placed at the disposal of all members. Even: 
tually it is hoped that model representative 
expense statements can be prepared showing 
the expense picture of houses ranging in vol- 
ume from $300,000 to $5,000,000. 

This is the kind of information that is sore’ 
ly needed by the industry. It is but one 
among a long list of activities that the ass 
ciation is about to embark upon that will 
make membership in the association of inv 
measureable benefit. Any member that nev 
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lects to send in a full report as asked for by 
the managing director of the association, will 
tall considerably short of being a loyal co- 
operating member. You have always want- 
ed an association that would step out and 
do things. Now it’s up to you individually, 
for you individuals are the association. 
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The Buyer's Market 


CTION in a buyer’s market is initiated 
by the buyer, not the seller. As far as 
can be determined the present buyer’s 

market is to be permanent until some major 
economic or social change comes along, like 
war or a devastating epidemic. 

Many of us are prone to look about and, 
seeing the tremendous developments in our 
country—the impulse which seems to possess 
our people to buy, buy, buy, simple things, 
frivolous things, it matters not—to wonder 
when it is going to end. It appears on the 
suriace that. the elastic limit has about been 
reached and that something is going to snap. 

But remember one thing, and plan your 
business accordingly. This desire on the 
part of everybody to have things, which may 
be called the buyers’ initiative, and which 
is the real cause of the astonishing business 
development of this country, is but the 
truition of a long, long process of education. 
The rate of growth of men and women 
educated in high schools has been rapidly 
advancing. The entrance of women by the 
millions into the broader field of business, 
with the resultant increase in their wants 
and the ability to buy is another factor. 
Scores more might be mentioned. 

Since no limit has been found to the pro- 
ductive capacities of the United States under 
modern methods of production, and since we 
have a hundred million odd people, devel- 
oped by education into a class of buyers who 
want what they want when they want it, 
everything points to a continuation for years 
t) come of the present prosperity. 





On Resourcefulness 
Cy. OF OUR good friends in the 


wholesaling business and one of the 
best salesmen with whom we have 
ever came in contact was asked one time the 
difference between an A. C. and D. C. watt 
hour meter. Non-plussed for an answer, but 
with his hair-trigger mind functioning on all 
six, he flashed back “approximately $1.75.” 
A good salesman will always rescue him- 
self quite readily from an awkward position 
of this character. Unexpected questions at 
times require unexpected replies, the kind of 
replies which, if they are not completely to 
the point, at least reflect excellent resource’ 
fulness. 
Thinking and acting quickly when the 
occasion demands it, is a characteristic which 
predominates in every good salesman’s make- 


up. 

—_! “snappy comebacks” are not, 
however, all the eggs which he has in the 
basket. He will manage to convert every 
argument into an agreement, every objection 
into a sales point, and every interruption into 
an effective illustration. 

When a cause for delay in placing an order 
is cited, he instantly grasps the opportunity 
to change such a cause into a direct reason 
for prompt action. 

Instead of defending himself on weak ob- 
jections introduced by the prospect, he takes 
the lead on the strong points and emphati- 
cally drives them home. Off to a running 
start, with the bit in his teeth, he continues 
with one appeal after another until he has 
struck one which makes the proper impres- 
sion. When that has been accomplished, he 
is resourceful enough to make it fit the case 
exactly. 

Realizing that all this argument has of 
necessity created a confused mind, he slows 
up, neatly collects the winning points, re- 
arranges them in a convincing manner and 
concludes by bringing a settled conviction 
out of the confusion. That is resourceful- 
ness, and that too is one of the many qualifi- 
cations found in the mental basket of every 
good salesman. 
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News From The Wholesale Field 


The JOBBER’S SALESMAN Maintains Men in the Field, it Sends 
out Monthly ‘‘What’s the News Sheets” to Every Wholesaler and it Gladly 
Receives Voluntary News Contributions and Snapshots from Wholesalers 


and their Salesmen. 
Month the Personal Element in the Industry. 


All this Enables It to Reflect from Month to 
Your Co-operation is 


Solicited in Making this Human Side of the Magazine More Interesting. 


Buchanan in Chicago 

J. L. Buchanan, president of the 
Mid-West General Electric Supply 
Co. at Kansas City, Mo., has been 
elected Chairman of the Board of the 
Central States General Electric Sup- 
ply Co., Chicago, and is spending 
much of his time in the “Windy City” 


these days. 
* * # 


Harris Elected by N. E. W. A. 


D. E. Harris, president of the 
Pacific States Electric Co., San 
Francisco, has been elected chair- 
man of the Pacific division of the Na- 
tional Electrical Wholesalers Asso- 


ciation. 
%* * & 


H. P. Andrae Home 
H. P. Andrae, of the Julius Andrae 
& Sons Co., Milwaukee, and Mrs. 
Andrae, their daughter, Mrs. Elijah 
Hubbard, 2nd, and her husband, have 
returned from a three months’ trip 


abroad. ee 


Pontiac Changes Name 
The Electrical Supply Co. is the 
new name for what was formerly 


the Pontiac Electric Supply Co., 
Pontiac, Mich. The change was 
made necessary on account of simi- 
larity to names of other Pontiac 
electrical concerns. 

* * * 


C. E. Listenwalter Retires 

Due to continued ill health and the 
consequent necessity of being relieved 
of the worries incident to the con- 
duct of the business, the senior part- 
ner of Listenwalter & Gough, Los 
Angeles, C. E. Listenwalter, has 
disposed of his interest in the firm 
to Mr. Gough and will, at. least as 
long as is necessary to regain his 
health, enjoy a much needed rest. 

In the 16 years since he purchased 
the interests of K. L. Wade, who 
with Mr. Gough formed what was 
then known as the Wade-Gough Elec- 
tric Co., the company has grown to 
assume its place among the leading 


distributing concerns of California. 

It, therefore, is with no little sor- 
row that Mr. Listenwalter now is 
compelled to sever a tie which has 
brought much pleasure and profit for 
so long a time, and to give up, to a 
large measure, the contact with 
friends formed over years of associa- 
tion in the electrical industry. 

Mr. Listenwalter’s departure like- 
wise causes sorrow to his associates 
and the organization in general, all 
of whom have benefited so largely 
through the years of pleasant con- 
tact. He carries with him the best 
wishes of all and their highest hopes 
for a speedy return to good health. 


ee ae 


McClean Heads Kansas City 
Credit Men 


C. H. McClean service and credit 
manager of the Graybar Electric Co., 
Kansas City, Mo., has been elected 
president of the Kansas City Asso- 
ciation of Credit Men. 





C. E. Listenwalter 


Piedmont Lands Fixture Order 

The Piedmont Electric Co., Ashe- 
ville, N. C., recently landed the or- 
der for fixtures to be installed in the 
new $1,500,000 court house at Ashe- 
ville. The fixtures, all special de- 
signs, are of solid bronze and man- 
ufactured by the Robert Phillips Co. 
of New York City. The order calls 
for more than a carload, the cost to 
the county being approximately $12, 
000. 

Piedmont specializes in artistic and 
decorative lighting and have worked 
out several unusual and outstanding 
installations in the more important 
buildings in North Carolina. 

Due to an increasing business on 
G. E. refrigerators, the above com- 
pany has opened an exclusive refrig- 
eration store on Patton Avenue with 
3600 square feet of floor space. Mod- 
ern indirect and cove lighting is being 
used in this store, which is reported 
to be attracting a great deal of at- 


tion. ees 


The Duke Choked on This One 


A jobber’s salesman specializing in 
appliances had been in strange ter- 
ritory for several weeks and the go- 
ing had been exceedingly rough. En- 
tering a fresh establishment, he was 
told that there was absolutely noth- 
ing doing in his line. 

“Will you permit me to show you 
these samples,’ he begged earnestly, 
pointing to the big case he had lugged 
around the state. “No, sir,” was 
the reply, “We simply cannot take 
the time to look at them.” 

“Well,” he persisted, desperately, 
“do you mind if I just open my case 
here and have a look at ’em myself? 


I haven’t seen ’em for three weeks!” 
* * * 


S. W. Murray Promoted 
S. W. Murray, treasurer of the IIli- 
nois Electric Co., Los Angeles, has 
won a well deserved promotion. Ile 
has been elected the Pacific Coast 
Association’s representative on the 
National Board of Managers. 
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Get every contractor- 
dealer in your territory to 
work on this class of pros- 
pect. 


Point out to them that it 
means not only the profit- 
able sale of a ‘Buffalo 
Breezo’’ Fan, but also the 
profitable installation job as 
well! 


YY 


=ITS HOT 


TOAST ENNIS 
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T’S hot and that incentive to go after a prize 
may be slowing down, but it’s hotter still 
in the laundries where large volumes of 

steam and hot air are given off and usually a 
large number of people are assembled in a 
comparatively small space. 


Here is a field which you can cover to ad- 
vantage during August. Line up your contrac- 
tor-dealers on its possibilities. Show them the 
profit on both fans and installation. This kind 
of action will win a prize for you in August. 


Air change:—a rapid air change is neces- 
sary for best results. A fan should be selected 
which will change the air every 3 to 5 minutes 
depending upon the number of occupants. 
Multiply the three dimensions of the room and 
divide by 4. The result will give you the 
cubic feet of air to be handled per minute 
from which you can make the proper fan size 
recommendation. 


“Sold Through Jobbers”’ 


Buffalo Forge Company 


201 Mortimer St. 


Buffalo, N. Y. 


In Canada: Canadian Blower & Forge Co., Ltd., Kitchener, Ont. 


‘BU FFA Lee BREEZO’”’ 





The products of this company are entered in the prize contest for this month. A $25 





prize will be awarded the salesman ‘selling the greatest quantity during the month. 
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Set-up of Commercial in 


St. Louis 
1928, 
announced the consolidation 


there was 
of the 
Supply Co. 


On January 1, 
Commercial Electrical 
and the McGraw Electric Appliance 
Co., both 
St. Louis, Mo., to operate as a West- 


electrical wholesalers of 


The name of 
Electrical Supply Co. 
was retained. The officers are: W. 
H. Nolker, president; Riley De Lano, 
vice-president and general manager, 
and F. D. 
J. D. Pace is auditor and 


inghouse organization. 
Commercial 


Phillips, general sales 
manager. 
Ray H. Geiser is purchasing agent. 

Merging a pair of healthy organi- 
zations may sound easy, but in real- 


Commercial, St. 
Louis — Top, City 


Sales; Bottom, Gen- 
eral Office On Sec- 


ond Floor. 


re, a he 


4 





ity it is like handing a mechanic a 
couple of sedans and telling him to 
make a sport model of them. It 
takes time, thought and lots of elbow 
So the new Commercial out- 


grease. 
fit, with 110 employees and a busi- 
ness that, in 1928, will reach 


startling figures, is to be congratu- 
lated on the progress made in seven 
months. 


The territory now covered consists 
of Missouri, Arkansas, Illinois, Tenn- 
Kansas and Oklahoma. The 
366 
care of the 


essee, 
Memphis branch, located at 
Madison Ave., 
southern part of this territory. W. 
F. Cleveland is manager of the 


branch, with Eugene A. McDermott 


takes 


as assistant manager. Mr. Clevelan| 
is well known in the Middle Wes: 
having been for many years with | 
F. Hardey in the Central States 
Electric Co., Kansas City. “Gen 
McDermott was with Commercial i) 
St. Louis for 10 years prior to his 
leaving in 1927. He returned this 
summer and took up his. Memphis 
work on June 1. 

The main house, in St. Louis, re- 
mained at the old Commercial loca- 
tion, 820 South Broadway. Th 
building, shown in one of the ac- 
companying photographs, is six sto- 
ries and basement, 90,000 sq. ft. Part 
of the first floor on the Spruce St. 
alley has been converted into a mas 
sive “under cover” loading platform 
that will accommodate over 15 trucks. 

On the right of the building, on 
the Broadway side, is a parking lot, 
available by special arrangement to 
all Commercial customers, whether 
they buy anything or not. The guest 
is given a ticket in the office which 
he hands to the lot attendant when 
he goes to get his car. This not 
only relieves him of payment but al- 
lows him to go in and out all day. 
The service is paid for by Commer- 
cial at the end of the month. 

Inside the warehouse are many im- 
provements. In place of the old 
style trucks we find several hundred 
removable platforms on which the 
goods are placed. Then the hy- 
draulic chassis is run under the plat- 
form. When the stock arrives at its 
destination, platform and all comes 
off and the rolling stock goes back 
downstairs for more platforms. This 
saves the expense, wear and tear and 
oiling of several hundred wheels and 
eliminates the old bugaboo of trucks 
all over the house tied up and use- 
less. 

There are two large elevators and 
three spiral chutes, one of the chutes 
being used for standard packages of 
lamps exclusively. This is done be- 
cause, when lamps and other heavier 
goods come down the same chute the 
lamps are bound to suffer. Rapid 
transit is furnished by an electric 
dumb-waiter. Wherever possible the 
time and labor-saving devices are 
powered with electricity, the scales 
and even the tag printing machine 
being thus equipped. 

There are men’s washrooms 0! 
every floor and for the girls a spa- 
cious rest-room has been constructed, 
with wicker furniture and electric a}- 
pliances. In the office the electric! 
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HE elevator operator travels a long way 

every day, but he gets nowhere. The star 
salesman is different. He knows where he is going, 
and why. He starts out every morning with a 
definite business-building thought for his dealers. 
Here’s a good thought for today—and ‘most 
any day: 

Sell every one of your dealers the new 
National MAZDA Lamp Counter 


It will attract lamp buyers, demonstrate lamps 
and SELL lamps. It is compact, different, strik- 
ing. It is designed to meet modern merchan- 
dising requirements. It is the last word in lamp 
display and selling. It costs only $6.95, F. O. B 
Coshocton, Ohio. The table for it is $5.00. 


Lamps will well repay your extra effort. Lamps 
are big volume repeat sellers. Lamp business is, 
or should and can be, one of the ten leaders 
in your house. 


Which 
Goes 
’ Favthe st? 


How Are You Fixed for lamps ? 





NATIONAL LAMP WORKS of General Electric Co., Nela Park, Cleveland, O. 
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Known to be Good 


Year after year the demand widens for 
Union Renewable Fuses, because of their 
dependable performance and the low 
maintenance costs they assure in any plant 
or building. 


















Unions are made in knife-blade and 
ferrule types—the knife-blade type for 
the large capacities one of which is illus- 
trated. In the ferrule type the links are 
furnished bent at one end to make re- 
newal quick and easy. In the knife-blade 
type the ends of links are notched so that 
nuts which hold them need be loosened 
only slightly to remove or replace link. 








Union Casings withstand more blow- 
outs. Because they are worth more they 
really cost less. 


UNION FUSES 
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High Quality - Good 


Reasons Why the UNION-GEM-JEFFERSON 





The net profits on the orders you take 
measure your value to the house. And the 
Union-Gem-Jefferson Line has all the essen- 
tials for making you a more valuable salesman 
year after year. 


Every item of the Union-Gem-Jefferson 
Line has the high quality which brings re- 
peat orders—the fair margin which maintains 
net profits—and a wide demand which as- 
sures a high percentage of orders per calls. 


Union Renewable Fuses, for example, are 
known to be good. They have been leaders 
throughout the history of the electrical in- 
dustry—are known everywhere for the low 
maintenance costs and dependable protection 
they insure. 


Gem Powerlets are the original conduit fit- 
tings cast in one piece from malleable iron. 
They outlast the building or machine on 














Gem Powerlets are the original con- 
duit fittings cast from malleable iron. 


LO-F : : 
NS y Heavily galvanized, they are rustproof. 









any BY Cast in one piece Gem Powerlets 

have no seams, welds, or inserts and 
because of the toughness of malleable 
iron they won’t crack. 












The Original Malleable Conduit Fittings 


GEM POWERLETS | 





Hubs are threaded accurately, guar- 
anteeing waterproof joints and the 
elimination of high resistance points in 
the conduit run. 


Powerlets are easily, quickly installed 
because they provide plenty of room for 
wiring, lie flat, and the assembling 
screws don’t drop out and get lost. 








The products of this company are entered in the prize contest for this month. A $25 


prize will be awarded the salesman selling the greatest quantity during the month. 
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Margin -Wide Demand 


Line Can Increase Profits as Well as Sales 


which they are installed: a widely known fact 
which means acceptance everywhere. 











The Jefferson Nucode Transformer offers 
savings of time and material which are wel- 
comed by every contractor or dealer. 


And so on through the complete Union- 
Gem-Jefferson Line; quality, profits and a 
demand which covers the country. 





New Catalog ‘ 
Saves: Time and 


Material 


The Jefferson Nucode Trans- 
former appeals instantly to every 
contractor. 

It saves time, because both the 
transformer and drop light are 
quickly installed on one box—sav- 
ing conduit, one box, and time. 
The Nucode fits round, square, or 
octagon outlet boxes, thus making 
a stock of various sizes unnecessary. 

The Nucode is a quality trans- 
former throughout, highly efficient, 
guaranteed, and the name Jefferson 
gives it instant acceptance and 
active demand everywhere. 


Jefferson 7Zucode 


BELL RINGING 24 SIGNAL TRANSFORMER 


Make your efforts count for more by 
pushing this highly profitable line. - 
And for complete information 
which will be of daily value, write 
for a copy of the new catalog 
No. 23. 








Chicago-Jefferson Fuse & Electric Co. 
1519 West 15th Street 
Chicago, Illinois 





















(a 


Known Everywhere for Safety and Durability 








Performance has built a widespread 
reputation for Jefferson Universal Toy 
Transformers—performance which as- 
sures safety to children, satisfaction to 
the toy buyer, and profits to the dealer. 


Five models operate all makes and 
sizes of electric trains and toys—safely 





and with perfect control of speeds 
which pleases everyone. Guaranteed 
quality—meet all requirements of the 
National Board of Fire Underwriters. 


Get your full share of this profitable 
business by pushing the Jefferson Line. 


EERERSC 



















“UNIVERSAL TOY TRANSFORMERS 
EAA SA A TTT RS 








The products of this company are entered in the prize contest for this month. 


A $25 


prize will be awarded the salesman selling the greatest quantity during the month. 
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idea has long since been extended to 
the mailing bookkeeping 
chines. The lighting units are both 
a source of generous illumination and 
advertisement for the 
This is shown in the 


and ma- 


a permanent 
house’s lines. 
photograph of the general office on 
the second floor, where all transac- 
tions are routed in the accepted man- 
ner of today; that is, they travel as 
the crow flies through the hands of 
the proper persons in succession. 
Another photograph shows the city 
sales department on the first floor. 
The arrangement is tip-top, 
good appearance, handy shelving and 
display space and all the necessary 
stocks and tools within easy reach. 
The private offices of Messrs. Nolker, 
DeLano and Phillips cannot be seen 


whole 


in the picture but they are so placed 
as to give the executives a clear view 
of every person entering or leaving 
the store. This means they are step- 
ping out to the city counter quite 
often to greet old friends and become 
acquainted with new customers. 

The Commercial executives need no 
introduction, but it should be men- 
tioned that W. H: Nolker was one of 
the founders of the firm back in the 
Riley DeLano was for 
many years with the Robertson-Cata- 
ract Electric Co., in Syracuse. From 
there he went to the Varney Electric 
Supply Co., Indianapolis, Ind., as vice- 


nineties. 


president, treasurer and general man- 
ager. He was responsible for the 
McGraw Electric Appliance Co., com- 
muting between Indianapolis and St. 
Louis, until the consolidation which 
brought him to his present position. 
F. D. Phillips just “came home” 
when he left the H. C. Roberts Elec- 
tric Supply Co., Syracuse, to become 
general sales manager in the new 
Commercial set-up. 

The company discontinued its mo- 
tor shop last January and now refers 
all motor inquiries and jobs to all 
of its contractors so they can bid. 
Radio is a big factor in the company 
activities, with RCA handled in St. 
Louis and Kolster in Memphis. 

With the present facilities, plenty 
of room and such executives and de- 
partment heads as are on the job at 
present, the new company’s prosper- 
ity should continue to increase. 

* * # 


A. F. Carroll Back 
After several years absence A. F. 
Carroll has returned to the Carroll 
Electric Co., Washington, D. C. He 


is sales manager of the company. 


Jobber Turns Turtle 

No, this is neither a study in 
physiology nor zoology. Just a note 
to tell the world in general that S. 
Kaplan of Belasco Elec. Supply Co., 
Chicago, after inspecting West Baden 
and taking a tumble with his car, is 
still alive—for the simple reason, as 
he said, that he was born to be 
hanged ! 


Lindley Distributing Norge 

The Lindley Electric Supp); 
Co., Philadelphia, is distributing th 
Norge line of refrigerators in Phils 
delphia, Camden, Montgomery, Dela 
ware and Chester counties. A sepa 
rate department has been organize: 


which will operate under the nam: 
of the Norge Philadelphia Sales Co. 





The Electric Supplies Distributing Co., 


fixtures, appliances and ranges. 


San Diego, Calif., was incorporated 
1918, and is doing a wholesale electric supply business in general supplies, radio. 


in 


It is the Westinghouse special-jobber in San 


Diego territory but also represents such well known manufacturers as Landers 
Frary & Clark, National Carbon Co., Bryant Electric Co., Youngstown Sheet and 
Tube Co., Wiremold Co., Majestic Electric Appliance Co., Tork Co., Ilg Electric 
Ventilating Co., Frink Co., and many others. Territory covered is San Diego and 
Imperial counties, with two salesmen. Having worked out of a location for 1! 
years where the warehousing and shipping had to be done out of a basement, 
it is a satisfaction for them to work in the new building shown above, with 100,00! 


sq. ft. of space on one floor and no artificial light. 


The officers and director-, 


shown in the upper picture are, reading from left to hig Walter C. Wurfe!. 


president; Grant Guthrie, secretary and treasurer; Sam L. 


all, vice-president an: 


manager; Basil G. Guthrie, purchasing agent; and Fred G. Goss, sales manager. 








H 
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SHARP: SWrPCHES 
SURFACE TUMBLERS 
The first and favorite All-purpose Switch 


Your first and original all-purpose switch— 
it is still the all-purpose switch. For surface 
wiring especially, where’s a substitute! For 
cottages, bungalows, garages, outbuildings 
—from playground pavilions to factory 
buildings — the old standby stands up. 


Recommend it for ‘‘old work’’ and new. 
It’s always in style; positive in action; 
permanent in supporting good work. 


In the Surface Tumbler shown above, you 
see the /atest appearance of your earliest 
switch. With a tumbler mechanism instead 
of the rotary—but it’s the same all-purpose 
switch as the rotary snap. Always depend- 
able. Good for a generation of service. 


For the latest listings of Snap Switches and 
Surface Tumblers, turn to your new H &H 
Catalogue ‘‘T ’’— or write us. 


THE HART & HEGEMAN MFG. CO. 


ARTFORD, CONN. MAKERS OF ELECTRIC SWITCHES SINCEI890 
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W. R. Moors, a new salesman with 
the Carolina Electric Supply Co., 
Spartanburg, S. C., is covering the 
territory making acquaintances and 
getting some new business. 





D. D. Warson has been transferred 
from the eastern North Carolina ter- 
ritory of the Flannery Electrical Sup- 
ply Co., Greensboro, N. C., to Wins- 
ton Salem and points west, where he 
can supervise the Winston Salem 
branch and handle sales work. Wiltz 
Le Boeuf, formerly with the Chicago- 
Jefferson Fuse & Electric Co. is now 
covering the southeastern territory of 
the above company. 





Wm. H. Timmons, who has been 
working on the inside of the Gettys- 
burg branch of the M. A. Hartley 
Co., has taken over the Cumberland 
Valley and northern Maryland terri- 
tory formerly covered by Dorsey 
Sowers. Although “Bill” joins the 
ranks as a greenhorn, he has had con- 
siderable experience in electrical con- 
tracting and construction work as 
well as store merchandising, so the 
trade in general is warned not to ask 
him for any “ohm-sifters.” 


Tue Mivway Electric Supply Co., 
New York City, has employed L. 
Netburn to cover lower Manhattan. 


Homer Brack has joined the 
Banks, Miller Supply Co., Hunting- 
ton, W. Va. as a salesman. He will 
work the Big Sandy and Hazard 
Coal Fields in Kentucky. 


Rost. C. Lemmon is a new sales- 
man with the Shepherd-Fluharty Elec- 
tric Co., Baltimore, Md. 





J. T. Livesay, formerly house sales- 
man, has succeeded B. F. Frazer, who 
resigned, as salesman in the Logan 
district. Mr. Livesay’s former post 
has been taken over by W. A. Reese, 
Jr., of the shipping department. 


Watter P. Kouver and J. M. 
Morse are new salesmen with the 
Royal Electric Supply Co., Philadel- 


phia, the former to cover Philadelphia 
and the latter for southern New Jer- 
sey. Both are well known by the 
trade in this company’s territory. 


J. M. Rosrnson is a new salesman 
with the Terry-Durin Co., Cedar 
Rapids, Ia., succeeding J. R. Haney 
who has been transferred to the city 
sales. Hoyt L. Husted, another new 
man, will travel southwestern Iowa 
with headquarters in Des Moines. 





F. G. Jones, formerly with the En- 
terprise Electric Co., is now with 
Melville B. Hall, Inc., St. Louis, as 


a salesman. 





Tue Tas Electric Supply Co., Inc., 
is adding new fronts to its building at 
Trenton, N. J. 


Frep Martens won the $25 award 
given by his organization, the Midway 
Electric Supply Co., New York City, 
in its campaign on Bright Star bat- 
teries. 


J. T. Tursevitte, formerly iy 
charge of merchandise sales for th: 
Houston Lighting & Power Co., i: 
now a salesman for the Roberts Em. 
pire Electric Co., of Houston, as is 
also C. A. Faubion, an old Wester: 
Electric Co., salesman and later a: 
electrical contractor in Victoria. 


W. F. Danssor, former lighting 
specialty salesman for the Southwest 


General Electric Supply Co., Dallas, 


has been transferred to San Antonio. 


Tom Boy te, who left the Tel-Elec- 
tric Co., Houston, several years ago, 
to operate a filling station in Houston, 
made a profitable sale and is back 
with Tel. 


Cart WiuuiamMs, salesman for 
Graybar in San Antonio, has been 
transferred to the East Texas-terri- 
tory, with headquarters in Tyler. 


JALOoNICK APPLIANCE Co., of 
Dallas has recently added two sales- 
men: C. R. Davis and J. M. Nolan. 
Both were formerly with Moe-Bridges 
in Dallas. 


Miss Patricia Stephenson, daugh- 
ter of W. E. Stephenson of Sterling 
Electric Co., Minneapolis, is blossom- 
ing into quite a promising golfer. 























At the Amber Electrical Supply Co., 553 West Madison St., Chicago. 


buyer, who has been with Amber for 22 years. 















On the left 
is A. D. Bernstein, vice-president, who is completing his eighteenth year with Amber. 
Frank “Cozy” Dolan, Chicago representative for the Indiana Rubber & Insulated 
Wire Co., is next. And on the right is Paul Chidemo, store manager and assistant 


That triumphant grin on “Cozy” 


Dolan’s face—Frank had to start wrecking the inside of the store before he could 
induce A. D. and Paul to come out and pose for their pictures. When a simple verbal 
request failed, he tried a stronger measure, throwing a couple of fans through the 


showcase. 


A. D., busy at his desk just a few feet away, did not even pause to look 


up, whereupon the playful Dolan took to slinging motors (1%4 to 114 H.P.) by A. D.’s 


nose. 


One of these, poorly aimed, knocked one of the sides off Bernstein’s roll-top 


desk. At this A. D.’s fiery temper began to get the better of him—if allowed to run 
free this way, this rookie salesman might go too far—and leaping up from his bat- 
tered desk, he cried, “Paul! Paul! if Frank insists, I guess we'll have to humor him. 
Come, ye Jopser’s SatesMan photog awaits without, ‘twill take but a moment, and we 


can pray that the damn thing won’t be any good.” 





And so that was that. 
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KS 


Pay ; 





, The Hubbell watch-dog 


\- 


| for radio set or lights 


“forgetting the lights.’’ Te-Slots— independent of the 


HERES a new profit item — something that every 
switch and always alive — accommodate any appliance. 


home needs — the Hubbell Combination Switch- 
Tap and Pilot Light. Its greater convenience is being 


f : Saves time, labor and material in wiring. Two-gang b 
quickly recognized by contractor, dealer and user. 8 a 


takes whole device —switch, outlet and pilot light. Less 
In one unit is combined — a switch... an outlet...a wire needed. May be substituted for existing 2-gang 
signal light. Adaptable for radio or remote control of light. installations. 


No. 7281 for radio:— the radio attachment plug 1s in- Every radio supplies dealer—every electrical supply shop 
serted in the Te-Slots ... the “finger grooved” Switch- and contractor — will want to know about the Hubbell 


Tap outlet is given a quarter turn for radio power... 
and the jewel signal light is a constant warning that the 
power is on. 


Combination Switch-Tap and Pilot Light. Tell them 
about it. The coupon will equip you with the facts. Spend 
a stamp to send it in. 


No. 7280 for remote control of lights: —a quarter turn 
of the “finger grooved’’ outlet controls lights in attic, 
basement, on porch, or other place—the jewel prevents 


HARVEY HUBBELL, Incorporated 
BRIDGEPORT, CONNECTICUT 























B ELL St | 7 

; Zt 4 - Tap CG of f 

e. bane 

-d W. Z Ci LY): 

nt 

ld Mail coupon to our nearest office ' 

al Bridgeport, Conn., Main Office fe Please send information on combination Switch-Tap and Pilot Light 1 

1e Boston, Mass New York City, N. Y. Philadelphia, Pa. . 

ok 176 Federal St. 30 East 42nd St. Fifth St.— a Name ! 

i Atlanta, G Chicago, Ill EuttbcenDeoe) ss ae | 
tlanta, Georgi icago, Illinois (Exhibiuon Dept. aes 

»p 138 Marietta * 318 W. Washington St. Address 

in H. C. Biglin =e I 

it- ‘ Denver, Colo. San Francisco, Cal. | 

a Baltimore, Md. 1109 Broadway 390 Fourth St. 

#8 1¢ E Lexington St. The Sales Service Co. Garnett Young & Co. J. S. ese 








The products of this company are entered in the prize contest for this month. A $25 
Y ed 


| prize will be awarded |the salesman selling the @eatest quantity duringythe m 
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Thirteen at the table has no terrors for these folks at the Mine & Smelter Supply 
Co., Denver, Colo. The men standing are, left to right: A. B. Carlon; C. R. Dye; James 
W. Ryall, manager electrical department; L. C. Pratt; C. R. Lumsden; H. J. Han- 
kins; H. E. Leigh, manager Westinghouse department, and Wayne Snow. The girls 


are the Misses Parker, Ryan and Lamsen. 


& Co., and G. P. Eastom. 


Down in front are: E. Wessel, Hubbard 





Though but 17 years old, she reached 
the quarter finals in the Western 
Ladies Golf Association meeting at 
Kansas City recently. Needless to 
say, “W. E.” is as proud of his 
daughter as he is of his business. 


Epwarp DritscHEL, formerly with 
Joseph Kurzon, has joined the forces 
of the Baitenger Electric Co., Inc., 
New York, as outside salesman cov- 
ering the Metropolitan District. 


A. Francis Dorris, who traveled 
northern New York for seven years 
for the Robertson-Cataract Electric 
Co., is now with the Miller Electric 
Co., Utica, N. Y., covering the same 
territory. This new connection began 
in April and if knowing the lines and 
the trade means anything, A. F. is 
sure sitting pretty. 


Tue Derroir Etectric Co., 101 
E. Jefferson St., Detroit, is making 
extensive construction changes in its 
establishment purely from an enlarge- 
ment standpoint in order to handle 


expected increases in the business. 
* * * 


Flat Beer and Res 


Harlan Kain, purchasing agent for 
the Doerman-Roehrer Co., Cincin- 
nati, Ohio, tells an interesting story 
of how they used to clinch the sale 
of gyrofans 15 years ago around Cin- 
cinnati. 


At that time saloons were plentiful 
and most of them had electric fans 
installed. The prospective buyer of 
gyrofans would be skillfully steered 





into a thirst parlor known to possess 
both the paddle type of ceiling fan 
and gyrofans as well. 


After providing the prospect w ‘) 
a schooner of foaming brew, the sal: - 
man would request him to hold it first 
under the gyrofan, then under tlic 
paddle fan. 

Of course the breeze from the for 
mer would have no effect on the bec,, 
but when held under the ceiling fay, 
said beer would immediately go fla! 
with a capital F. 


Believe it or not, this demonstration 
convinced many a dealer that the wind 
from gyrofan was the last word in 
health and purity. 


e: 2:°8 


Beckwith Takes Amrad Line 

The George C. Beckwith Co., of 
Minneapolis, wholesalers of Victor 
talking machines in the northwest, was 
recently appointed exclusive Amrad 
distributor in the large area served 
from Minneapolis. R. C. Colman, of 
the Beckwith company was a recent 
visitor to the Amrad plant at Medford 
Hillside, Mass. 








Above, the Shotgun Twins are at it again. 














Martin Buehler, sales manager of 


Graybar, Minneapolis, and C. E. Furber, salesman, have hunted together for yea's. 
Here they are shown “reduced to pheasantry.” The life of Riley, we calls it. 

Lower left. The fish all carry white flags when this gang drops anchor. Ltt 
to right: Fred Ayala, commercial manager, Key West Electric Co.; M. V. Murray, 
merchandising department, Westinghouse; Paul W. Harrell, Westinghouse Lamp (»., 
and Marshall Adams, supervisor of syndicate sales, Westinghouse. 

“I’m going North via Oklahoma this year,” quacked Old Man Canvasback. “No! 
me!” replied Mike Mallard with a shudder. “That’s where J. T. Maledon hangs out.” 
Maledon is purchasing agent of the Southwest General Electric Supply Co., Okla- 


homa City, Okla. 
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YOU CAN SELL MORE 


POLE LINE MATERIAL 
When You Have a “Tie-in” Like This 





A Complete Coverage of the | \ 


Pole Line Material Market! 






56 Pages in “Electrical World” 
13 Pages in “Electrical South” 
13 Pages in “Electric Light and Power” 
26 Pages in “Telephony” 


Wein you have a “tie-in” like this to “pave the way” for you, it is much easier to 
get more Pole Line Material business out of your territory—provided, of course, you 
sell the Oliver Line. One hundred and eight full pages of advertising in the leading 
electrical trade papers are carrying the sales message of Oliver Pole Line Hardware and 
Construction Specialties to the very people you want to sell. Twenty thousand Oliver 
Condensed Catalogues have been distributed to twenty thousand “key men” in practically 
every Central Station and Telephone Company in the United States. They know Oliver 
—they are talking Oliver—and alert Electrical Jobbers are selling them Oliver. If you 
have not received your copy of the Oliver condensed catalogue—send for it to-day! 


Oliver Iron and Steel Corporation 


Nese Miesh SOUTH TENTH AND MURIEL STREETS Dallas 
Philadelphia PITTSBURG H, PA. Kansas City, Mo. 
Chicago Detroit Atlanta 





i 














“OLIVER THE LINE” 
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Meet the folks at the North Coast Electric Co., Tacoma, Wash. The insert is 


Harry Byrne, Jr., manager. 
Edith Foresburg, and Fred Wille. 


Standing, left to right: Jack Hall; Oscar Hogenson; 
Below are Del Ganstrom and Olin Smith. 





Jobbers’ Sales Activities 
Terry-Durin Co., Cedar Rapids, 
Ia.—A radio campaign was inaugur- 
ated last month. 


Tue Bextmont Corp., Minneapolis 
—The electrical appliance campaign 
started last month by this company 
proved to be a most successful one. 


Netson & Co., Tulsa, Okla.— 
This company is pushing “Kuprox” 
rectifiers (commercial type) with tel- 
ephone and telegraph departments of 


railroads and oil and pipe line com- - 


panies. 


GENERAL Exectric Suppiy Corp., 
Chattanooga, Tenn.—Special sales 
campaigns are being run on “Hot- 
point” ranges and on welding rods. 


Morison Evectricat Suppty Co., 
New York City—An “Easy” wash- 


ing machine campaign is under way. 
* * * 





Changes in Personnel 

L. C. Sartes has been appointed 
purchasing agent of The Belmont 
Corp., Minneapolis. 


Irvine I. Gistiine, for the past 
two years Westchester representative 
for the Gertler Elec. Co., New York 
City, has been placed in charge of 
sales and purchasing. 

Watter Firman, who formerly 
handled the downtown territory of 
the Crescent Elec. Co., Detroit, has 
been appointed purchasing agent of 


this compariy, replacing D. L. Fife 
who resigned to enter new fields. 


J. B. Stevenson is the new mana- 
ger of the financial and service de- 
partment of the Crescent City Elec. 
Division of the Lake States General 
Electric Supply Co., Evansville, Ind. 


D. E. Strout has been made sales 
manager of the Colonial Elec. Co., 


Philadelphia. 


N. M. Overatt, formerly manager 


of the Westinghouse Elec. & Mi¢. 
Co.’s Akron office has been appointed 
manager of the Lake States General 
Electric Supply Co., of that city, re- 
placing A. J. Natho who resigned. 
Harry W. Brown has been ap- 
pointed manager at Portland, Ore., 
of the Electric Corp., succeeding A|- 
bert Rives, resigned. The appoint- 


ment took effect July 3. 
* * 


Midway Has Growth 
The Midway Electric Supply Co., 
New York who started in business 
less than a year ago now has four 
salesmen covering the Metropolitan 
area and Westchester county. They 
are now distributors for: Hart & 
Hegeman; American Circular Loom; 
Simplex; Bright Star; National Metal 
Molding; Pass & Seymour; McGill; 
Edwards, and Bussman. 
* * *# 


Delinquent Accounts 

The accompanying tabulation shows 
the number of delinquent accounts, 
the total amounts and the average 
amounts as reported to the National 
Electrical Credit Association by mem- 
ber manufacturers and wholesalers 
through its various divisions, for June, 
1928, as compared with the same 
month the previous year. Also these 
figures are shown for the first six 
months’ period of 1927 and 1928. 


COMPARATIVE STATEMENT OF PAST DUE ACCOUNTS REPORTED 
JUNE 30, 1928 
NUMBER OF ACCOUNTS REPORTED 








% % 
Increase Increase 

June or 6 months or 
Division 1927 1928 Decrease 1927 1928 Decrease 
DROW ee 3555.55 sa eee 299 822 + 7.69% 2114 1870 —11.5 % 
Middle & Southern Atlantic .... 168 156 —%71% 981 1134 +15.6 % 
ee ree 158 118 —253% 925 7538 —18.5 % 
ee GS ko va sve casiansdas 15 14 —67% 99 18 —212 % 
CORIENN... 5s-oes Maouhs Sele bie Rae 886 681 —23.1 % 5743 4966 —13.5 % 
TROD: 6 oN i wee ek cees cee 1526 1291 —15.4 % 9862 8801 —10.8 % 









TOTAL AMOUNTS REPORTED 





% % 
Increase Increase 

June or 6 months or 
Division 1927 1928 Decrease 1927 1928 Decrease 
PEPE MIS a 6 oo bes ucee $ 35,464 $ 50,541 +42.5 % $ 324,670 $ 269,003 —17.1 % 

Middle & Southern 
SUMS ics kk oes ck 20,573 14,674 —28.7 % 122,789 148,118 +16.5 % 
New Haman. 65s. aso. 18,596 14,804 —20.3 % 97,382 96,262 — 1.1 % 
PaGnce COeke 66 boii 3 1,552 1,082 —30.8 % 13,554 12,717 — 62 % 
Comtral si ses ce dakaads 98,884 84,674 —14.4 % 670,495 599,683 —10.5 % 
TOTAL ........$175,069 $165,775 — 5.81% $1,228,890 $1,120,733 — 8.80% 
AVERAGE AMOUNTS 

June 6 months 
Division 1927 1928 1927 1928 
OW: NONE os Soantinn sks Cicawcwsn ten eee $118 $157 $ 917 $868 
Middle & Southern Atlantic ................ 122 94 748 749 
INGW, RUMOR 2616's nbn siete bates ic obi worsiccuae 117 125 635 758 
Pen’. Copst Fo See Be 103 717 1029 805 
CE Bo dicboleo Bs de inod dukes Waaboattied vs 112 124 704 72% 
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NEW YORK 


Build up your 
Industrial business with 


the CURRENT BREAKER 


The 





The T-V Current Breaker is a year old. 


During the year many Current Breakers have 
been put into operation in industrial plants all over 


the land. 


Never has a safety switch performed with more 
success. 


The chief engineer of one of the largest steel 


plants says of it: “The finest safety switch we have 
ever had.” 


Wholesalers everywhere vote this the outstand- 
ing safety switch of the year. 


Your industrial business can be built up with this 
profit making Current Breaker. It is not in the 
price class. 


If you have not received our folder about the 
Current Breaker, just write and it will be sent with 
complete information. 


TRUMBULL-VANDERPOEL ELECTRIC MFG. CO. 


BANTAM, CONN. 


BOSTON CHICAGO 


On the Pacific Coast—C. Dent Slaughter 


SAFETY 
SWITCHES 


T-V Current Breaker 


PHILADELPHIA 








Each Type In A 
Class By 
Itself! 


T-V Type ‘‘C’’ Switch | 


iat 





T-V Type C. 


General all-service safety switch for 
every duty. Quick break, non inter- 
locked and single throw, 30 to 600 am- 
peres, 250, 500 and 600 volts. 


Series ‘‘7000°" 





T-V Series 7000 


Light duty switch for entrance use, res 
dence lighting and power circuits. Has 
many advantages over other Type ( 
switches. 


Safe Lock Meter Switch 





T-V Safe Lock Meter Switch 


A full and complete line of meter serv- 
ice switches, that meet the _ require- 
ments of all central stations in every 
section of the country. 


Fuse’Panel 





T-V Fuse Panels 


For easy and safe access to fuses for 
residence lighting circuits Made ir 
sizes for 2 to 12 circuits. 


Knife Switches 


We also make knife switches for ever 
possible purpose. 
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G. E. House Remodeling 
The General Electric Supply Corp. 
is remodeling the building occupied 
by its branch at Knoxville, Tenn. 
* * * 


Hiring a Maid a Few Years 
Hence 


The girl was ushered into Mrs. 
Biltmore’s luxurious drawing room, 
and a few minutes later Mrs. Bilt- 
more entered, “How do you do,” she 
said, motioning the other to a seat. 
“IT presume you are familiar with al- 
ternating and direct current switch- 
boards and fully understand armature 
winding and wire splicing?” The girl 
“You can make 
minor repairs to a dynamo, and, of 


nodded an assent. 


course, have had experience with ther- 
mostatic controls and the operation of 
- ?? ce y " , ””? “e A = 
magnetos! Yes mam. Are you 
thoroughly versed in electro-magnetics 


and insulation technique?” “I am.” 

“Well, I think you'll do. My last 
kitchen mechanic—stupid creature— 
blew out fuses every time she at- 
tempted to cook a meal or do the 
But I hope that your technical 
and engineering experience will result 


wash. 





mA A 


A 
eo} 
se} ag 
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A-Yaro 


C- Cornice 





fomeomeome met 
Location of highting units for— 
B- Istano Pumas £- Station JnreRIOR 


G-ExLecrric SiGn 


somo mej 


0- Canopy 


F- Wasw Rooms 


04 














: \ 


es 





in better food and whiter linen for 
us. This way, if you please, to my 
electrically equipped kitchen.” 

* * * 


Gasoline Service Station 
Lighting 
In gasoline service station lighting 
there is a very large outlet for lamps 
as well as other material going into 
these installations. Wholesalers’ sales- 
men who. wish to be able to recom- 


mend up-to-date illumination for such 
stations will find much to help them 
in this diagram and table, prepared 
by the engineering department at 
Nela Park. 
* * ” 
Knoll Has New Lines 

The A. Knoll Electric Supply Co., 
Cincinnati, recently took on four new 
lines. They are P & S wiring de- 
vices, Standard ranges, Universal ap- 
pliances and Diehl fans. 


Recipes for the Lighting of Gasoline Service Stations 








LIGHTING UNITS 


Application 
Type 


Upright or pendent alabaster Mounting height 


rippled glass globe 


Oil Racks |Same as used for yard lighting at front. 


Island 
Pumps 


Cornice alabaster rippled glass globe 


White glass globe, R 


Canopy or Glassteel Diffuser 


Station 
Interior 


Enclosed-lamp sign 


Silhouette sign 


Expo sed-lamp sign 


Alabaster rippled glass globe, 
RILM Dome, or Glassteel Diffuser 


White glass, prismatic glass, or 


LM Dome, Two to four units per drive 


White or prismatic glass globe Additional small unit in wash 


LAMP SIZES IN WATTS 





~~ |Cities Over 50,000 Population |Cities Under 50,000 Population 





Number—Location—Spacing Main 
Thoroughfares 


Outlying 


| Outlying Main 
- Districts 





Districts |Thoroughfares 





Spacing of units—30 to 50 feet 


Upright units—13 to 15 feet! 
Bracket units—14 to 18 feet! 


USE Pea EE ES 
One unit for every two racks,| 
| 
Extra outlet for extension cord| 


|— 


One unit per pump 


Spacing of units 
Small station—3 to 5 feet 
Large station—4 to 6 feet 


One unit at center of ceiling 


room 


Lamp spacing—6 inches apart) 
each way inside box | 


Lamp spacing—6 inches center to 

center 

Letter height (feet)= 

Greatest viewing distance (feet) | 
| ee aa > Wi 

I amp spacing—Not over 4inches| 

center to center 

Letter height (feet)—= 

Greatest viewing distance (feet) | 
eee 


500 


150-200 
200-300 
300-500 
50-60 


50-60-100 


25-40-50-60* 


| 
| 


300 300 200-300 





300 





300-500 300 





100-150 100-150 100-150 


200-300 150-200 150-200 


200-300 150-200 


25-40 


25-40-50 25-40-50 


40-50-60 40-50-60 40-50 


15-25-40* 15-25-40* 10-15-25" 








“The new 10-watt small bulb S-11 colored sign lamps, if massed very closely together in the letters or design, are especil- 


ly effective for exposed-lamp signs. 
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NOT only admit it, I boast of it, not 
because I am just a nut, but because 
I am a “Kwikon” nut and an impor- 
tant part of the famous “Kwikon” Box 
Connectors. 






















I am amazingly different from the or- 
dinary nut. In a switch box, for in- 
( stance, which is too tight a place for 
pliers,—just spin me on, then take your 
screw driver and tap my “notches.” 
Your screw driver won't slip—the 
“Kwikon” Connector is on tight. Easy? 
Never was another like me. 






I just have to have these good fea- 
tures to keep up with the company I’m 
in. 






Every detail of “Kwikon” fitting is 
just as distinctive in its way as I am in 
mine—and when you see “Kwikon” 
stamped on a fitting, you know it’s 
earned its way there the same as I, the 

“Kwikon” nut. Only a nut, but a real | 
honest to goodness nut, who has one 

job to do and does it better than it ever 
has been done. 





























S. R. FRALICK & COMPANY 


15 So. Clinton St., Chicago, Ill. 




















BALTIMORE, MD. 
113 E. Franklin St. 
BOSTON, MASS. 
120 Pearl Street 
CINCINNATI, OHIO 
223 East Third Street 
CLEVELAND, OHIO 
328 Chester—12th Bldg. 


DENVER, COLORADO 


1708 Sixteenth Street 
DETROIT, MICH. 


517 E. Woodbridge Street 


Sales Offices 


KANSAS CITY, MO. 
1644 Baltimore Avenue 


LOS ANGELES, CALIF. 


706 East Third Street 
LOUISVILLE, KY. 
212 Urban Bldg. 


MINNEAPOLIS, MINN. 


1017 Lumber Exchange 
CANADIAN 


W. H. Banfield & Sons, Ltd. 


Toronto, 6 


PHILADELPHIA, PA. 
2401 Chestnut Street 


405 Penn. Ave., Crafts Bldg. 
PORTLAND, OREGON 


SAN FRANCISCO, CALIF. 
NE 


PITTSBURGH, PA : 


346 Sherlock Bldg. 
ST. LOUIS, MO. 
1911 Pine Street 
1179 Market Street 
W YORK. N. Y 
71 Murray Street 
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Comparative Lighting Costs 


If food costs an unskilled worker 
four hours of labor every day, how 
long does he have to work to correctly 
light his home? 

Dr. M. Luckiesh, director of the 
lighting research laboratory at Nela 
Park, after an extensive survey into 
comparative lighting costs, has an- 
swered the question, one answer be- 
ing the result of actual fact, and the 
other a figure derived from scientific 
analysis. 

The average unskilled laborer of 
today earning $3.80 per day, spends 
only seven cents of this for lighting 
his home, or in terms of labor, only 
about 10 minutes. Contrast this with 
the laborer of 1897, whose average 
wage was $1.43. If the laborer of 
that day used as much light as he 
does now, it would have cost him 44 
cents in cash outlay, or two and one- 
half of work! The contrast 
is even more striking when one re- 
the of the 
dollar today. 


hours 


alizes decreased value 
The average family now spends less 
than seven cents a day for electric 


lighting. To enjoy convenient and 
utilitarian lighting, it should spend 
three times as much. The conven- 


ience, utility, and psychological value 


FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTR 








This is a picture of the rear end of special train which carried some 175 St. Louis 


tradesmen to the radio show and convention in Chicago, June 11. Only a small num- 
ber of the group of men who rode the train appear in the picture because of the 
photographer not being able to wait until the late hour of midnight when the train 
departed. On the extreme right, with his hat under his arm, is Bill Mackle, genia! 
secretary of the St. Louis Radio Trade Association. Bill has been having so man) 
stunning looking photographs published in the last two years that he was likely to 
get swelled up. Therefore we are glad to print this one which looks like a startle: 


egg. 





Dr. Luckiesh says that this i8 also 
true with people whose incomes ag- 
gregate many thousands of dollars per 
year, the cost of correct lighting re- 


of good home lighting may be bought 
for extra expenditures equal to the 
price of a daily ice cream soda! 





Is Your Business Growing In Step With This? 


Kilowatt-Hours Generated 


(As reported by the United States Geological Survey for Electric Light and Power plants, electric railways, and certain manu- 
facturing and public works establishments which contribute all or a portion of their output to the public supply.) 


Kilowatt-hours Generated 


quiring only a fraction of a second 
of work. It is readily seen that in 
the future, the educational work in 
lighting should not only show how to 
use artificial light, but also to place 


| Per Cent Pro- 


by Water Power and Fuels 








a —— : a —_—— | duced by Water it in its proper place in the scale of 
| BF hnionaes es a ee ee EU a. EEN | ___-~—s costs and values. 
1920 | 27,405,000,000 16,150,000,000 43,555,000,000 | 371 * * 
22 | «= Soassom.om = | =i zonmoomoo =| = ar'gssvon ooo =| Set ; 
| Suge | Bee | eee | se aoe 
12s | 43,514,000, 000 | 22,356, 000,000 65,870, 000,000 33 9 John Gleason, manager of the 
1927 | 50,330,000,000 29'875,000,000 80,205;000,000 37.2 North Coast Electric Co., Seattle. 
F a - ~ - ee ——  Wash., is rejoicing over the arrival of 
7 a baby boy. Les Ruble, sales man- 
ager, was elected to the Board of 
6 Trustees of the Earlington Golf Club, 
also made Chairman of the Ways and 
- Means and Membership committees. 
2 Les and Harry Bryne, Jr., attended 
m1 the National Electric Light & Power 
43 Convention at Portland, June 19 to 
Fuels = 23. They played a lot of golf but 
produces 3s Frank Paulsen of the Portland offic: 
¢ walked off with the Manning-Bowman 
rT 2= cup—net score 68. 





* * * 
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The Superior Electric Supply ©o.: 
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Chicago has moved into its new build- 
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1924 1925 1926 1927 ing at 4858 Lake St. 
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Sterling Reflectors offer the greatest sales and 
profit possibilities because with this one line 
you are adequately prepared to meet all speci- 
fications and requirements for efficient Dis- 
play lighting, interior and exterior Flood and 
Spot lighting, and General Interior and Cove 
lighting. 


THEN too, Sterling Reflectors permit you to 
doa maximum business with a minimum invest- 
ment because it is not necessary to carry ex- 
cessive stock. Quick turnovers, good profits 
and satisfied customers assured. 


Reflector & Illuminating Co., 
Representatives in All Principal Cities 
1411 Jackson Blvd. 
Chicago, U.S. A. 


“Sold Thru Jobbers” 
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High Frequency Freaks 

An _ incandescent lamp, pulled 
from its carton for the first time, 
lights to full brilliancy without wires 
or socket; a copper bar, lying on 
the floor, blisters the hand that picks 
it up, though the metal is cold; a 
neon tube suddenly floods the room 


Radio Frequency Arc From the End 
of a Half Wave Transmitting Antenna. 
Excited by a Six Meter Oscillator, Op- 
erating With a Power Output of 12 
K. W. 

with its lurid red glow when merely 
touched by a_ spectator—these and 
many other strange freaks are pro- 
duced by a new high-frequency ra- 
dio tube recently developed by en- 
gineers of the General Electric Co. 
laboratories at Schenectady. 

Meters in adjacent rooms run 
wild, and delicate measuring instru- 
ments are twisted or broken, so that 
all scientific the 
vicinity is impossible. Investigators, 
the 
paratus, suddenly feel a comfortable 


accurate work in 


coming too close to new ap- 


warm glow reminiscent of prohibited 


stimulants, and then increasing pain. 


in limbs and joints. Rats in a cage 
placed close to the radiating wire 
become excessively animated for a 
time, but if exposed too long, they 
die. These and many less spectacu- 
lar effects are incidents in the op- 
erating tests of the new high power 
short-wave radio tube. 

The éause of all these remarkable 
phenoména is an innocuous looking 
vacuum tube, five inches in diameter 
and about two feet long, set down 
in a wooden cage, and surrounded 
by a* network of wires, condensers, 


and The tube op- 


electric meters. 


erates as a self-excited oscillator on 
a wavelength of six meters, and is 
capable of radiating from 10 to 15 
kilowatts of high-frequency power— 
probably 50 times as much as any 
short-wave tube has heretofore been 
able to produce. The tube is con- 
nected through a coupling system to 
a copper bar approximately three 
meters long, which constitutes the 
tuned aerial circuit, and is able to 
radiate into space the full 15 kilo- 
watts generated by the oscillator. 


“This 6-meter tube has nothing 
new in principle,’ said H. J. Nolte, 
actively engaged in high-power vacu- 
“Very short 
radio waves have always been easy 
to produce at low power. Also, very 
high power has for some time been 
available at the longer wavelengths. 
This is the first time, however, that 
we have been able to combine the 
two, so as to get relatively large 
power outputs on the short wave- 
lengths. This new tube is a step 
in the short-wave 


um tube development. 


development of 


radio transmission, on which we have 
been intensively engaged for several 


years. At present we can generate 
the power, but we have not yet de- 
vised a method of controlling its 
frequency within the close limits 


necessary for commercial operation.” 


When asked what plans were un- 
der way for the future of the high- 
power short-wave investigation, L. A. 
Hawkins, executive engineer of the 
Research Laboratory, said: “We have 
no definite plans for this investiga- 


Side View of a Six Meter, 


— 


MAN IN THE INDUSTR\ 











The Tube Used For the Experiments, 
Known As the ZT6. 
The proposition was to build 
a high-power tube of this type, and 
our time has so far been taken en- 
tirely with the development of thi 
apparatus itself. Vacuum tube tec 
nique had to be improved consid- 
erably before it was possible to de- 
sign and produce an oscillator whic! 
would give the large power output 
were seeking. We _ have 
studied the applications of the new 
tube at all, except to make a record 
of the interesting sidelights whic 
its operation has brought out. Thi 
demonstrations indicate that many 0! 
the high-frequency phenomena ma) 
be worth investigation, and it is 
likely that in the future applications 


tion. 


we not 





Self Excited Oscillator Using the ZT6 Tube. 
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Announcing the Prize Winners 


Hotpoint Super Automatic Iron Limerick Contest 


for Jobber’s Salesmen 


Ist Prize 
$35 


“Hotpoint Super-Automatic is 
efficient every time; 

You simply set the throttle and 
the current will not climb; 
The heat stays as you want it, 
‘“‘low’’ or “‘high’’ or in be- 

tween, 
Saves time and money ironing 
and keeps your mind serene.” 


Mr. W. R. Timper, 
General Electric Supply Corp., 
Boston, Mass. 





2nd Prize 
$20 


You pull no plugs, wait no time, 
Push no switches, save many a 
dime, 
Set the throttlk—And worry 
none 
Hotpoint Super-Automatic 
Ironing’s done. 
Mr. Edw. J. Petersen, 
Northwest Gen. Elec. Sply. Co., 
La Crosse, Wisconsin. 





3rd Prize 
$10 


Simple, efficient, it can’t be beat. 
Automatic, it controls the heat 


Set the lever for the heat you 
need, 

Hotpoint Super-Automatic— it's 

fully guaranteed. 

Mr. H. E. Meyer, 

Terry Durin Company, 
Cedar Rapids, Iowa 





4th Prize 
$5 


Warm! Medium! Hot! For a 
baby’s dress, or a sheet, 

It turns the current off and on, 
and keeps an even heat, 

For woolens, silks, or cottons, 
it’s need is quite emphatic, 
And just one Hotpoint Iron will 
do all this, a SUPER-AUTO- 

MATIC. 


Mr. Harold W. Smith, 
Graham Reynolds Elec. Co., 
Los Angeles, California 





This is the Famous 
Hotpoint 
Super Automatic Iron 





—that has MAINTAINED 
HEAT CONTROL. 

—that you can have as 
HOT AS YOU WANT for 


ironing heavy damp pieces. 

—that you can have as 
COOL AS YOU WISH for 
sheer fabrics and silk things. 

—that requires NO PULL- 
ING OF THE PLUG. 

—that SAVES WORRIES 
ABOUT SCORCHING. s 

—that WASTES NO 
TIME waiting for the iron 
to cool off or heat up again. 

—that is FASTER and 
irons in less time. 

—that is ECONOMICAL, 
uses less current. 

—that is SAFE, cannot 
overheat. 

—that is COOLER to use. 

—that requires NO LIFT- 
ING. 

—that has a_ patented 
thumb rest which RELIEVES 


STRAIN ON wrist, arm and 
shoulder. 
—that has a beveled sole- 


plate which INCREASES 
VISIBILITY OF IRONING. 


—that has a tapered point 
which FITS INTO TUCKS 
AND RUFFLES. 

—that is DEPENDABLE, 
its CALROD element cast in 
solid iron is PRACTICALLY 
INDESTRUCTIBLE. 


—that is GUARANTEED 
by the WORLD'S LARGEST 
APPLIANCE MANUFAC- 
TURER. 














Edison 
Electric Appliance Co., Inc. 


5600 West Taylor Street, 
Chicago, Ill. 
A GENERAL ELECTRIC 


Factories: Chicago, Ill. 
and Ontario, Calif. 
ORGANIZATION 


Ten Fifth Prizes 
$3.00 Each 








Mr. A. J. Hundhamer, 
Republic Electric Division, 

Lake States Gen. Elec. Sup 
ply Co., 

Columbus, Ohio. 


Mr. WwW. M. Goodwin, 
Southwest Gen. Elec. Supply 


‘0., 
Dallas, Texas. 


Mr. S. E. Waddill, 
General Elec. Supply Corp., 
Richmond, Virginia 


Mr. C. S. Clay, 
Mountain Electric Co., 
Denver, Colorado 


Mr. J. L. Gray, 
Schaw Batcher Company, 
Sacramento, California 


Mr. J. B. Morgan, 

Midwest General Elec. Supply 
Co., 

Omaha, Nebraska. 


Mr. L. Desbecker, 
Robertson Cataract Elec. ( 
Buffalo, New York 


Mr. Gordon M. Callender 

W. G. Nagel Supply Divi- 
sion, 

Lake States General Elec 
Supply Co., 

Toledo, Ohio. 


Mr. F. S. Reynolds, 

Indianapolis Elec. Supply Di 
vision, 

Lake States General Elec 
Supply Co., 

Indianapolis, Indiana. 


Mr. R. M. Gray, 

A. T. Knowlson Division, 

Lake States Gen. Elec. Supply 
Co 


Detroit, Michigan. 





World's Largest Manufacturer of Household Electric Heating Appliances and Electric Ranges 
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A 200-Watt Lamp Lighted By Pick-Up From the Six Meter, 10 K. W. Oscillator. 


will suggest themselves, as they al- 
ways do when a new field is entered.” 


Several interesting physiological 
effects have already been noted in 
connection with the new high-fre- 
quency tube. Fruit flies and rats 
have been studied with reference to 
the effects of the field. At a fre- 
quency of about 50 million cycles, 
a salt solution can be heated in a 
glass tube placed very close to the 
high-frequency generator, and at ap- 
proximately this frequency the solu- 
corresponding in strength to 
is heated most. 


tion 


blood serum 


Men working near the apparatus 
have noticed warming effects, 
creasing as they approached closer 


in- 


to the generator. Medical observa- 
tions were made of several men 
placed near enough to the radiating 
antenna to make measurements of 


changes in bodily temperature pos- 
sible. It was found that the blood 
temperature rose to nearly 100 de- 


grees F. in about 15 minutes, after 
which period the experiment was 
stopped. 

“No one can safely predict or 
promise a_ utility for such new 
things,’ said Dr. W. R. Whitney, 


director of the Research Laboratory, 
“but it is clear that further experi- 
ments must be carried out. It may 
be assumed that if we had a per- 
fectly harmless method for warming 
the blood it might have value, be- 
cause fevers are sometimes artificial- 
ly produced in order to start con- 
well be, as 


valescence, and it 


asserted, that raised blood tempera- 


may 


ture, or fever, is one of nature's 


from infectious 


factors in 
diseases.” 


recovery 


Among the “stunts’’ demonstrated 
with the high-frequency apparatus 
was “radio cooking.” A wire was 
suspended over a table at some dis- 
tance from the radiating aerial, and 
parallel to it. A sausage, placed in 
a glass tube, was hung from the end 
of this receiving aerial, and in a 
few minutes it began to steam. On 
being removed, the ‘weanie’’ was 
found to have been beautifully cooked 
by the high-frequency currents in- 
duced in it, although no flames or 
other visible means of heating were 
applied. A fry-less fried egg was 
also prepared in the glass tube, and 
served hot to the spectators, but 
since the egg was an _ inexpensive 
one obtained for experimental pur- 
poses, no one offered to test its ex- 
cellence. An apple was _ impaled 
upon the end of the receiving aerial, 
and in a short time was thoroughly 
baked to the core. With a slightly 
different set-up cookies were baked 
and water boiled by the induced 
currents received through space. The 
fact that only a small fraction of 
the 20 horsepower delivered by the 
radiating system went into this cook- 
ing, detracted not at all from the 
novelty of it. 


Most striking of the short-wave 
effects was the standing electric arc, 
a close imitation of the famous ball 
of fire reputed to accompany tropi- 
cal thunderstorms. The operator 
touched the end of the radiating 
aerial with a metal tipped pole, and 
immediately a greenish white arc 
arose to a height of a foot or more. 
When the pole was removed the arc 
remained, like a plume of fire, sput- 
tering and sending molten copper in 


all directions until blown out. By 








skillful manipulation as many 4s 
three of these arcs were established 
simultaneously along the aerial, giy- 
ing the appearance of a row of 
flaming gas jets. No more extra- 
ordinary sights could be imagined 
than a powerful electric arc, repre- 
senting thousands of volts, standing 
entirely by itself on the end of a 
wire without visible return circuit. 
Smaller standing arcs of this nature 
were established on the ends of a 
receiving aerial several feet from 
the radiating system, demonstrating 
the transmission of power currents 
through space. 
* * * 
Maxson Opens Branch 

The John S. Maxson Co., Homer, 
N. Y. has opened a branch store at 
239 E. Water St., Syracuse, N. Y. 
The personnel of this office is: E. M. 
Cuddy, manager; ‘Bill’ Ammock, 
shipping clerk; and Floyd Green, 
formerly with the Syracuse Supply 
Co., salesman traveling the northern 
territory. 








Patricia Stephenson, 17-year-old daugh- 
ter of W. E. Stephenson, treasurer of the 
Sterling Electric Co., Minneapolis, in her 
first big tournament made the best show- 
ing of any Minneapolis entrant in the 
women’s Trans-Mississippi meet at the 
Minikahda Club recently. “She stroked her 
way through the semi-finals in brilliant 
style, meeting elimination finally at the 
hands of the new champion, Mrs. 0. S. 
Hill. Miss Patricia scored decisive vic- 
tories over Mrs. A. M. Sheldon of Inter- 
lachen, Mrs. Thomas Harrison, Denver 
Rocky Mountain Champion and Mrs. 
Frank B. Jaffray of Minikahda in play- 
ing on her way to the fours. She is 4 
member of Interlachen Club, Minneapolis. 
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"Check the List a 
Vig “S Panelboard Buyers— 
\ "ies many do you sell? 


Look at your territory, you know a lot of panelboards are 
being used—are you selling them? You can, after giving it 
a little study and talking it over with an ® man. 


The important point is the value of this greater service to 
your customers. It brings you more business assuredly yet it 
binds the buyers more closely to your house. ® Panelboards 
are wider margin business than staples and usually bring the 
entire order in with them. Look at your territory and check 
up on your sales. Ask the salesmanager to invite the ® Dis- 
trict Office man in to talk about this ® Panelboard line. 


You should have a personal copy of the @® 
Catalog—it will help. Sent free upon request 


Arank Adam 


ELECTRIC COMPANY 


ST. LOUIS 








DISTRICT OFFICES 
Atlanta, Ga. Cincinnati, Ohio Kansas City, Mo. Omaha, Neb. Tulsa, Okla. 
Baltimore, Md. Cleveland, Ohio Los Angeles, Calif. Philadelphia, Pa. Montreal, Que. 
Boston, Mass. Dallas, Texas Memphis, Tenn. Pittsburgh, Pa. Toronto, Ont. 
Buffalo, N. Y. Denver, Colo. Minneapolis, Minn. San Francisco, Calif. Vancouver, B. C. 
Charlotte, N.C. Detroit, Mich. New Orleans, La. Seattle, Wash. Walkerville, Ont 
Chicago, Ill. Jacksonville, Fla. New York City Tampa, Fla. Winnipeg, Man. 
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Model AL-990-Alabax 
(Lamps and Glassware not supplied) 


For Winning 
Prizes and Confidence 


HILE all P & S Alabax receptacles and brackets are entitled 
to the leadership they have attained, we are especially proud 
of our No. 990. This model is one of a special group which 


has become unusually popular and meets with the full approval of job- 
ber, retailer, contractor, wireman and the ultimate consumer as well. 


All the items in this group are especially attractive, and there are so 
many combinations that can be made, that it is suitable for many uses 
in homes, hospitals, apartments, hotels—in fact everywhere that quality 
is desired. 

Whether it is preferred in the keyless or pull chain type, with or 
without convenience outlet, with shade holder or porcelain ring—there 
is a unit in this line available. 


The convenience outlet is of the finest quality and the pull chain 
mechanism is exactly the same as that used in the dependable P & S 
pull chain brass socket. 

All brackets are completely wired ready for use and they will be 
found the most easily installed fixtures of their kind. They are made 
with a deeply recessed back that will be satisfactory for every type of 
attaching arrangement. 


You can’t fail in pushing P & S Alabax. It sells quickly and stays 
sold. It is a fine quality line at a competitive price. P & S porcelain 
will not stain, rust, crack, chip or peel and the finish—either in white 
or color—is permanent. 


The following catalog numbers only are included in the jobber’s 
salesman prize contest for August. 


AL-982 AL-984 
AL-983 AL-955 


P & S Make Labor Less 


PASS & SEYMOUR, INC. 


Solvay Station, Syracuse, N.Y. 


New York: 71--73 Murray St. Chicago: 730-32 W. Monroe St. 
Sales Representatives: 


Boston: A. D. Stein, 156 Purchase St. 
Denver: F. E. Staible, Inc., 2356 Blake St. 
San Francisco: C. R. Bach Co., 252 Fifth St. 


AL-980 
AL-981 


AL-9°9 
AL-$9) 








A Hardware Wholesaler 


(Continued from Page 6) 


and I don’t suppose I am telling «oy 
anything that you don’t know, bu | 
sometimes wonder whether the manu- 
facturer on the one hand apprecia'«s 
a distributor that is a_ legitimate 
wholesaler, and on the other hand, 
I question very much at times whet|)r 
a goodly portion of the retail mr 
chants, judging by their attitude. 
really appreciate doing business w it|; 
a Simon-pure wholesale house whic 
declines absolutely to enter into com- 
petition with them by doling out smal! 
lots to the consumer. 


I have met some fellows in life wlio 
seemed to think because they wer 
keeping a little shop that it was al! 
right for them to buy 1/12 dozen o‘ 
everything that was in the catalog or 
that their fancy might light upon 
They seemed to think that it didn’ 
cost us anything to break a packay 
and prepare it for shipment for them, 
but it would be an unpardonable sii 
to do it for John Smith—the 
sumer. 


COn- 


* * * 


Credits 


(Continued from Page 10) 


of goods they have purchased from ws 
in a like period. 


“The collection and credit side 0! 
business is one of the most important 
today. Out of town customers fre- 
quently come to us for advice—eve! 
before I get a chance to visit them 
and our credit department is ever 
willing to assist any of our dealer 
solve their problems. 


“T said that I visited the dealers 
once a year. But my trips are not 00 
regular schedules; they depend upor 
the work here in the office. Whier 
ever I can spare a few days from tli 
office I get out on the territory. | 
visit some customers oftener tha! 
others due to my itinerary and thi 
conditions, but I never make |! 
rounds simply to collect money. (ol 
lection journeys are entirely differen! 
matters.” 


* * * 


Providence in New Home 


The Providence Electric Co., Inc, 
Providence, R. I., has erected a nev 
two story building with cellar on * 
40 by 100 foot site at 110-116 Eu 
pire St. A burglar and theft system 









The products of this company are enteréd in the prize contest for this month. 


prize will be awarded the salesman selling the greatest quantity during the month. 


A $25 


has been installed, 
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your salesmen. We are interested in promoting your 
sales on LIGHTING GLASSWARE— interested be- 
cause it is to our mutual advantages to secure the largest vol- 


WW ven: sateen, :—The message below is directed to 


ume of business available. 


Possibly you have been overlooking the profit in selling 
GLASSWARE. If so read this message, and point it out to 
your men at your next sales meeting. 





There’s Profit 


in 


Glassware. 


efficient lines in your entire catalog. Here is an item 

which is priced to meet competition but which, at the 
same time, carries with it an exceptionally large percentage 
of profit. 

Commercial institutions have long since learned the value 
of proper lighting. It is not difficult to point out to them the 
advantage in using Glassware such as Consolidated has to 
offer. 

Your contractor-dealers are equally interested in increasing 
their business. And, they can do so in no better way than to 
promote the sales and installation of proper lighting which, 
of course, is dependent on efficient glassware. 


(Cy ‘eicient tines in Glassware represents one of the most 


Here then is your field—a 
public who appreciate the 
value of proper lighting—cus- 
tomers who must buy glass- 
ware for every fixture used. 


Get this business with CON- 
SOLIDATED GLASS- 
WARE. 
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CONSOLIDATED 


LAMP & GLASS COMPANY « CORAOPOLIS, PA. 
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ANNOUNCEMENT 


appear in the following section, pages 54 
to 88, together with certain additional 
ones elsewhere in the issue, all listed on the next 
page, are co-operating in THE JOBBER’S SALES- 
MAN “Summer Sales Prize Contest.” Their 
products are eligible in the contest. 


AN LL manufacturers whose advertisements 


This contest is open to Jobber salesmen whose 
names have been properly entered by their sales 
manager, and to them only. 


All entries have been acknowledged by THE 
JOBBER’S SALESMAN, and combination instruc- 
tion and score cards sent to each contestant. 


This magazine is offering a prize of $25.00 in 
cash for the greatest sales, at wholesaler’s sales 
prices, (what you bill the customer) of the 
products of each and every manufacturer in 
this section, and the other eligible manufac- 
turers, outside of the section, in the period of 
August 1 to August 31, 1928, both inclusive. 
(Duplicate prizes awarded to tying contest- 
ants. ) 


With so many prizes offered, every salesman 
has a chance to win one or more prizes. ‘There 
is no limit within the scope of the contest to the 
number of prizes that one man can win. 

First, examine every advertisement in the sec- 
tion. ‘Then pick out the manufacturers whose 
lines are handled by your house. 


Second, study the messages of these manu- 
facturers. They have attempted to give you the 
help which will aid you in increasing your sales. 


Third, the contest is for the whole month of 
July. 


Do not fail to “follow through” to the 





“Summer Sales Prize Contest” for 


Jobber Salesmen 


(August Part) 


very end in your efforts. You may land an or- 
der the last hour of the last day that will win a 
prize. 


NOTE CAREFULLY 


Sales records for the month are to be kept by 
2ach contestant himself. At the end of the 
month he adds up the totals for each manufac- 
turer whose lines he has been competing on and 
enters them opposite the names of the respec- 
tive manufacturers on his score card. He is 
then to sign this score card and send it to his 
sales manager who checks the figures, counter- 
signs the card and sends it to THE JOBBER’s 
SALESMAN, to reach there by September 20. 


City desk men or inside employes handling 
large volumes of business coming into the 
house, or officers of the company, are not eli- 
gible in the contest. Such business, however. 
may be credited to such regular salesmen as 
would be credited in the ordinary routine of the 
office. 


NO “BLANKS” IN CONTEST 


Aside from the scores of opportunities you 
have to win $25.00 cash prizes in the month of 
July, every contestant who sends in his record 
‘ard, with sales shown for one or more manu- 
facturers, is going to be sent a “special pre- 
mium.” It makes no difference whether he 
wins a big cash prize or not. He is going to 
get something for simply following through. 
THERE ARE NO “BLANKS” IN THIS 
CONTEST. 
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The “August Summer Sales Prize Contest” 





HE following is a list of the manufacturers who are entered in the Summer Sales Contest 
for the month of August. The numbers on the right refer to the page numbers of their 
advertisements. Most of the advertisements appear in this section but some will be found 
in other locations throughout the issue. In each case a notation appears on the page indicating 
that the company is entered. No prizes will be awarded for sales of manufacturer’s products 


whose advertisements are not so marked. 


Amu MIE, 8 oo ce oe cet one oe oe 68 
ARI et eres 58 
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$25.00 


for the Jobber’s Salesman 
selling the greatest amount 
in Industrial Lighting 
Equipment included in 
either Schedule 2 and 
Schedule 4, or a combina- 
tion of items in both of these 
schedules, including: 


Schedule 2 


Reflector Sockets 

Sign Reflectors 
Glassteel Diffusers 
Sturdox Fixtures 

Type R R Equipment 
Shade Holder Reflectors 
Dust-Tight Glass Covers 


Schedule 4 
Gas and Vapor-Proof Fixtures 
Projectolites 
Intensifiers 
Gymnasium Fixtures 


Ben-ox Interchangeable De- 
vices 


sell the idea of making 


production schedules. 


Gas and 











Benjamin 
Dust-Tight Glass Cover 


A new light-weight, easily attached, entirely dependable, low- 
cost dust-tight cover for attachment to Benjamin reflectors 
that is meeting with tremendous acceptance. Maintenance 
of original efficiency of the lighting system and reduction of 
cleaning costs offset investment in these covers from the day 
of installation. 


120-128 S. Sangamon Street 
New York west 


247 W. 17th Street 





More Prizes fo 


Industrial Lighting Equipment 


Check up on all your industrial plant calls for 
the last year. You will find among them many 
that may now be ready. 


This is the time to 
necessary changes in 


the lighting installation, before the short days 
come, and with the least interference with 


Benjamin 


Vapor-Proof Fixtures 


Especially good items at 
any time. Wherever fire 
or explosion hazards exist 
they are a necessity that 
knows no season. The great 
pressure now being put on 
plant executives to reduce 


the hazard to life and property make them particularly ap 
propriate for a selling effort now. 


Our Booklet, ‘Points on Productive Lighting for Industry,’’ will give you 
many practical selling suggestions. We will be glad to send you a copy. 


Benjamin Electric Mfg. Co. 


San Francisco 
448 Bryant Street 











The products of this company are entered in the prize contest for this month. A 


prize will be awarded the salesman selling the greatest 


oRUr- Behan @ ammonium isle mmm dal- 


$25 


nonth 














August, 1928 THE JOBBER’S(AJSALESMAN 





55 





— 


FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY. 








pummer Sales! 


BEN/AMIN 


Two-Way and Three-Way Plugs 








OF pe | No matter how many new outlets there are, there is 

ay $25.00 always a place for another Benjamin Two-Way or 

to for the Jobber’s Sales- Three-Way Plug. For that extra porch lamp, radio 
man selling the greatest ; 

in wee Ft te socket connection, fan or appliance that makes Summer 

ys Way Plugs, No. 92, No. housekeeping easier, these nationally known, reliable 

+h 1083. Convenience Outlets are just the thing. Here’sa chance 








to fatten the old order book and win the $25.00. Look 


up the description of these plural plugs on Pages 158, 
159 and 160 of Benjamin Catalog No. 24. 





lat 





: Benjamin Industrial Signals 








Salesman selling 
the greatest amount 
in Benjamin In- 


and drawbridges, crossings, round- 
houses and terminals. The unusual, 








dustrial Signals. deep penetrating note commands in- 

! stantattention where bells, buzzersand 
; gongs cannot get through ns 
noises. For a. c. and d. c. circuits, indoor and weatherproof. 


Send for Special Bulletins on Benjamin Industrial Signals 


Benjamin Electric Mfg. Co. 


120-128 S. Sangamon Street 
New York Chicago San Francisco 
247 W. 17th Street 448 Bryant Street 















No. 92 No. 808 No. 1042 No. 1083 


Bes Here is another all-year-round good seller. In addition to 
$25.00 their use in Industrial Plants for signals, calls and alarms, 
Benjamin Industrial Signals are used by Municipalities for 

for the Jobber’s traffic warnings, police and firealarm signals and for railways 























The products of this company are entered in the prize contest for this month. A $25 


prize will bé awarded the salesman séliling the greatest quantity during the month. 
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Team up with | 























ENS) ENS 
The switch mechanism of the C-H Porce- 
lain Socket is strong and positive. The con- The C-H Push-Button Switch for 
struction throughout is rugged to withstand flush mounting. Made in single- 
years of service. A single center screw saves pole and 3-way types. Shallow con- 
time in wiring and interchange of caps and struction and large binding posts 
bases is possible. Made in the key, keyless, make installation easy and quick. 

push-button and pull-chain types. Ap- Approved by the Underwriters. 
proved by the Underwriters. 
ENS ENS) 
The products of this company are entered in the prize contest for this month. A $25 


prize will be awarded the salesman selling the greatest quantity during the month 
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| the builder, realtor 


and architect 





It will boost your profits, 
| your good will, to see that every 


HIS is the age of ‘‘team 
work”: of specialists work- 
| ing together. The architect is a 
specialist in design—but he needs 
your help to assure adequate wir- 
i ing for each job. The builder 
| knows construction costs—but 
not necessarily wiring economies. 
| The realtor can get the price a 
. Pie in single - pole 
| house is worth—but wiring re- —3-way types. Abt 
-) finements, one of his strongest 
sales appeals, is your responsibility. 
Thus team work on wiring pays—pays you, 
most of all, for every wiring refinement over- 
looked means a direct cut from your profits. 


Before the plans are approved take the 
opportunity to make suggestions. Backed by 
your specialized experience they will be wel- 
comed. And the help you give in making the 
house a better home is sure to be a vital factor 





CUTLER 


MODERN WIRING 








a 


Because it doubles the number of 
outlets, at only a slight increase in 

cost, the C-H Duplex Receptacle is 
the simplest answer to the demand 
for more outlets. Large binding 
posts, shallow construction, make 
nee « easy. Aas by the 

derwriters. 













7 


Boa kk BD 


LY 





G 


+ 


e will be awarded the salesman selling. t 





C-H Flush Switches of the Toggle 
Type are constantly growing in 
popularity because of their beauty, 
convenience and quality. 
shallow—they are convenient to 
install in — standard box. Made 

, double- —_ and 
” Approve 





The products of thisgcompany are entered 


house is completely wired 


in landing that particular contract 
—and to be remembered when 
the next one is ready for bids. 


Suggest complete lighting for 
cellars and attics to make them 
really a part of the house. Ex- 
plain that C-H Duplex Outlets 
double the electrical convenience, 
where most needed, at a negli- 
gible extra cost. Urge the ad- 
vantage of installing C-H 3-Way 
Switches for convenient stairway 
lighting. These and many other refinements 
should be a part of every house. 


To establish confidence in your quotation, 
make it plain that C-H Wiring Devices will be 
used. Backed by a 30-year reputation, they are 
known and accepted as trouble-free products, 
sure to satisfy. That’s why only reliable jobbers 
carry the C-H Line. 

The new C-H Wiring Device Catalog will 
be sent on request. Write for your copy. 


Built 


by the 
derwriters. 


The CUTLER-HAMMER Mfg. Co. 


Pioneer Manufacturers of Electrical Apparatus 
1286 St. Paul Avenue 
MILWAUKEE, WISCONSIN 


AMMER 


NECESSITIES 





a 


C-H Automatic Door Switch can 
be installed in any door jamb. 
Light is turned on automatically 
when the door is opened. Especially 
convenient for lighting closets. 
Designed to fit in any type of box. 
Approved by the Underwriters. 


LY 


©. BD 


in the prize contest for this month. A 





$25 


» greatest quantity during the montn 
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Type “A’’ 
Rectangular Unilet with 
Three-Wire Porcelain 

Cover 


Type “C’”’ 
Rectangular Unilet with 
Rectangular Porcelain 
Receptacle 


UNILETS 






Type “LL” 
Rectangular Unilet with 
Blank Metal Cover 





Type “LR” 
Rectangular Unilet with 
Cord Rosette 























Type “T”’ 
Rectangular Unilet with 
Plug Receptacle 


* 


Type “GSC” Unilet with 
Operating Handle for 
Snap Switches 


Type “FS”? Unilet with Cover 
for Plug Receptacle 

















We Are Telling Your Customers— 
Appleton Unilets Mean Speed— 
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Economy — Satisfaction. 


On any wiring job Appleton 
Unilets live up to a proven high 
standard. Their sizes are accu- 
rate, the bottoms are flat and 
true, with a maximum of wit- 
ing space available in all types. 
The great variety of shapes and 
sizes in which Appleton Unilets 
are made insures the greatest 
speed in installing, for there's 
just the right fitting for any 
wiring need. And it’s a profitable 
fitting for a salesman to handle. 


Contractors everywhere turn 
to Appleton Unilets for thor- 
ough satisfaction on wiring jobs. 
They know the reputation these 
conduit fittings have on all 
types of construction the coun- 
try over—and they know that 
there’s a Threaded,or No-Thread 
Unilet for every purpose. 
Whether you're selling them, ot 
not, drop us a card for our lat- 
est catalogue. You'll find it valu- 
able—and there’s no obligation. 


APPLETON ELECTRIC COMPANY 
1734 Wellington Avenue * Chicago, U. S. A. 


New York—150 Varick Street 


APPLETOR 


and CONDUIT 


STANDARD FOR 


The products of this company are entered in the prize contest for this month. A $25 
prize will be awarded the salesman selling the greatest quantity during the month. 






Los Angeles— 340 Azusa Street 


NILETS 


FITTINGS 


BETTER WIRING 
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BIG PRICECUT/ 





I 
oO 


Nee LS? om To Permit Burgess 
| WSs Jobbers and Dealers 
Be : to Compete with all 


Classes of Competition 












Again Burgess is first to sense the 


public’s pulse . . . . the nation-wide 
Typical Example demand for lower battery prices. 


of what this slashing This unparalleled price drop is a 


further example of the steadfast de- 


price cut means termination that Burgess jobbers and 
to the public: dealers shall dominate every class of 


battery business in America. It offers 
Former Price of all jobbers a wonderful opportunity 


Uni-Cel No. 2 - 15¢c to increase flashlight battery sales 
and profits, naturally. Getin 


Present Price of on This Business|by getting in touch 
Uni-Cel No. 2 10c with us at once. 








| The products of this company are fentered in the prize contest for this month. A $25 


prize will be awarded the salesman selling the greatest quantity during the month. 
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Wherever individual light is needed —the BUSS will fit. 


oe : 


az sooe ¢$¢e¢ 


Who'd ever think of it— 
Buss Lights in a meat market! 


perfectly with their surroundings. Salesman Kilts 
used his head and solved a bothersome lighting 
problem in a simple and inexpensive way. 


M. D. VanHorn, who runs an up-to-date store 
(the picture proves it’s that) at 15 Main Street, Bing- 
hamton, New York, has made a unique adaptation 
of BUSS Light to his business. In his otherwise 
attractive display counter, no provision had been 
made for “close-up” lighting of the contents. 


But, with the aid of salesman J. R. Kilts of the 
Bunnell-Stevens Company, Binghamton, he has 
very ably met the situation by placing metal-shaded 
BUSS Lights at intervals along the top of his coun- 
ter. The lamp bases are bent at the flexible joint 
and the shades tilted to throw a brilliant light di- 
rectly onto the eatables being displayed. At the 
same time the opaque shades protect customers’ and 
clerks’ eyes from glare. 


Under this arrangement the light bulbs are far 
enough from the glass to avoid heating the interior 
of the counter. The handsome little lamps fit in 


This instance just goes to show that, even in the 
most unthought-of places, you may find a sales out- 
let for BUSS Lights—an outlet which may lead to 
real volume sales and attractive commissions. 


To be sure that you find as many outlets as pos- 
sible, always bear this in mind: 


Wherever individual light is needed—the BUSS 
will fit. 


Hey Fellows!! 


$10.00 for your experiences 


Send us suggestions for new uses for BUSS 
Lights taken from your experiences. We 
pay $10 for each one featured in this or other 
publications. 


BUSSMANN MANUFACTURING COMPANY, University at Jefferson, St. Louis, Mo. 


The products of this company are entered in the prize contest for this month. A $25 


prize will be awarded the salesman selling the greatest quantity during the month. 








The New 
Colorful 
Color Page iy =. Four-Way 
Advertisements J = Electrical 


in Outlet 
Leading Magazines 
The Foursome jumped quickly into the first line 
of “Best Sellers’’—because— 


1 It caters to the modern vogue for color in 
the home. 


2 It permits the use of up to four electrical ap- 
pliances within current load limits. 


It is the only multiple current outlet manu- 
5 factured in colors and extensively advertised 
in colors. 
4 Colorful “point-of-sale” displays and litera- 
ture are furnished to Foursome dealers. 





Prominent wholesalers everywhere predict immense 

sales and have stocked the Foursome for quick shipment. 

Order a big trial assortment from your jobber today to 
-~~_meet the certain demand for the Foursome. 


Walnut 









OoOL-PuLt 
nother 
OLT 


Product 





Constructed of “Coltrock,’’ on entirely 
new mechanical principles which elimi- 
nate 80 per cent of Cord Set troubles. 
Fits all standard appliances. Made 
with or without switch. Approved 
by Underwriters’ 

Laboratories, Inc. 






G 





Insist that 
Appliances you 
stock, come 
equipped with 
KOOL-PULL 

Cord Sets 


You'll quickly grasp the 
Big Idea—so will your 
customers who are tired 






of frayed cords, broken 
connections, short circuits and scorched 
fingers. The new Red Pull does it. What 
a seller! Colt never made a better prod- 
uct! Ride with this big success! 







Your jobber has KOOL-PULL now. Get yours! 


National Advertising in Color Pages starts at once. 


THE CORD SET WITH THE RED PULL | 
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The Big Lamps Won't Hurt 
the New Zezcoter 


Fixture Switch 
HERE is what many in 


dustrial plants, commer- 
cial institutions, hospitals, 
stores, restaurants and cafe. 
terias are looking for—safe, 
dependable unit control of 
the big lamps. 











Redesigned and built of heavier sec- 
tions to take the hardest service, even 
the punishing wear and tear of 
switching a cold 500-watt gas-filled 


| lamp. 

B The Levolier Fixture Switch facili- 
@ tates changes in lighting equipment; 
@ makes the installation more flexible; 





Easy to Install 


Skin and loop one leg of circuit to one 


cuts down installation costs by sav- cistiin cadmas” Matti. amnend el 
: p28 : fixture wire to other terminal. Splice 
Ing on i extra wiring, conduit and other end of fixture wire to other leg 
wall switches. of circuit. 





Dollars for Ideas 
Send us your suggestions for 
uses of the Levolier Fixture 
Switch. For every application 


other than with outlet box, in 


For Canopi jes of For Shallow For Canopies of Used in Knockout one 
Pendant Pistures Ceiling Pans wee. and Store of Conduit Box cancpy of ceiling fixtures, and 
Fixtures in ceiling pans, we will pay one 


dollar each. 











We will be glad to send you a sample. Show 
it to all your customers. New applications 
for the Levolier Fixture Switch are being dis- 
covered every day. Our $25.00 is up in the Sum- 
mer Sales Contest for the 
Wholesaler’s Salesman who 


sells the most Levolier Fix- 
MANUFACTURING CO. | Wcz ture Switches in August. 


| Electrical Specialties of Quality 





























roduct& of this company are entered in the prize ae for this month 


| e awarded the salesm:z selling the greatest quantity ‘during the month 
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— 


Paranite is a rubber- 
covered wire with a rep- 
utation. No dealer needs to 
guess or gamble; he knows 
exactly what he is getting. 


Thirty-eight years of 

experience and experi- 
ments are wrapped into 
every roll. Paranite has lit- 
erally grown up with the 
Electrical industry. 


3 Paranite has always 

kept pace with progress. 
We have made it our busi- 
ness to see that there is no 
better rubber-covered wire 
in the world. 


INDIANA RUBBER & INSULATED WIRE COMPANY 


Here’s Real Help to Win 
the PARANITE Prize 





4. An increasing number 
of the best buildings in 
America are being wired 
100% with Paranite. Those 
prudent folk who want to 
forget wiring worries turn 
naturally to Paranite. 


5 For years, PARANITE 

has been consistently 
advertised to your dealers. 
Our determination is to 
make not only the best, 
but the best-known rubber- 
covered wire. 


And remember—if it’s 


PARANITE, it’s right! 


JONESBORO, INDIANA 


811 Marquette Bldg. 
Chicago, Illinois 


H. F. Boardman 
400 Hibernian Bidg., Los Angeles 


63 Vesey Street 
New York City 


Walter I. F & 
208 Baltimore B be Cs... 


Western Representative 









CACOCCCCCCEE 


@ ‘ MT CCCCE 
SSS SS 


COOL, 


LTA AAAACA 








The products of this company are entered in the prize contest for this month 


prize will be awarded the salesman selling the 


greatest quantity during the month 
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QUALITY s» PARAMOUNT! 





All Plug Fuse Prices Have Been Reduced! 
NOW! 


Clearsite Fuses Cost No More! 
Clearsite Fuses Worth Increased! 


J Clearsite Fuses Profits Greater! 


The products of this company are entered in the prize contest for this month. A $25 








prize will be awarded the salesman selling the greatest quantity during the month 





66 


THE JOBBER’S[JJSALESMAN 





FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY. 


For the 


Control of Light and Power 





“De Luxe” OS71 inlaid 
Circassian walnut plate 
and No. 3951 Tumbler 
Switch. 





“De Luxe” all metal, 
dull silver finish plate 
and No. 762 Duplex Re- 
ceptacle. 





No. OS51 “Templus” 
plate and No. 3952-BH 
Tumbler Switch. 





No. OS311 “Trigle’ brass 
plate and No. 2860 
“Trigle’’ Tumbler Switch 





For Comfort in the Home, Satis- 
faction for the Architect, and Profit 


for the Buyer. 


Specify, Order and _ Install: 
Bryant Switches, Receptacles, and 
Plates. 


Carefully designed to meet the 
needs of the small home, town 
house, apartment building, hotel, 
school, church, hospital, office build- 
ing and factory. 

Our illustrated catalog describ- 
ing over 3000 “Superior Wiring De- 
vices” will interest you—sent upon 
request. 





No. 3951 Flush Tumbler 
Switch, Single Pole, in- 
dications on handle. 





No. 762 Composition Du- 
plex Flush Receptacle 
with concave bosses and 
“finding ribs’’. 





Vos 
No. 3952-BH Tumbler 
Switch. Double Pole 


Porcelain cup, with 
Bakelite “Glo-Guide’” 
(Luminous) handle. In- 
dications on handle. 





No. 2860 “Trigle” Flush 
Tumbler Switch with in- 
dications on handles 


THE BRYANT ELECTRIC COMPANY 


NEW YORK 
342 Madison Ave. 


The products of this company are entered in the prize contest for this month. 


prize will be awarded the salesman selling the greatest quantity during the month. 


BRIDGEPORT, CONN., U.S. A. 


Manufacturers of ‘‘Superior Wiring Devices’’ since 1888 


Manufacturers of Hemco Products 


PHILADELPHIA CHICAGO 
1317 Widener Bldg. 844 West Adams St. 






SAN FRANCISCO | 
149 New Montgomery 5 





$25 
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HEMCO PAYS YOUR RENT 


if you ask 
“Where will you attach this appliance 2?’ 


Get this profit making habit! Every time an electrical appliance is sold 
just ask the buyer, “where will you attach this appliance?” The 
appliance sale has created the need for another outlet. Show your 
customers Hemco Plugs! It means extra sales and extra profits. 
It means being of real service to your customers. . . . Just this 
question, “where will you attach this appliance, ’asked every 
time you sell an iron, fan, toaster or any one of the many 
popular electrical appliances will result in the extra 
profits that pay your rent. . . . Obviously — very 
little time is consumed in selling Hemco Plugs when 
you have on your counter a Hemco Display Stand. 
This stand tells a complete story of why Hemco 
Plugs are desirable. It shows and it exhibits 
the beauty of Hemco Plugs. It explains their 
convenience and makes them instantly 
desired. No electrical counter can afford 
to be without a Hemco Metal Display 
Stand. The stand is free. You pay 
only for the five plugs mounted 
thereon. . . . Hemco sales will 
pay your rent for an investment 
of one question and $2.13 
lus postage. . . . 
Write fora to your Dealers? 
Hemco Stand 


Have you told this 





h a HEMCO 
. F Maas 


The BRYANT ELECTRIC COMPANY 


BRIDGEPORT, CONNECTICUT 


NEW YORK PHILADELPHIA CHICAGO SAN FRANCISCO 
342 Madison Avenue 1317 Widener Building 844 West Adams Street 149 New Montgomery Street 


The products of this company are entered in the prize contest for this month. A $25 


prize will be awarded the salesman selling the greatest quantity during the month. 
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Thousands 
of Boys 


nill insist on 


fee 














y 


7ranstormers Electric Trains Mechanical) Trains 





| ee re should you wonder that thousands where American Flyer will carry greater 
of boys will be asking for and INSIST- _ space than ever before. Ask your wholesaler 
ING on American Flyers this year, when _ how to get your name in these advertisements 
you consider the following facts: —FREE! 

In addition to this well rounded out and 
concentrated consumer advertising, you are 
assured of having the largest and finest 
Colored Train Catalog ever produced, win- 


Thirteen million messages will be delivered 
through National Magazines telling the boys 
and their families about the brilliant and 
ENTIRELY NEW American Flyer Rain- dow cards, envelope enclosures, and many 
bow Line of Trains, cladin new bright colors other helps plus a— — — — — sad the 
of sprayed-on automobile enamels, with new finest recommendation in the world— 
exclusive fun-making features. 6'2 Million enthusiastic owners. 


Concentrated advertising efforts will be put An inquiry from you will receive prompt, 
to work in newspapers of leading cities, | courteous and complete attention. 















\ 4 4 P If you have not received a copy of the 
\q ll4 Vf / 1928 Dealers’ Catalog, write us today 
— = ae - and we will gladly mail it to you. 


= Permit us to place your name on our 
Mailing List—helpful sales literature 
is being mailed our dealers at regular in- 
tervals,and we would like to include you. 


AMERICAN FLYER MFG. CO. 
2225 South Halsted Street 
Chicago, Illinois 


New York City San Francisco, Calif. 
200 Fifth Avenue 660 Mission Street 






— 2: 
P # / + 
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The products of this company are entered in the prize contest for this month. A $25 
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prize will be awarded the salesman selling the greatest quantity during the month. 
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MORE PRODUCTS 
GREATER MARKETS 


Make the SQUARE D 
Prize More Worth 
the Winning ‘india 


Power Panel 
More than ever before, it will pay you to Easily adjustable 
concentrate on Square D products during 
“The Jobber’s Salesman” contest in 
August. Another contest month! Another 
opportunity for greater earnings! 


Important additions to the Square D line 
have opened up tremendous new markets 
for every electrical jobber’s salesman. 
There is a wider and more varied applica- 
tion for Square D in every field of industry. 
This means easier sales and larger volume. 


SQUARE-Duct 
Wires available 
at all times 
for changes 















ee 





Remember, a//] Square D products are 
entered in this contest, and count on your 
August total—Square D Switches; 
SQUARE-Duct, the rigid suspension 
method for wiring; Convertible Power 
Panels; Outdoor Meter Boxes; Voltage 
Testers; Porcelain Insulators. 


Square D leadership, based on more than 
4,500,000 installations of Safety Switches, 
is unquestioned. Put this leadership to é a 
work for you. Let Square D advertising ey 
help you, too. Devote your efforts during 
August to selling a leader—and be a leader! 




















Square D Switches camill 
Product of the oldest 
manufacturer 
New Outdoor 
Meter Box 
Cuts meter reading 
costs 


Square D 
Voltage Tester 
Indicates line voltage 
and current 


SQUARE D COMPANY, DETROIT, U.S.A. 
FACTORIES AT: DETROIT, MICH., PERU, IND. 


SQUARE DB COMPANY, CANADA, LTD., WALKERVILLE, ONTARIO 
BRANCH OFFICES : Toronto, Montreal 


BRANCH OFFICES BRANCH OFFICES 
Dallas Atlanta Kansas City Birmingham 
St. Louis Chicago Seattle Minneapolis 
Los Angeles Indianapolis San Francisco Milwaukee 
Baltimore Cleveland Syracuse Butiato 
New York Cincinnati Boston Pittsburgh 


Philadelphia 
ELECTRICAL EQUIPMENT ™ 








The products of this company are entered in the prize contest for this month. 


prize will be awarded the salesman selling the greatest quantity during the month 
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Leader 
inits Tield/ 


| 13) erite PEIRCE 


BUTT-WELDED 
POINTS-stronget 


im =86. Secondary 


section 
. (BY a r§ 
of material }eeve~x | 0 





aelaesiaaite) 
WEEPING 
JOINTS 


Recently developed by 


The 

Strongest Hubbard and Company, 
seine once the Electro-weld Pro- 
weight ever cess as applied to “a 


, produced 


ondary Rack manufac- 
ture, continues to sur- 
pass the highest expec- 
tations of its users. 


Hubbard and COMPANY _ 





PITTSBURGH ” OAKLAND, CAL.“ CHICAGO 


The products of this company are entered in the prize contest for this month. A $25 


prize will be awarded the salesman selling the greatest quantity during the month 
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veneneen a 


The New ARROW Ceiling Receptacle | 





With An Added Feature —The Shadeholder | 


For 34% and 4 inch Boxes 
660 Watts—250 Volts 


HAUL LLODUNURaUE 








No. 324 





Low Priced 

Quick to Install 

Ready Wired 
Good LooKing 





























ee 
Practical 
Exploded View | 

e Ree ~ | Dimensions | Screw Hole | 

‘at. | Std. 660 Watts — 250 Volt of Base Spacings Pkg. | | Car- 

No. | Pkg. ex is Inches Inches Wet. | ton 
*324 | 100 | Keyless Receptacle with Shadeholder.............. 44 234 35 5 
*325 100 | Keyless Receptacle without Shadeholder........... 4% 234 x3% se t.s 








Receptacles are equipped with 6-inch leads of No. 18 fixture wire. The receptacle cover is held in place by the 
ring or shadeholder. Brush Brass is the standard finish on exposed parts. 
*List Price No. 324—.50c, No. 325—.35c. 


TO THE JOBBER’S SALESMAN 


_ _ These receptacles are just what the contractor has been looking for! A ceiling receptacle that 
is low priced, quick to install and will make a good looking installation. 





A free sample will be sent upon request to help you in the August Sales Contest. | 


THE ARROW ELECTRIC COMPANY 
HARTFORD, CONNECTICUT 


mo = The complete line of Wiring Devices 


for this month. A &%25 











‘atm 
ft tute 

















The products of this company are entered in the prize contest 


prize will be awarded the salesman selling the greatest quantity during the n 
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$25-00 for the One who Breezes Ahead! 

















It’s going to be smooth sail- 
ing for the Wholesalers Sales- 


man who takes advantage of 
the favorable tide among Elec- 
trical Contractors for Durabilt 


Products. 


A Prize of $25.00 is waiting 
for the Wholesalers Salesman 
who sells the most Durabilt 
Products during August. 





DURAWIRE 

os enaeaemmmes 

Rubber-Covered Wire 
and Flexible Cords 





DURAFLEX 


Sep Ue Pe OF, 


The Safe Armored Cable 
and Flexible 
Steel Conduit 





DURACORD 


a VR he OF 


The heavy-duty 
Portable Cord 








DURADUCT 


ad A Pw on 


The fast-fishing 
Single-Wall Loom 








The Non- Metallic 
Sheathed Cable 
of Known Quality 


(US U LAK VWOVEN FABHIC COMPANY: PAWTUCKET =R:i: 








asest 


of Durabilt Products 

















aaent® 


Youre Selling Satisfaction 


DURABIL 


PRODUCTS 


with every foot 


Sp 
up 
pecs 


The products of this company are entered in the prize contest for this month. A $25 


prize will be awarded the 


salesman selling the 


$25 


greatest quantity during the month. 
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Now — 


for that Second Round! 


—and keep in mind the two extra prizes 








Qn 


OFFER! 


$15 To The Second and 
$10 To The Third High Man 


Alright, fellows, let’s grease the wheels for 
the August portion of the 


SUMMER SALES CONTEST! 


No blanks and TRICO is there with two 
extra prizes,—$15.00 to second and $10.00 
to third high man. 


The Jobber’s Salesman prize of $25.00 of 
course, goes to the high man. 


And Remember, if you want help to put 
over a big one, we'll be with you “to the 
core.” 


Also remember these points: 


A Complete Line — 
TRICO FUSE MFG. CO.. ° 









That Trico Renewable Fuses eliminate un- 
necessary blowings, save on Watt Loss, and 
have been pioneered for 11 years. 


That “Kantark’”’ Non-Renewable Fuses are 
like above, but do not have the renewable 
feature. 


That Trico “Clear-Top” Plug Fuses are all 
porcelain, shockproof, clear window, large 


center contact and “they show when they 
blow.” 


That a Trico Fuse Puller should be in every 
fuse box to eliminate the hazards of pulling 
fuses by hand. 

Sold Thru Wholesalers 


MILWAUKEE, WISCONSIN 





ALL IN 
TRICO FUSES ALL 
ABE FULLY STANDARD 
LISTED AND APPROVED SIZES 
BY UNDERWRITERS’ AND 
ALL iA LABORATORIES 
SIZES FOUR 
SIZES 
“KANTARK” TRICO TRICO 
NON-RENEWABLE “CLEAR-TOP” FUSE 
FUSES PLUG FUSES PULLERS 





The products of this company are entered 


prize will 


be awarded the salesman selling the 


in the prize contest for this month. A $25- 


greatest quantity during the month. 
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A 
Brand New 








N the Improved type of Robbins & Myers 
A. C. and D. C. Ceiling Fan with the 
Lighting Unit Attachment having heavy 

gauge spun safety type globe holders you have 
a brand new product to sell in the Fan Field. 


Prospects are on every hand—those not now 
using fans—those who can readily be shown 
the superior features of this type over the one 
which they now have. 


Cash in on this fan during August. It will 
not only boost your sales for the fan season but 
also win for you the $25 prize offered in the 
contest. 


If you need help on any installation, call on 
our nearest branch office. 


PROSPECTS 


Hotels Office Buildings 
Churches Theatres 
Restaurants Stores 

Homes Dining Rooms 
Clubs Halls 


List of Prospects _ 
for a Brand New 
Quality Product 
















hotels 
clubs 


restaurants 


homes 


Robbing & Myers, Inc. 


SPRINGFIELD, OHIO 


Agencies in all Principal Cities of the World 








The products of this company are entered in the prize contest for this month. A $25 
prize will be awarded the salesman selling the greatest quantity during the month. 
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\\ SAAS LZ 


ASS 














A NY month is a good month in which to sell 


the profitable Ettco Products—but August ? WCo ia 
is your last month in which to win that Cae 
pas pene: Armored Cable 
Make a drive on your contractors during August Flexible Steel Conduit 
—push your sales on Ettco Flex and Armored Non-Metallic Sheathed 
Cable in particular. New Buildings are under con- Cable 
struction, old homes are being re-wired, and Ettco Non-Metallic Conduit 
Products answer the contractor’s problem of put- (Loom) 














ting in a good installation at such a price as to guar- 
antee good profit. 


Sell Ettco In August 





EASTERN TUBE & TOOL CO., Inc. 


BROOKLYN, N. Y. 








The products of this company are entered in the prize contest for this month. A” $25 


prize will be awarded the salesman selling the greatest quantity during the month 
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klimiinate Servicing 


from YourVacuum Cleaner Set Up) 


Clements-Jewel is “straight-suction” with all the safe, 
simple and solid features of construction peculiar to this 
type cleaner—Backed by 18 years manufacturing exper- 
ience—GUARANTEES perfect, seasoned workmanship— 
ASSURES a minimum of “servicing” risks! 























The Cleaner which 


Sells on Store 


Demonstration 


CHECK THESE SUPERIOR 
ADVANTAGES 


1. 4 H.P. air-cooled motor (real, deep 
cleaning power). 

2. Perfect Seal nozzle adjustment for all 
rugs, linoleums and bare floors. 

3. Long nozzle points and low body con- 
struction to get into corners and under 
low furniture. 

4. Two year guarantee. 

5. Approved by Good Housekeeping, the 
Underwriters’ Laboratories and other 
famous authorities. 





DOUBLE ACTION FLOOR POLISHER 


Given away free with every Clements- 
Jewel Cleaner. Here is a real opportunity 
to capitalize on the demand for a Floor 
Polisher-equipped cleaner. The combination 
of Free Floor Polisher and low price of the 





SALESMEN! 
unusual plan of 
No ‘“‘red tape. 
find out about it. 


Try for that $25.00 prize. We have an 
co-operating with the jobber’s salesmen. 
Just real factory ‘“‘help.*” Write and 
IT’S to your FINANCIAL advantage. 


Clements-Jewel gives the dealer an edge on 
the cleaner market which live jobbers will 
take advantage of. 








Clements: Jewel 








WORTH FEATURING! 


carries a worth-while profit per SINGLE Unit of Sale! It sells readily because of its superior | features and Floor Polisher! 


And one sale to a dealer leads to ‘‘repeat’’ business—because Clements-Jewel is free from troublesome “‘servicing. 


CLEMENTS MEG. CoO., 625 Fulton Street, Chicago, Illinois 








The products of this company are entered in the prize contest for this month. A $25 


prize will be awarded the salesman selling the greatest quantity during the month. 
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A Hot Tip 


ON THE AUGUST SALES RACE 


I — 


“TRIEX” Non-metallic, sheathed cable 





RIGID STEEL CONDUIT 


ARMORED CABLE 


Rc 


NON-METALLIC FLEXIBLE CONDUIT 









FLEXIBLE STEEL CONDUIT 


_ 


RUBBER-COVERED LEAD-ENCASED WIRE 





TRIANGLE f RUBBER- 
ARMORED COVERED 
CABLE TOOL WIRE 


Triangle Conduit Co., Inc. 


General Offices: Dry Harbor Road & Cooper Ave., Brooklyn, N. Y. 


Factories 
Brooklyn—Chicago—Butler, Pa. 





Play 
Triangle 
to Win! 


They’re a string of thoroughbreds, these Trian- 
gle products. They’re all lined up to win for you 
in this month’s race. Your trade knows them 
all, and knows that they stand for quality. You 
know it too, and the knowledge that you’re 
backing a real quality line gives you that feel- 


ing of confidence that can’t be beaten. 


An Eight-to-one 
Favorite 


Eight products all made to one standard—the 
standard of the highest possible quality. Maybe 
one or more of the eight are special favorites 
with your trade. Play the favorites! Pound 


them hard and run up your sales total faster. 


Here’s wishing you good luck, good business, 


and the prize! 





In Canada 
Triangle Conduit Co., Ltd., Toronto 


The products of this company are entered in the prize contest for this month. 





prize will be awarded the salesman selling the greatest quantity during the month. 
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ERE into the stretch of the Summer Sales | | 
Prize Contest and at the finish there awaits 1% : 
a $25 prize for you if you concentrate your 
efforts on the Wadsworth Line of Safety Switches. 


Contractors and industrial plants throughout the 
country know the Wadsworth Line, its merits and 





its dependability. a 
; ; ; a Flush Type Cabinet 
Cash in on this popularity by soliciting an order Roughed In 


for Wadsworth Safety Switches on every call you 
make during this month. 


If you need help ask for it from our nearest repre- 
sentative. 


Wadsworth stands for progressive leadership in 
Safety Electric Switches. 











No. 12 
Flush Type Cabinet 
Trim in Place 














No. 1451T 
Accessible Fuse 
Channel Banking Type 





| No. 2863 No. 1423 No. 1769 No. 238 No. 1843 Channel Banking Type 
Industrial Type Accessible Fuse Accessible Fuse Meter Service Switch Accessible Fuse with 2 Branch Circuits 
| Meter Service Type Industrial Type with 2 Branch Circuits Meter Test Type 














The products of this company are entered in the prize contest for this month. A $25 
prize will be awarded the salesman selling the greatest quantity during the month. 
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PATENTED ] he 
Ri ht 


Connection 
for the 


Prize 





































Sherman Termi- 
nals—the most 
complete line. 





Spark Plug Terminals—\ \\ 
all types. 


HERMAN Fixture Connectors should 
head your list for August sales. With 
millions being furnished by the leading 

fixture manufacturers on their products and 
with millions more being sold by wholesalers 
the Sherman Fixture Connector is known 
everywhere as the only truly practical solder- 
less connector. 





Sherman Battery Clip— 
3 sizes. 


Do not, however, overlook the other Sher- 





Sherman Soldering Lugs man Products shown here. Every one of 
—The Standard of the é 
Werld. them has a vast market and carry with them 





a huge volume of business at an exceptionally 
large percentage of profit. 





Sell Sherman Products during August and 
win that $25 prize. 


Sherman Set Screw Con- 
nector. 





Lid" =] TE. 


Sherman Ground Clamp— 
Heavy and Radio types. 


H. B. SHERMAN MEG. Co. 


Battle Creek 




















Sold Thru Jobbers 




















The products of this company are entered in the prize contest for this month. A $25 





prize will be awarded the salesman selling the greatest quantity during the month. 
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KONDU-BOX 


REGISTERED IN U. S. PATENT OFFICE AND CANADA 


Swedged Screw Holes 


Prevent Loss of Screws 


““KONDU 


Where positions are 
awkward and space 
is at a premium, the 


COVER 
SCREWS 
placing of screws 
does not consti- 
CANNOT tute a Time Haz- 





> ard with 

ABLE POR KONDU 

| = — FALL orureapiess 
le | FITTINGS. 
Fibre Cushioned Screw Heads 999 


Prevent. Breaking of Porcelains 
or Loss of Screws. 


No Loss of Screws or 


Time on a KONDU Job. 


Photo shows ease of in- 
stalling in overhead or in- 
verted positions. 











FIBRE TO IRON 
CONDUIT SERIES 





FI—SLEEVE 


Sleeve to Clamp 
Fibre Conduit 





FI—ADAPTER 


Adapter to Clamp 
Iron Cozduit 





FI—CAP 


THE THREADLESS CONDUIT FITTING 
Erie Malleable Iron Company 


Off 
Kondu Division in Pitasigel Citine 





The products of this company are entered in the prize contest for this month. 


prize will be awarded the salesman selling the greatest quantity during the month 


Erie, Pa. 





A $25" 
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Remember —™ 


Extra Prizes 
Sor 
Ist $5000 value 


Sellim 7 “| 2nd $25°° value 
i 4 ace’ 3rd $1599 value 


ewer 
. ed 


&LeehnrLe 
Home Helpers 























Here’s the best chance you ever had 
to win a real prize by a little extra 
effort! Here’s the line of appliances 
that offers the most selling points. 


Read them, 


. Complete—more than 70 items 
Quality — built in and guaranteed 
Salability —style and color 
Popular prices— attractive profits 
A real merchandising plan for the dealer 
Nationally advertised 


Get started today-e 


Every TORRID sale you report in the Job- 
ber’s Salesman Magazine’s contest goes to your 


credit in the special TORRID Contest too. 








ANP WN 








The Bearps.Ley & Wotcorr Mrc. Company 
WATERBURY, COON]. 











The products of this company are entered in the prize contest for this month. A $25 





awarded the salesman selling the greatest quantity during the month. 
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ix Points that Land Orders 


Here are the six vital points which make Hem- 
ingray Glass insulators ideal for medium voltage 
lines. 


Homogeneous to a marked degree, no hidden 
flaw can exist undetected in glass insulators. 


Win a Prize with Hemingray 


Age causes no change in glass which retains 
its high initial dielectric strength. 
Win a Prize with Hemingray 


Non-Porous glass cannot harbor moisture or 
undergo any form of deterioration from the ef- 
fects of temperature or the elements. 


Win a Prize with Hemingray 


To these inherent qualities Hemingray has 
added scientific annealing, giving adequate me- 
chanical strength. 


Win a Prize with Hemingray 


And correct design, producing high flash-over 
value. 
Win a Prize with Hemingray 


And an outer petticoat that will not break be- 
yond the point where it retains a large percent- 
age of its original flash-over value. 


Win a Prize with Hemingray 














HEMINGRAY GLASS CoO. 


MUNCIE, IND. 








The products of this company are entered in the prize contest for this month. 








prize will be awarded the salesman selling the greatest quantity during the month. 
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Hamilton Beach 


Necessary Electrical Devices 
Sold Through Legitimate Jobbers 












Motor 
Driven 

Brush 
Cleaner 


WAS 
62" 


Sales Managers and Salesmen! 


Here’s a Line that Sells 
‘‘Over-the-Counter” Without 
Door-to-Door Salesmen 






The remarkable Sales Increase in Hamilton 
Beach Vacuum Cleaners is the talk of the In- 
dustry. Jobbers “Turn Over” has averaged 
better than a one a month so far this year. 


Now, every number in the Line is an “Over 
the Counter” item. It’s a year around Line 
too. 

Cash in 100% by making Your Dealers “Full 
Line” Dealers. 


Hamilton Beach Manufacturing Co. Racine, Wis. 


Subsidiary Scovill Mfg. Co.,—assets over $33,000,000 
and a record of 126 years of successful manufacturing. 





Note: Denver & West 
Prices 50c additional. 














This Home 
Motor Makes an 
Electric of Any — 
Sewing Machine , 


Drink Mixers retailing 
at $18.50 and $22.00 and 
Hot Cup at $9.75. 







Jeweler’s Lathe Motors 
retailing at $18.50 and 


$25.00. 
Full Line of Hair Dryers Full Line of Vibra- 
retailing from $14.25 to $22.50. tors retailing from 


$16.50 to $28.50. 


Fractional H. P. 
Motor for Grinding, 
Polishing, Buffing, 
retails at $22.50. 





The products of this company are entered in the prize contest for this month A $25 


prize will be awarded .the salesman selling the greatest quantity during the month 
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“loday 
“Tomorrow 
Forever ; 


REYNOLITE 


BAKELITE* ELECTRICAL~ DEVICES 


Get this Check with 
REYNOLIT TE Sales 
> 
WOK 


" ous.c® . 
. ata ping hoe Ee C// 
REYNOLITE \~°"~ 


r 3 Catto by PY / 
ALL oH pos ia. 


SUMMER ee 


























REYNOLDS - SPRING -COM PANY 3 


JACKSON, MICHIGAN. U:S:A: 
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Oo 


“C The {ivest Glectrical _A ppliance 


in the Entire Catalog” 


























The Hankscraft Egg Cooker starts in 5 sec- 
onds. No waitirg for hot water. 








Hankscreft Products 
are easy to sell 


All Hankseraft products are easy to sell. 
The Fairy Warmer heats baby’s bottle to 
the scientifically correct temperature with- 
out watching or waiting. The Egg-Ett, 
which works on the same principle as the 
4egg size, cooks a single egg. 





_ Ard now comes the Hankscraft Egg 
Service, the newest addition to the line. As 
illustrated, the egg service includes a 4-egg 
size cooker, green enamel tray and 4 egg 
cups, all beautifully matched. Dealers all 
over the country will respond to your 
solicitation on the egg service because it 
is beautiful, practical and certainly moder- 
ately priced at $11.50, retail, (Slightly 
higher west of the Rockies). 























... that’s what jobber salesmen 
all over the country write us 


The Hankscraft automatic electric egg cooker has been aptly called 
“the appliance sensation of the year!’ Starting from scratch this spring, 
it has become the easiest to sell of all appliances. Because it attracts the 


eye instantaneously, because it 
works on such a unique principle, 
because it has nowire coils to burn 
out and no moving parts, the egg 
cooker has met with the approval of 
all the leading jobbing and retailing 
institutions. Without competition, 
it has enabled the retailer to earn 
full profit with every sale. 














Cooks the eggs right at the table, just the 
way you make your toast 








Hankscraft furnishes dealer helps to 
insure rapid turnover. In fact, each 
standard package of four egg cookers 
includes inserts and display material, free 
of charge. An exceptional central station 
tie-upisoffered, 
including the 
imprinting of 
light bill circu- 
lars, counter 
and window 
displays, mats, 
cuts and prin- 
ted material. 


We will be 
glad to explain 
in detail the 


The Fairy Warmer Hankscraft 

















The Hankscraft Egg Cooker is fully guaran- 
teed to be free from imperfections in 
materials and workmanship. 








method of merchandising. Write today! 


Jobbers who are making up their cata- 
logues at this time should write us for 
lay-outs, cuts and other material. We will 
give your requests immediate attention. 


The Hankscraft Co. 


Madison, Wisconsin 





ew \S) 
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The- products of this company are entered in the prize contest for this month. $25 





prize will be awarded the salesman-selling the greatest quantity during the month. 
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BUSS FUSES 
JUDGING FUSES | 


¥ vias judged by their performance under 
actual service conditions where the pressure and 
rush of modern business put them to the real 
test, tell the true facts. Here there is no time 
for extreme care in handling fuses or machines. 
Production must be maintained at any cost. 
The simple correctness of Buss design makes 
proper renewal so quick and easy that it is but 
the work of a moment. And this same simple 
correctness of design guards against the possi- 
bility of faulty renewal with its resultant poor 
contact, charred tubes and premature blows. 


Just a physical comparison of Buss with other 
fuses will show you why Buss fuses are daily 
gaining more and more warm friends through- 
out all industry. If you wish to make this com- 
parison, send for a free sample. 


BussMANN Mec. Co., St. Louis, Mo. 


Salesmen 


Here is a field which it will pay you to solicit. Pits 
and Quarries, in fact any place where an electrically 
operated machine is used, is a big prospect for Buss Fuses. 

If you already have Buss Fuses in the 
Plant, get them on the various machines; 
if they are now on the machines, get them 
in the plant—but, in any case, sell Buss 
Fuses, and use as one of your arguments 
the fact that the Thew Shovel Co. equip 
their shovels, cranes, and plant with Buss 
Renewable Fuses. 























¢ 
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The products of this company are entered in the prize contest for this month. A 
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Policies 


Insure the Reputation of the 
“ Tubes That Never Disappoint” 


i Manufacturing 


Build a complete line of standard tubes for every radio require- 
ment—perfect each new type before announcing it to the trade— 
test each individual tube under rigid standards, with no deviation 
from this policy regardless of delivery demands. 


ya Selling 


Maintain uniform trade discounts and re-sale prices — provide full 
protection against price decline on all tubes in stock — replace 
returned tubes on basis of satisfaction to the customer. 


3. Advertising 


Influence every radio tube user with broadcasting programs—bring 
buyer to dealer with newspaper advertising and store display— 
keep the trade informed of latest developments through bulletins 
and trade-paper advertisements. 


Co-ordination of all Sylvania Policies to insure every Sylvania Dealer ] 
@ steady, maximum profit from the “Tubes That Never Disappoint”. 


SYLVANIA PRODUCTS COMPANY 
EMPORIUM, PENNA. 


Tune in on the Sylvania Foresters’ sparkling 
entertainment each W ednesday night at 8.30 
(eastern daylight saving time) through sta- 
tions WJZ, W BZ, WBZA,KDKAand KYW. 


The products of this company are entered i he prize contest for this month. 


be awarded the salesman selling the greatest quantity dur 
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Magnetic Switch 


OUR best shot at a prize 

in the Summer Sales Prize 

Contest is to pick a line for 

which your every customer 
is a prospect. 


Every Contractor and Industrial in 
your territory is a prospect for the 
Trumbull line. 


For the Industrial, you have the 
Type “A,” “R.M.,” Magnetic and 
Miscellaneous Motor _ Starting 
Switch lines. 


For the Contractor, you have, in addition to the above, 
Meter Service Switches (Single and Polyphase), Type “C” 
Switches, Residence and Unit Panelboards, etc. 


A number of new switches have been recently added which 
are sure to make a hit. 


1.—Magnetic Switches—maximum rating—10 H.P. at 550 
Volts—small in size, low in price, for the Industrial Plant 
and small Machine Manufacturers. 


2.—“R.M.” Switches in Cast Iron Boxes, 2 and 3 Pole, for 
mining districts and for use wherever exposed to weather. 


3.—Polyphase Switches, 60-600 Amps., to take care of 
power service. 


All these switches and others are 
listed in the new edition of Bulletin 
No. 7, just off the press. 


You should have received a copy of 
this in loose leaf form with Page “A” 
giving a listing of all additions and 
changes. 


If you have not received your copy, 
a post card will bring one by return 
mail. 





“R.M.” Type 
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Take A Shot 
at That / 








Polyphase Meter Service 





Tumbler 
Type 


“Sold Through the Jobber” 





Unit Panel 
Board 


The Trumbull Electric Mtg. Company 


New York é 2 
114 Liberty St. Philadelphia 
Bourse Bidg. 
Boston 
1002 Statler Bldg. Atlanta 


PLAINVILLE, CONN. 


Chicago 
2001 W. Pershing Rd. 


San Francisco 
595 Mission St. 





The products of this company are entered in the prize contest for this month. 


prize will be awarded the salesman selling the greatest quantit 
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Raytheon BH = 





pul 





THE ONLY TUBE 


at Fits the ‘Millions of 
“B” Eliminators Now in Use 




























cia > « AMEE... APOO 
APEX .....ARBROPHON) | ERYLESS ..... BENJAMIN 
ELECTRIC ....BOSCH.. | ti “@ |3GS-STRATTON .... BUCK- 
WALTER ...... BUELL. mT SH & LANE...... CASE 


ACME .... ACME ELECT] 


CHAMBERLIN ..... CLO AL ..... CONSOLIDATED 
CORNELL ... . . CROSLE DONGAN ..... DRAGON 
DUBILIER .....DURKEE-\|& (a fmm /CHARGER..... ELECTRON 
BPOM.....ERLA..... Fm a FREED-EISEMANN 
GENERAL INSTRUMENT . . . «. GILFILLAN .. . . GRANT 
GREBE ..... GREENE-BRO|® | __ JHERBERT..... JEFFERSON 
JORDON.CARISCH .... KIN@Se Piggy Bae J... . MAJESTIC (Master, Super 
and Standard) .... MALONE-L) | (Se N-COPELAND .. . . MAYOLIAN 
METRODYNE ..... ati ee | ....MOHAWK..... MU-RAD 


MUTER ..... NATIONAL. . 
OZARKA .... PARAGON .... 
PREMIER ... PRESTOLITE . 
SPARTON .... STANDARD F 
STERLING .... STEWART. 


D BATTERY ..... OPERADIO 
R....~ PRECISE .... PRECISION 
. - SIMPLEX .. . SPARTANA 
. « STANDARD RADIO (Canada) 
. - TIMMONS .... TRIPLE A 


UNITED ENGINE .... UNIVE T.... VALLEY .... VARION 
WALKER .... WARREN ... EBSTER ELECTRIC .... WELLS 


WHITE ...... WISE-McLUNG “3a, se YORK .....- ZENITH 


More than one hundred different makes of ‘“‘B” Power Eliminators are specially de- 
signed to take only Raytheon BH Tubes. 


The millions of these eliminators, now in use, make a steady and dependable market for 
millions of Raytheon BH Tubes for replacements. 


You can make a lot of sales for yourself, and at the same 
time do your customers a real favor, by advising them to 
replace the Raytheon BH in their eliminators after each 
1000 hours of service. 


A slight decrease in distance or volume is usually a sign 
of diminishing power in the eliminator, which may be cor- 


rected by the replacement of the Raytheon BH Tube. 


Ask your distributor for Raytheon BH in the attractive, 
sales-making display carton. On this carton of four tubes, 
costing you $10.80, you make a clear profit of $7.20. 


RAYTHEON MANUFACTURING CO., Cambridge, Mass. 


¥ Raytheon BHE 


“LONG LIFE RECTIFYING TUBE. 


The products of this company are entered in the prize contest for this month. A $2 





prize will be awarded the salesman selling the greatest quantity during the month. 
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This Is the Easy Part 


After making extra effort all through 
July in selling the eligible lines in the 
Summer Sales Prize Contest, the in- 
teresting and easy part is to compile 
your figures and enter the totals on 
the July score card which you have 
received. Please do this as soon as 
possible and give the card to your 
sales manager so that he can check it, 
countersign it and mail it to us by 
August 20, which is the closing date 
on the July half of the contest. 


By the time you receive this issue you 
will also have received the August 
score card, with the list of eligible 
manufacturers for that month. The 
list is longer than in July — more 
opportunity than ever for you to win 
prizes. 











August, 1928 
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Hawk Sponsors Dealer Party 

The second annual Sparton radio) 
dealer party, sponsored by William | 
Davis Hawk, wholesale distributor for | 
the Sparton ‘““Equasonne” radio, was| 
held at Golden Rule Inn, Mirror | 
Lake, Ulster Park, New York, on| 
July 11. Approximately 75 Sparton | 
radio dealers from cities and towns| 
throughout the Hudson Valley. 

The business session for the dealers | 
started at 2:15. There were present | 
from the Sparks Withington Co.,| 
makers of the Sparton “Equasonne,’’ 
Earl Brower, radio sales manager, G. 
L.. Goodsell, district sales manager, 
H. E. Troupe, service engineer, and | 
J. A. Yolles, laboratory engineer, who 
has been closely associated with Les- 
ter P. Jones, the inventor of the 
“Equasonne”’ circuit. 

There was a short address of wel- 
come by Mr. Hawk which was fol- 
lowed by talks by Mr. Brower, Mr. 
Goodsell, Mr. Troupe, and Mr. Yolles, 
covering the various phases of the 
Equasonne circuit and the merchan- 
dising plans for 1928 and 1929. The 
business session closed with an open 
forum about five o'clock. 

Dinner was served to all guests 
including members of the Hawk or- 
ganization and their friends, at the 
Inn. After the dinner several of the 
ladies and gentlemen present were 
presented with prizes in the form of 
useful household appliances. | 




















From “Sunny San Antone” comes :« 
likeness of C. W. Burney, Jr., manager 
‘f the Electric Appliance branch there. 
le is a good photographer himself and, 


promises pictures of the whole force. 
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A Hot Line Yi f/f fp 
for Hot Weather! Y / | Y YY Yy | 


Persuade your dealers to jae tewd Ui 
pa drs YUM ts” 


start a drive on Eskimo Prod- 
ucts during August—a window 
display of Eskimo Fans, Hair 
Dryers, and Kitchen Mechanics 
tied in with counter displays 
and a mailing campaign will 
boost their sales considerably 
during this month. 


And don’t forget we are still 
in the contest. Go after that 
$25 prize with the Eskimo 
Line. And, if you need any 
help just ask for it. 

















ED ELECTRICAL MFG. CO. 
ADRIAN, MICHIGAN 





The products/of this company are entered in the prize contest for khis onth. A $25 


prize will be awarded the salesman selling the greatest quantity during the month. 
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Television 


ELEVISION—It is here now. It is 

just around the corner. It is at least 

four or five years off. Some say one 
thing and some say another. To the whole- 
saler who wishes to be up to the minute it 
is a confusing problem. What to sell and 
when and how is the question, and nobody 
seems to have the answer. We haven't the 
complete answer, although in discussing the 
matter with dozens of different “authorities” 
we have gathered a few facts and near facts 
and perhaps may be able to present some 
sort of a picture of what to expect in con 
nection with this fascinating new develop- 
ment. 


ba] 4 4 


In the first place, television is here now, 
to the extent that a number of stations are 
putting on the air some sort of television 
broadcasting, hardly to be called “programs,” 
however. Notable among these are W G Y, 
Schenectady; W LE X, Boston, and W CFL 
Chicago. But this so-called broadcasting, it 
must be understood, is nothing at all but 
what might be called a series of experiments. 
But something is going out now, and with 
other broadcasting stations in Los Angeles, 
New York, Chicago, Boston and other 
points sending for television motors and 
broadcasting equipment it may be assumed 
that almost from now on the aspiring 
amateur will be able to get something out of 
his experiments in reception. 


ba] ba] 4 








Bear in mind, however, that so far, only 
the most simple objects can be transmitted, 
and then with very little detail. The Bell 
Telephone laboratories a few weeks ago 
probably went farthest in this direction in a 
public demonstration when they transmitted 
pictures taken in the sunlight of full sized 
human beings in a space about the size ot 3 
prize ring. 


4 4 2 


And on the other hand, also bear in mind 
that thus far no screen images have been re 
ceived comparable in any way with motion 
pictutes as we know them in the theatres. 
Television images are very small, at the best 
not more than about an inch and a hilt 
square. Nevertheless they are most fascinat’ 
ing to the amateur experimenter. 


. 4 4 


The wholesaler and his trade, then, should 
understand that television is not here yet in 
the sense that moving pictures of any elabo 
rate kind are being broadcast now. They may 
not be for a long time to come, but enough 
is beginning to go out to enable the amateur 
experimenter to get to work. All will re 
call those days when the radio amateur here 
and there operated a radio transmitter and 
gave radio phonographic concerts for such 
other radio enthusiasts as were willing to 
build radio receiving sets and tune in. And 
just as radio broadcasting was developed and 
popularized by the efforts of a handful o! 
amateurs, so may we expect television to de’ 
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velop until perfection is attained, only with 
this difference; it should come along much 
faster, for where hundreds were working in 
the early radio days, thousands will jump 
into television, since through radio they 
learned that the seemingly impossible was 
more or less easily attainable. 


be] 4 4 


\Vhatever may be the final outcome of 
television, all the manufacturers, with refer- 
ence to standard wave lengths, are working 
along the lines of equipment which can be 
adapted to the present radio set. Ordinary 

| radio receivers and the sale of them will not 
be effected for months or years to come. 
The things available to sell now are the so- 
called kits—equipment such as scanning 
disks, motor drive, speed control, photo elec- 
| tric cells, neon lamps, etc. The wholesaler 
who wishes to make himself a substantial 


} iactor in the television business when it be- 
| comes big—perhaps as big as radio itself— 
| will begin at once to investigate this tele- 


Vision equipment as it exists now. He will 
lo some experimenting himself as he did in 
he early days of radio, and he will begin 
0 lay in some modest stocks of television 
rts for the amateur. The demand is be- 
ginning to reach him, particularly in the 
castern territories. Why not fill it at once, 
hut with this reservation: sell the parts “as 
is. without any promises, verbal or other- 
‘ise, as to what they will do. Go even 
‘arther than that and explain to your trade 


0 have them in turn explain to the public 


I 
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The Editorial Advisory Board of THe JopBer’s SALESMAN includes the 
following outstanding figures in the world of Radio: H. H. FROST, 
Vice-president of the Federal- Brandes Corp; DUANE WANA- 
MAKER of Grigsby -~ Grunow - Hinds Co.; HAROLD WRAPE, 
President of Benwood-Linze Co.; POWEL CROSLEY, JR., President, 
1 Crosley Radio Corp.; E.G. CLEMENSON, Assistant General Sales Man- 
‘| ager, National Carbon Co., and F. H. BERNHARD, Technical Editor. 


that these things are but something to ex- 
periment with and that they should be 
bought only under that assumption. 


4 4 4 


You remember well the early days of 
radio when manufacturers filled you with a 
lot of “boloney” about the receiving “dis 
tance” of their sets and you glibly passed 
this along down the line, and everybody got 
into trouble. In this case, go slow on prom- 
ises, for, as a matter of fact, you cannot as 
yet promise anything. But do take some 
steps to get into the game, sell what there is 
to sell to the television amateurs, for as in 
radio we must depend on them to iron out 
many of the technical problems at the re- 
ceiving end. It will not be long as the ex- 
periments go on and the art progresses be- 
fore you yourself will be more or less of an 
expert, or at least will have a good working 
knowledge of the art from its inception. 
Then when television bursts in all its glory, 


.as it probably will some time, all of a sud- 


den, you will know what it is all about, and 
so will your dealers, and you will not be 
chagrined as you were in the case of radio 
by seeing haberdashers, peanut stands, sta- 
tioners and scores of other branches of 
“trade” jumping in and grabbing a lot of 
trade and holding it for a considerable length 
of time and muddling up the whole mer- 
chandising works. 
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New Radio Products, Illustrated 








The Adler Mfg. Co., Louisville, 
Ky., is manufacturing the model 209 
Adler-Royal radio cabinet shown 
here. 








The Baldow Electric Co., St. Louis, 
Mo., is manufacturing the motor 
shown above for television. It is 
built expressly for variable speed 
work. A six pole type permits va- 
riation from 50 to 1100 R.P.M., and 
a four pole type may be varied from 
100 to 1700 R.P.M. It is ball bearing 
and has no brushes, commutator or 
automatic switch. 





The Supercraft Products Corp., 
225 W. 46th St., New York, has in- 
troduced the new cone type loud 
speaker shown above. The unit is of 
large, heavy duty construction, has a 
balanced armature, is adjustable, and 
is designed to take heavy volume and 
operate in power tubes. The design 
is painted in oil colors by a process 
which does not interfere with the 
tonal qualities. 





Here is the “St. Charles” model 
Operadio dynamic speaker. It is dis- 
tributed by the Zinke Co. 1323 
Michigan Blvd., Chicago. 

















A recent addition to the complete 
radio wire accessory line of the Bel- 
den Mfg. Co., 2300 S. Western Ave., 
Chicago, is a 50-ft. loud speaker ex- 
tension cord. This new cord consists 
of two rubber-insulated conductors 
inside a neat brown cotton braid. It 
is equipped with pin tip terminals 
on each end. A handy bakelite con- 
nector is provided for connecting to 
speaker cord terminals. The rubber 
insulation prevents leakage in the 
long cord, a very important feature 
in a loud speaker extension cord of 
such great length. 





Newce ombe- Hawley, Inc., St. 
Charles, IIL, have added to their line 
of radio reproducers a new portable 
reproducer using their dynamic 
cone chassis. It is designed for 
apartments and homes where a small 
radio reproducer is desired that can 
easily be moved from place to place. 
The cabinet of this portable repro- 
ducer is constructed of walnut with a 
satinwood front. The reproducer is 
made in three models for use with 6 
volt battery sets, 100-200 volt D. C. 
sets, and 110-115 volt, 60 cycle, A. C. 
sets. 

















The Sonatron Tube Co., Chicago, 
has produced a series of four cut- 
outs for display purposes, featuring 
the “Sonatron Girl.” The displays 
are mounted on easels, 








To insure the proper application of 
loudspeakers to any type receiver or 
power amplifier, a special output 
transformer is now being introduced 
by the Radio Corporation of America. 
It is intended as an efficient coupling 
means for outputs in excess of 10 mil- 
liamperes of direct current. It serves 
to by-pass the direct current compon- 
ent with minimum resistance so as to 
operate the power tube at highest ef- 
ficiency while transferring the alter- 
nating current component to the 
loudspeaker. When employing the 
R.C.A. Radiola 100-A with any of 
the present models of R.C.A. Radio- 
las, the output transformer accessory 
is not required since loudspeaker 
coupling systems are incorporated in 
the receiver itself. 
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you J Business Needs This 
High Grade line 











You need the ‘*‘Extra Profits’? Kellogg brings. You have trade that wants the best — 
and is not content to buy ‘flashy’? merchandise that lacks real quality. If YOU do 
not carry a good assortment of Kellogg Radio to satisfy that trade, someone else is 
going to get the business. The Kellogg line gives quality trade everything desired: the 
finest of reproductive quality; fine furniture; a famous name; mechanical perfection. 


A Wide Price Range that Brings 
Extra Protits All Along the Line 










|” Model 514 
$195 


All 
List 
Prices 
Slightly 
Higher 
West of 
Rockies 





Model 519, $275 
Model 516, $375 


; Model 518, $225 
Table Model 515,$169.50 


(THERE'S 
something that we’re all interested in! 


A man comes in to buy a pretty good radio. You It’s all up to you. And if you waste that kind of 
can sell him somebody’s flashy $250 console, or you a prospect on a $250 sale, you are missing the ‘Extra 
can sell him a Kellogg at $275, $375, $495 or $775. Profits” that might be yours. 


Franchises Closing FAST! Wire for Details. 
Kellogg Switchboard & Supply Co., Dept. C-537 Chicago 
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Radio Through The Camera’s Eye 


Right: Sir Ofori Atta, (left, 
seated), the first African Chief to be 
knighted by King George of England, 
speaking over the radio in his native 
tongue. The speech, made during his 
recent visit to Gramaphone Works, 
at Hayes, Middlesex, England, was 


recorded.— Underwood. 





\bove is shown one of the 
latest fads in Germany—A 
limousine fitted out with a 
powerful loudspeaker on 
lake Templin, Germany. It 
is not uncommon for private 
car owners to place loud- 
speakers on their cars over 
there.— Underwood. 


































Below :—In the sunlight of the roof 
of the Bell Telephone Co. in West St, 
New York, a man was playing with 
a golf club or tennis racket, another 
turning cartwheels, et. cetera. In a 
darkened room in another part of the 
same building, a group sat looking 
into an opening seeing the antics of 
the performers four floors away. This 
is just another development of tele- 
vision. Dr. Frank Gray and Dr. 
Herbert Ives have been working on 
it for the last year, and this was the 
first public showing. Photo shows 
the visible radio demonstration with 
the new transmitting device atop the 
roof of the Bell Laboratory Bldg. 
—P. & A. 
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SLAGLE MODEL NINE 
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4s 
the same new and revolutionary circuit which made its performance so out- 


LAGLE Radio for the Nineteen Twenty-Eight and Nine season again utili 


standing last year. Important additions and refinements have been made, and 
almost every conceivable feature, providing beauty, convenience, power, range, and 
richness of musical expression is abundantly supplied. Some interesting facts on 
radio profits await wholesalers writing to the factory. 


Slagle Radio Company 


Kort Wayne, Indiana 
Division United States Electric Corporation 


Licensed under patents of Radio Corporation of America and associated companies -- and The Technidyne Corporation 
Sporto een Se ae 
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Ba | kj te Is patterned 
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The Balkite line of AC 
receivers for 1928-9 is 
patterned after no exist- 
ing receiver. It is unique 
in the field. And scarce- 
ly a month after its 
introduction, Balkite 
Radio is an acknowl- 
edged major factor in 
the radio market. This 


is due to: 


1. A Higher Unit 
of Sale. Balkite Radio 
has been built in the 
belief that the crying 
need of the dealer is 
not for lower-priced 
radio, but for radio with 


fewer service calls. 


2. Balkite Mer- 
chandising. Balkite has 
always believed that the 
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FANSTEEL 


Bal 





The Balkite A-7 


Showing the finely carved cabinet with doors closed. A cabinet to meet 
the taste of the most exacting household—by Berkey & Gay 





Balkite A-5 


Cabinet by Berkey & Gay. Complete except for tubes and 
speaker, $230 


Cabinets by Berkey & Gay 


The products of this company are entered in the prize contest for this month. 


Prec cp tlc i ht ce) aaa 


trade must make money 
on its products. The 
Balkite policy of re- 
stricted distribution in- 
sures a good profit to 
every Balkite outlet. 


3. Balkite Adver- 
tising. Balkite has al- 
ways been one of the 
two or three most con- 
sistent advertisers in 
radio. As a manufac- 
turer of radio sets it 
means tO maintain its 


advertising position. 


4. Balkite Service. 
Balkite has already one 
of the most elaborate 
service organizations in 
the field. No Balkite 
product is ever more 


than a few days from 





kite Radio 


A $25 


prize will be awarded the salesman selling the greatest quantity during the month. 
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service. 16 Balkite Ser- 
vice Stations are today 
in existence. More are 


planned. 


5. Balkite Relia- 
bility. Balkite has al- 
ways been one of the 
most scrupulous man- 
ufacturers in radio. In 
Balkite Radio even the 
usual Balkite standards 
have been surpassed. 
There has simply never 
been radio like this 


before. 


Balkite Radio meets 
he trend of the market. 
It is made by one of 
the best known and 
liked of all radio man- 
ufacturers. It will sell 


in large volume. Sell 


ee 





FANSTEEL 


Bal 





The Balkite A-7 
Cabinet by Berkey & Gay. Includes dynamic speaker. Complete 
but for tubes, $487.50 





Balkite A-3 

For those who want all radio. Housed in a simple but sightly all- 

metal case. Complete but for tubes and speaker, $197.50 
Prices slightly higher west of the Rockies 


OOP O68 hh OOO OOOO GEM 


Balkite and you'll make 


money. 


Fansteel Products 
Company, Inc., North 
Chicago, Illinois. 


HAVE YOU 
SEEN 


THE 
BALKITE 
SYMPHION 


2 


It is the 
finest instrument 


in music 
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kite Radio 


Cabinets by Berkey & Gay 


The products of this company are entered in the prize contest for this month. A $25 


prize will be awarded the salesman selling the greatest quantity during the month. 
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Radio Through The Camera’s Eye 


Right:—Many broadcasting sta- 
tions are carrying on experimental 
work in television these days and 
while the radio industry must be 
conservative on the commercial ex- 
ploitation of this new development, 
there is little doubt but that we are 
on the threshold of a tremendously 
iarge field. Photo shows the appara- 
tus being used in station WCFL, 
located on the Navy pier, Chicago. 

Underwood. 





Left:—As convenient and as practical as the telephone be- 
tween the office and home is the radio telephone system, devel- 
oped by R. D. Lemert, young Los Angeles engineer, and now 
being used on all of the vessels of the Wilmington Transportation 
Company, owned by the Wm. Wrigley interests. The steamers, 
“Avalon” and “Catalina” and eight seagoing tug boats all oper- 
ated by the company, have been equipped for about eight months 
past, and have proved satisfactory. The apparatus consists of 
an ordinary desk phone type of microphone, a small tube trans- 
mitter and receiver and a loud speaker. Voice transmission is 
carried on at a wave length of 109 meters. The sets are sealed 
and are fool proof and under ordinary conditions work nicely 
within a 200-mile radius. It is said that several wrecks have 
been averted and many thousand dollars in operating expenses 
saved by the use of the new system.—P. & A. 








Right: Taps for Mexican good- 
will flier. Photo shows Bugler 
H. S. Giovanni of Company H, 16th 
Infantry, sounding taps July 14, 
over the radio for Capt. Emilio 
Carranza—the Mexican “Lindy” 
who was killed in a plane during 
a storm. Left to right: Col. Gerke- 
ley Enochs; Chaplain J. K. Bodel; 
Manuel Cruz, vice consul represent- 
ing the Mexican Consul General, 
and Charles B. Williams, president 
of the chamber of commerce, in 
New York City, where the aviator’s 
body lay in state—P. & A. 
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Selling 





—EEE- 1 CzRADIO- 
{Grigsby-Grungy/Company, Exclusive Mfrs.} 


is just a matter 
of getting the 
prospect to 


LOOK AT 
LISTEN TO, and 
PRICE 


Majestic 


GRIGSBY-GRUNOW COMPANY 


4540 Armitage Avenue, Chicago, Illinois 
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McMILLAN A.C. RADIO 


(TRADE MARK REGISTERED U. S. PATENT OFFICE) 


A Line of 


Distinction e 








The Self Contained 
Unit 
with an 


Exclusive 
Franchise 


for Wholesalers 





HE McMillan “EIGHT” A. C. Radio is a self-contained re- 
ceiving set with power supply incorporated into the Chassis. 


DISTINCTIVE FEATURES: A C Operation. Eight Tubes. 

Radio Frequency, completely shielded. Detector and 3 stages of 
audio frequency, push-pull amplification. Tremendous volume 
without distortion. Extreme sensitivity. Entire set is built upon 
rigid steel frame. Complete shielding. Uses full wave rectification. 
Low power consumption. Latest creation in speaker construction. 





Furniture is of an exclusive design controlled by us. 


We have an Exclusive Franchise for Jobbers, sold on a One of the most complete 
rigid jobber policy basis. You are invited to write us at once lines of high class radio and 
i ila ; i specially designed furniture 
for territorial arrangements on this popular and profitable line. ever shown. Four models 


ranging in price from 
$160.00 to $285.00. 


McMILLAN RADIO CORP. 


Licensed only for Radio Amateur, Ex- 
‘ : perimental and Broadcast Reception under ‘ 
1421 S. Michigan Ave. patents of Radio Corporation of America Chicago 
and Associated Companies. 
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Highlights of a Swing Around 
the Circuit 

Oscar Getz, general sales manager 

of the Steinite Laboratories, Inc., has 

recently completed a two months’ trip, 

covering 10,000 miles. Some of the 

observations he made on the way are 





Oscar Getz 


of general interest—for instance: 

“The radio store is here to stay. 
Dealers are becoming better merchan- 
dizers. House to house selling is be- 
ing followed up more and more by ra- 
dio retailers. Intensive coverage of 
each dealer’s neighborhood and will- 
ingness to demonstrate in the home 
are factors which will bring’ success 
to the retailers. 

“The tendency of jobbers is to spe- 
cialize on one line if that line is com- 
plete in price range and in models. 


“To make money today, jobbers 
must departmentalize their radio bus- 
Their radio department must 
be first of all in charge of a man who 
Another 
neglected angle is that of service—a 
good service man must be employed. 
Specialized men who know how to 
sell radio must be sent to the dealers 

Jobbers 
experience 
to realize that radio salesmen 


iness. 


is a radio merchandiser. 


not just any salesman. 
have through disastrous 
come 
must be trained for their work and 
that it is a mistake to place radio 
sales with other general items. 

“In the South, radio is moving 
slowly. Here is a large undeveloped 
market lagging behind because no 
electricity is available in many sec- 
tions and because buying power is 
small. The radio commission reports 
that only 1% of the farmers in Mis- 
sissippi have receivers and only 2% 
in Louisiana ; while Alabama, Tennes- 
see and the Carolinas have only from 
3to5%. By way of contrast it should 
be noted that 52% of New Jersey's 
farmers have sets. 

“Along the line of new outlets, a 
bookstore on the coast is handling 


radio with conspicuous success. In | 


Salt Lake City a music store han- 
dling radio co-operates with the local 
broadcasting station by playing and 
announcing the latest records on the 
air. 

“Dealers and jobbers everywhere 
believe in the Federal Radio Commis- 
sion’s ability to solve radio problems 
and have faith that under the juris- 
diction of the Radio Commission the 
industry will step forward. They be- 
lieve in its personnel—they realize 
and appreciate the tremendous prob- 
lems that the commission must solve 
and know it is no easy job. They be- 
to continue unhampered will greatly 
benefit the industry and insure for it 
lieve that the commission if permitted 
in the years to come a steady growth. 

“Among factors aiding the wider 
sale of radio, are the chain broad- 
casts which have linked the ends of 
the country. Indeed, many sales 
have actually been traced to the fact 
that chain broadcasts are becoming 
more available all the time. 

“Again, hotels which are furnish- 
ing radio entertainment to their guests 
are selling travelers on radio. We 
will shortly see an era of two sets in 
many homes. 

“There is a cleaner condition in the 
industry—less dumping of obsolete 
models because the manufacturer is 
beginning to learn that it is mighty 
poor business to force more sets on 
the jobber than he can use and. in 
turn the jobber is 
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working more | 


closely with the dealer in keeping the | 


entire situation clean. 








David Stout and Walter Becket coming 
up for air and about to feed the fish. 
Taken on the fishing trip held by the Co- 
lonial Elec. Co., Philadelphia. 











At Last! 


Electric Turntable 


that cannot 
create noises 


in 
Radio - Phonograph 
Loudspeakers 





Lo Bodine Type RC-10 
Electric Turntable is a 
high - torque spring-supported 
turntable with a reliable Bodine 


Induction Motor. There are no 
brushes or commutators to cause 
trouble or create crackling 
noises in the loudspeaker. 


The surest way to eliminate 
noise and motor interference 
in electric phonographs is to use 
an electric turntable with an in- 
duction motor. Brushes and 
commutators will spark, no 
matter how carefully they are 
made. 


The big demand for this new 
reliable and noiseless electric 
turntable for phonographs and 
radio-phonograph combinations 
means quick turnover and big 
profits. 


Mail the coupon today! 


INE ELECTRIC COMPANY 
a W. Ohio Street, Chicago, Ill, 


mplete information 


Please send me © Bodine Type RC-10 


and prices on the 


Electric Turntable. 


lege. oo + - = 333 <> 2-59-92" 
Company ----- 


Address. 
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New Radio Products, Illustrated 









The Kellogg Switchboard & Sup- 
ply Co., Chicago, has announced its 


line for the coming season. 


Upper 


right: Model 514 seven tube A. C. 


radio set. 


Cabinet made of walnut. 


Has two sliding doors to protect 
grille and speaker from dust and 


damage. Lower left: Model 517 
seven tube A. C. radio set. Walnut 
cabinet, beautifully hand carved. 


Upper left: Model 515 table model 


A. C. radio set. 
warm brown metal. 
monize with either 1 
walnut furniture. Th 


Made of two-tone 


Will _=har- 
nahogany or 
e model 516 


which is an A. C. dark walnut con- 


sole is not illustrated. 





74 iY 

The Sylvania Products Co. Em- 
porium, Pa., has announced its new 
SX-222 shielded grid tube, and _ its 
SX-250. The former is intended for 
use primarily as a radio frequency 
amplifier, and the latter for use as 
a power amplifier. 








The Clarostat Manufacturing Com- 
pany, Inc., 285 N, Sixth St., Brook- 
lyn, has just announced its new du- 
plex Clarostat shown here. 




















The Arcturus Radio Co., 255 Sher- 
man ave., Newark, N. J., has intro- 
duced a new five prong base replace- 
ment tube type A. C. 127 for use in 
receivers requiring a 27 type heater 
tube and a type 222 shielded grid 
tube. 















































The Windsor Furniture Co., 1420 
Carroll Ave., Chicago, is offering a 
new all-wood speaker, with a_bal- 
anced heavy reed unit and special 
tone filter. Above is shown table 
design No. 260. It may be obtained 
in either brown and gold stipple 
finish or with antique finish in solid 
walnut. The tone reproductions of 
these speakers are of wide range and 
mellow qualities. 





\ 
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\ 
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The C. E. Mfg. Co., 702 Eddy St. Providence, R. I., has announced 


the four new tubes sh 


own above. 


Reading from left to right, they are: 


Four element shielded grid tube for A. C. use; high Mu A. C. tube; general 
purpose, Kellogg or McCullough type; general purpose, low filament con- 


sumption. 
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Your Guarantee 
of Public 
Confidence! 


HE real test of MERIT is the test 
of TIME. From the very pioneer 
days of the Radio Industry, through all 
its various phases, CUNNINGHAM 
RADIO TUBES have met this test in a 
way that has gratified millions of radio- 


owners throughout the nation. 


Cunningham Radio Tubes _ increase 
radio enjoyment and create such a gen- 
eral spirit of GOOD WILL and SATIS- 
FACTION whenever, and _ wherever 
used that you can stock and sell them 
with perfect confidence. 


E. T. CUNNINGHAM, INC. 


New York Chicago San Francisco 
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A real story for dealers: Public ready to replace trouble- 
some apparatus with modern radio. But they are thinking 
ahead to future years, and demanding high quality in per- 
formance and appearance along with simplicity and conven- 
ience. The new Day-Fan meets this demand admirably; it 
was designed with the dealer’s situation in mind. It is a set 
that he can sell with confidence while the price gives him the 
volume of profit he deserves. 


The new Day-Fan is an 8-tube, self-contained all-electric set, with 
4 stages of radio frequency. Has push-pull amplification; is com- 
pletely shielded, built on rigid steel frame—an excellent job 
mechanically. 


Cabinets of natural American Walnut. 


Table model sells at $150.00 less tubes and speaker. 
Table model plus the speaker table at $205.00 less tubes. 
Console, less tubes $295.00. 











‘= Day-Fan Electric Company, Dayton, Ohio. 














FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTR 


" “Mariuch” 

Louis Leinwand of the Star Ele. 
trical Supply Co., Newark, N. J 
may fairly be credited with namin, 
the table consoles or decorative lamp. 
combining vase and artificial flowers. 
“Mariuch” (Little Mary). 

The story goes that an Italian ma 
tron entered a store on a shopping 
trip and a salesman remarked to one 
of his associates, “There comes a 
Mariuch,” so when the manufacturer's 
representative came into Star, with « 
sample console, Mr. Leinwand re 
marked, “There comes a Mariuch,’ 
having in mind that they would ap- 
peal to certain trade. 

The representative “got it,” with 
the results that the consoles are now 
quite universally designated “Mari- 


uch,” pronounced “Mary-you-cha.” 
* * #* 


The Electrical Outlet and the 
Radio Manufacturer 


While leaders in the radio industry 
have many times expressed them- 
selves forcibly on the point that they 
consider radio an industry in itself, 
and do not wish it to be classed as 
part of the electrical industry, never- 
theless, the radio manufacturers, 
through their organ, the “R. M. A. 
News’ give due credit to the electrical 
wholesaler and dealer in building up 
and stabilizing radio sales. Quoting 
from this publication: 

“It is not strange that electrical 
jobbers and retailers are the corner- 
stones of the radio sales structure. 

“Throughout its evolution, these 
same outlets have offered radio manu- 
facturers a strong, substantial and re- 
liable merchandising force. And, 
while the universality of radio has 
widened the sales channels to include 
many other divisions of trade, the in- 
dustry still holds in highest respect 
the ability of distributors and retail- 
ers of electrical goods to do a suc- 
cessful selling job. 

“There is no doubt in the opinion 
of those qualified by experience, that 
electrical jobbers and dealers are 4 
permanent and vital factor in the 
radio business. Electrical dealers and 
jobbers were among the first to plant 
the seed of radio popularity, and it 
is here today, that we find an in- 
telligent understanding of service. 

“This, in itself, it may be said, has 
been one of the greatest influences in 
convincing the great mass of radio 
prospects to the acceptance of radio 
in gigantic quantities. A survey of 


° | 
The products of this company are entered in ‘the prize contest for this month.’ A $25 


prize will be awarded the salesman selling the greatest quantity during the month. 
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ADLER-ROYAL 


RADIO CABINETS 


RADIO sells more easily 
when it is decorative, and 
if you please, appropriately 

decorative. That is one of the 


design is conceived and ex- 
ecuted on the basic princi- 
ples of true beauty—line, 
mass and color——each in its 





noticeable advantages 

of an Adler-Royal Cab- 
inet—it fits gracefully 
into any furniture group- 
ing, because it is more 
than just a fancy con- 
tainer. Every Adler-Royal 


ADLER MFG. CO., Inc. 











V, 


wl 
t 


correct relation to a 
harmonizing ensemble. 
Such basic beauty is ap- 
propriate in any setting. 
It speeds the sale to say, 

: ‘““Cabinet by Adler- 
\ Royal.” @ BS & @ 


al 


~ 
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| FINDLAY METAL CONSOLES 
FOR AC RECEIVING SETS 


Findlay Metal Consoles— 
The Vogue In Radio Furniture 








SPECIALLY DESIGNED FOR — 
AMERICAN BOSCH KOLSTER 
ATWATER KENT _RADIOLA 
BREMER-TULLY SHAMROCK 
CROSLEY STEINITE 
FADA STEWART WARNER 
FREED-EISEMANN ~— VICTOR PORTABLE 








(Illustrating Console No 18/100-A Sold Exclusively Through Distributors 


for R.C.A. No. 18 with et 
100-A Unit Built in.) of the Above Mentioned Sets 


“FINDLAY |CONSOLES SELL SETS” 


ROBERT FINDLAY MFG. CO., INC. 
“Makers of Fine Metal Consoles” 


Office and Works 
Metropolitan and Morgan Avenues, 
Brooklyn, N. Y. 


Show Rooms 
242 Fifth Ave.., 
New York, N. Y. 


“Join the Golf Contest Starting August Ist.” 





























fc VERY person connected with the selling 

end of the electrical industry will find 
something of interest, something worth read- 
ing, in every issue of The Jobber’s Salesman. 


The sales experiences of some of the leading 
men in the industry will prove interesting 
and instructive to many. Various other 
features will be well worth reading each 
month. 


We want you to become a regular reader of 
The Jobber’s Salesman. 


Send a dollar for a year’s subscription. 























| this field will show a group of keen 


merchandisers, well rated organiza- 
tions, and above all, a class that has 
earned the respect and confidence ot 
their trade over a period of many 
years. 

“Primarily, there are few manufac- 
turers of radio who do not count 
their first success as being closely 


interwoven with the electrical trade.” 
#2 


Custom-Built Radio Sets 


According to a survey recently un- 
dertaken by the radio parts committee 
of the Radio Manufacturers’ Associa- 
tion, there is an enormous and vir- 
tually untouched market for radio 
parts throughout the country. The 
investigation also discloses that within 
the past few years there has been a 
very large increase in the number of 
professional or custom-set builders 
who are conducting their business 
along well-organized and _ profitable 
lines, with many of them netting 
$10,000 or more yearly. 

The success of the professional set- 
builder has in some cases literally 
been forced upon him; or, in other 
words, the large demand for receivers 
reflecting the individuality and tastes 
of their owners has resulted in busi- 
ness seeking him rather than he seek- 
ing business. In other instances, 
people who have never acquired a 
serious interest in radio, for the reason 
that their conception of it has been 
influenced largely by the horrible 
sounds that issue from the horns of 
receivers of the earlier vintages, have 
become satisfied converts through the 
activities of the custom-set builder. 


The custom-set builder frequently 
thrives in communities where recep- 
tion conditions are poor and where 
electrical disturbances of various sorts 
are the despair of the regular set 
dealer. The reason for this popular- 
ity is explained on the ground that 
he knows the community in which he 
lives thoroughly, and when, for ex- 
ample, he cannot eliminate power 
line or other disturbances by making 
suitable provision within the sets 
themselves, he is willing to track 
down the disturbances and even in- 
voke the aid of city or communit) 
officials in ending it. Thus he is a 
benefit not only to his community but 
to the radio business at large. 


The custom-set builder, it is pointed 
out, is finding a particularly fertile 
field for his activities in building 
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Announcing the NEW 


BRIGHT STAR 


AIMPLIPOWER. 
It’s Guaranteed! 


ERE is the most important contribu- 

tion to radio since the introduction of 
the vacuum tube—the Bright Star Ampli- 
power—the most powerful, longest-lived 
“B” Battery ever produced! 

AMPLIPOWER IS GUARANTEED TO GIVE 
SATISFACTORY SERVICE FOR 12 MONTHS 
FROM DATE OF PURCHASE ON THE BASIS 
OF THREE HOURS USE PER DAY, WITH ANY 
TUBES OF STANDARD TYPE! 


Think what this means to you, in terms 
of sales! Now you can offer your customers 
a “B” Battery with a binding guarantee—a 
battery which assures superlative reception 


at absolutely minimum cost per hour of 
service! 


The Amplipower is being aggressively 
advertised—the demand already indicates 
an unparalleled popular acceptance. Here 
is a radio product that will build good will 
for you—not only in your store, but in 
your customers’ homes—and stimulate 
your sales of other items as well. 


Be amongst the first to offer the only 
guaranteed “B” Battery to your trade— 
write to us for complete information— 


TODAY! 


BRIGHT STAR BATTERY CoO. 
HOBOKEN, N. J. 


Chicago 


San Francisco 





‘“‘NINETEEN YEARS BUILDING THE QUALITY LINE’”’ 
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i The New 
TRIMM 


Entertainer 
Model 58 


$25 


West of the Rockies $27.50 
Canada, $33.50 














Here is a new speaker that on per- 
formance and appearance is appea.ing 
to dealers everywhere. You will make 
no mistake in trying the new Trimm 
Entertainer on your hardest-to-please 
customers. 


Seven Big Selling 
Features 


Balanced Armature Unit. 

Ruggedly built to give perfect serv- 
ice over long periods of continu- 
ous operation. 

New spring feature with double coil 
gives positive control over the air gap. 

Absolutely free edge cone. 

All parts rust-proofed before assembly. 
Volume with mellowness and entire 
absence of blasting or distortion. 
Cabinet of beautiful, paneled two- 
toned walnut, with bronze mesh 

screen front and back. 

Send to-day for full information on 

the new Entertainer and on 


TRIMM CONES--HORNS 
HEADSETS - - UNITS 


Concerto Grande Cone, 17” diam., 
$16.00 

Concerto Cone, 14” diam., $10.00 

Concert Horn, $25.00 

Home Speaker Horn, $10.00 

Dependable Headsets, $4.00 

Professional Headsets, $5.50 

Concert Unit for Horns, $8.50 

Concerto Grande Unit for 
$9.00 

Concerto Unit for Cones, $6.00 

Giant Phonodapter, $10.00 

Little Wonder Phonodapter, $4.50 


Cones, 

















| 





| made set builder is still a vital factor | 





radio receivers designed to match in- 
teriors, in the construction of sets that 
meet local reception conditions, or in 
adapting efficient receivers to special 
cabinets; in assembling power sup- 
plies and amplifiers, some of which 
can be used in connection with the 
phonograph as well as the radio; and 
in revamping existing manufactured 
sets to bring them up to date. The 
last-mentioned feature is especially 
significant these days, particularly 
with regard to the audio end, which 
can be improved through substituting 
new amplifying units or through the 
construction of an external amplifier. 


The custom-set builder’s activities 
in this direction are much greater than 
might be supposed, for the reason that 
really high quality reproduction is a 
very recent development. Many re- 
ceivers built within a year were de- 
signed for use with a maximum of 
135 volts on the plate of the last audio 
tube, which in many cases was of the 
-01-A type, and consequently these 
receivers were good when first intro- 
duced but sadly lacking in perform- 
ance when judged by today’s stand- 
ards. In such instances new audio 
units may be installed by the custom- 
set builder, or an external amplifier, | 
designed to plug into the detector or 
first audio output jack, may be built. 


It is also evident that the home- 





in maintaining the sale of radio parts. | 
This is emphasized by the large num- | 
ber of diversified stores throughout | 
the country handling radio parts. 
These include a considerable collection | 





| of stores having no obvious relation | 
| ae . 
| to the radio industry, but which are | 
_ carrying radio parts to satisfy the | 


_ contrary, he is frequently of pang 


demand of home-made set builders. 


The custom-set builders have to a 
great extent evolved from the ranks 
of the home-made set builder, and 
their number is steadily increasing 
because there is a distinct field for 
The custom-set 





their activities. 
; fea | 
builder is in no sense a menace to the | 
| 

On the | 


| 
| 


completed set manufacturer. 


to him, for he sells the idea of radio. 
His receivers are frequently designed | 


to meet difficult, often impossible, re- | 


ception conditions; frequently they | 


'must conform to the idiosyncrasies | 
'and sometimes the foolish whims of | 
_their owners; they must be camou- | 


flaged as articles of furniture or made | 


_to resemble miniature control boards 


PERRYMAN 
A.C. Tubes 


are being sold as 
fast as we can 
make them— 
for two reasons! 


No better A. C. Tubes 
are made by anyone at 
any price. 


1. 


Our wholesale and deal- 
er arrangements are 
founded on common 
sense—which means mu- 
tual profit. 


Perryman Tubes have 
the natented Perryman 
Bridge, which keeps 
the elements in perma- 
nent alignment at the 
distance of greatest ef- 
ficiency. Every Perry- 
man Tube is uncondi- 
tionally guaranteed by 


the Perryman Electric 
Company. 





Wholesalers Please Note 


Proof that we have an interesting proposi- 
tion for wholesalers will be furnished to 
you on request. Not by us alone, but by 
Perryman Wholesalers who have been with 
us for years and who will write you di- 
rectly, telling you of their experiences with 
regard to sales, 











profits and cooperation 


Write for our 1928 Proposition 


Perryman Electric Co., Inc. 
33 W. 60th St., N. Y. 


Laboratories and Plant: 
North BERGEN, New Jersey 


PER RYMA 
Ravio TUBES 
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OU will be interested in 


this new Radio Receiver 


Diamond 


with these features: 


Four stages radio frequency, 

Push-pull audio, with two 171 power tubes, 
No external power pack, 

Completely shielded, 

Equipped to play phonograph records, 
Single control, 


AC tubes. 


PRICE RANGE—$125 TO $2,500 


HOWARD RADIO COMPANY 





Makers of Fine Radio Receivers---Exclusively 
4949 N. CRAWFORD AVE. CHICAGO, U.S. A. 


Licensed by R. C. A. and Hazeltine Corp. 
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Make More 
Profit on 
Your Battery 
Sales! 


ANY jobbers have 

found handling a 
line of “popular priced” 
radio B batteries under 
their private brand has 
enabled them to not 
only maintain past vol- 
ume, but actually in- 
crease sales. 
There is a demand for “popu- 
lar price” batteries in your 
territory. Send us copy of 
your trade mark. We will 
have our artist submit label 
sketch for your individual 
use. 


May we submit our proposi- 
tion without any obligation 


on your partt 


GENERAL DRY BATTERIES, INC. 
13100 Athens Ave. 


CLEVELAND OHIO 














ponential Air-Column 


Drum-Type Speakers 
Exponential 
Air-Column Horns 
Dynamic Units for 
Exponential 
Air~Column Horns 


We are the only company manufacturing 

a dynamic unit with a full floating coil 

for Exponential Air-Column Horns, All 

Racon Dynamic Speakers or Units may 

be had either for A. C., D. C. or Battery 
operation. 


Write for Catalog.-Prices 

























All these people of the Northwest General Electric Supply Co., Duluth, Minn., 
have the same middle name—service. Left to right: Charlie Hall, truck driver; Gust 
Sundquist, stock clerk; Corrine Etu, service department; Francis Anderson, inven- 
tory clerk; Sigfrid Hauge, stenographer; A. E. Olson, service manager. 





of power plants, according to the 
buyer’s desires. Because of his ac- 
tivities, radios are found in many 
homes that otherwise would be with- 
out this means of entertainment and 
education. Consequently, as long as 
there is radio and as long as human 
nature demands individualism, there 
will be custom-built sets and custom- 
set builders. 

The custom-set builder thrives not 
only in the larger cities but in the 
isolated communities where the vol- 
ume of local business would not be 
sufficient to support a completed set 
dealer. Many of these professionals 
are doctors, dentists, clerks, electri- 
cians, mechanics, etc. Frequently, they 
have started in business by accident. 
Their first sets were constructed for 
their own use but gave such excellent 
results that their friends prevailed 
upon them to build similar sets for 
them. After several experiences of 
this kind, the builder finally decided 
to take up set building as a side line, 
and, finally, as a full-time business. 
These professionals construct from 25 
to 800 sets a year. 

In recognition of the importance of 
the custom-set builder as an outlet 
for radio parts, the more progressive 
manufacturers are establishing close 
and friendly contact and relations 
with them, thus assisting not only 
the set-builder himself, but the whole- 
saler as well. Many of these manu- 
facturers, for example, are going so 
far as to supply the custom-set 
builder with stationery on -which is 
printed the name of the set he is 
pushing. This stationery is furnished 
free or at a cost that is far lower 
than plain stationery could be ob- 
tained from local printer. 


In some localities, advertisements of 
kits have listed the names of custom- 
set builders from whom completed sets 
can be obtained. Sample circular 
letters and advertising copy have also 
been prepared for some of the more 
progressive and business-like of the 
professionals. One manufacturer has 
even gone so far as to hold a number 
of general meetings at which whole- 
salers, custom-set builders, financing 
houses and newspaper representatives 
have been present. As a result of this 
co-ordination and co-operation, the 
custom-set builders are evolving from 
the shirt-sleeve mechanic type into 
business men who are conducting their 
business along intelligent and well- 
organized lines, and, naturally, their 
success is inducing many other high- 
grade and well qualified men to enter 


their ranks: «5 « ¢« 


Weighing by Radio 

A device, based on the principles 
of a radio receiving set, which auto- 
matically weighs any material pass- 
ing through the mechanism in con- 
tinuous web form has recently been 
developed. 

The equipment, together with its 
auxiliaries, provides a means of 
weighing, recording, and controlling 
the unit weight of materials which are 
delivered from a machine in a contin- 
uous web, such as paper, rubber, coat- 
ed fabrics and chewing gum. This is 
accomplished at full machine speed 
without touching the web of materia! 
at any point. 

The principles underlying this un- 
usual development are those of the 
tuned radio circuit. The web of ma- 
terial passes between two paralle! 
metal plates which act as a condenser 
in the receiving circuit. Variations in 
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_ Model 15 
Temple Air Column Speaker $29 





The name Temple and its 
Compelling Significance 
<a, name TEMPLE is recognized wher- 

ever radio exists as perfection in speaker 
design and construction. And herein lies a tale 
of an organization that has earned the name of 
being “Leaders in Speaker Design.” An exact- 
ing standard of measurement—an organization 
that is unequalled anywhere for its laboratory 


and manufacturing facilities, that is why 
TEMPLE is synonymous with quality. 


| TEM PLE SPEAKERS 


The Temple laboratory staff, headed by 
Prof. Paul G. Andres, consists of nine graduate 
engineers. These men are constantly at work 
developing reproducers worthy of the Temple 
name. Temple speakers, therefore, are not the 
result of mere ideas, but of careful and pains 
taking research in an electro-acoustical labora- 
tory that is second to none in the country. 


These factors account for the immediate ac- 
ceptance of the two new Temple offerings — 
the new Model 15 Air Column and the new 
Model 20 Temple Air Chrome speakers. Model 
15 is the well known mathematically correct 
exponential Air Column made famous by 
TEMPLE, and now at a point of perfection 
never before approached. Model 20 is the sen- 
sational Temple Air Chrome —a new and 
startling development in the reproducer field. 
Its open radiator consists of two sections in- 
stead of one, driven by the powerful Temple 
Double Action unit, thus substantially increas- 
ing the volume and the tonal range. 


WRITE FOR FULL PARTICULARS 


TEMPLE, INc. 


1937 S. Western Avenue Chicago, U. S. A. 





Model 20 
Temple Air Chrome Speaker $35 





































? LEADERS IN SPEAKER DESIGN 
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A 


Qui 


Wire nuts 
come in stand- 
ard packages 
of 100. Use 
them for speed, 


convenience 





When you screw a wire nut over 
the ends ofapair of wiresyou auto- 
matically make a better contact, 


over the insulation on the wires. 
Cout’s PATENT FirE Arms Mrce. Co. 








xX 
stronger joint and more perfectly 2 
insulated connectionthan ever be- C 
fore. Thethreadsin thebrass inset ||.= l 
bite and grip the wire ends and the 
Coltrock shell extends well back |||< 


efficiency. 
33-0O-104A 





MOLDED PRODUCTS DIVISION 
its Hartrorp 





» Connzcricur, U.S. A. GD 




















S 





N the Foldex you have a piece of mer- 
chandise to sell which is unique, dis- 
tinctive, and practical. 


Here is the master combination—a 


stove, portable heater, and electric range 
in one unit. Its high grade enamel fin- 





The 


Foldex 
operates at a 
cost per burner 
of no more than 
an electric iron. 


DETROIT 


Foldex 


ELECTRIC HEATER CO. 


ell — 


the Folding Stove 


ish makes it as attractive in the living 
room, as a heater, as it is useful in the 
kitchen as a cooker. Simply recline it on 
the side, partly open, using switches as 
legs—it throws the heat at the right 
angle upward to properly heat a room. 


Two articles in one, both of which 
single are good sellers—doubly why 
should they not be better sellers? In- 
terested distributors are invited to write 
for further details. 





Easily kept 
clean. And, 
when not in use 
can be_ folded 
and put out of 
the way in a 
jiffy. 


MICHIGAN 








the weight of the web change the c: 
pacity of the condenser and affect t). 
response of the circuit to a wave of 
controlled frequency. These variation, 
are shown on a meter connected in the 
circuit and may be used to operate 
machine controls by suitable relays 
The machine is of great service in 
maintaining uniformity in the weigh- 
ing of paper and an adaptation of the 
device may be used to register the 
moisture content of the paper. 
* * # 


Braid Adds to Radio Line 

The Braid Electric Co., Nash- 
ville, Tenn., announces the addition 
to its radio and electrical lines of the 
Carryola portable phonograph and 
Gennett “Electrobeam” records. The 
announcement says that inasmuch as 
combination phonographs and radios 
are becoming increasingly popular a 
large amount of business is antici- 
pated. 


eS Sine 


Barrett Distributors for Freed- 
Eisemann 
The Barrett Electrical Supply Co., 
St. Louis, was recently appointed a 
distributor of the Freed-Eisemann in 
the St. Louis territory. 
* * * 


Newcombe-Hawley Have New 
Distributor 


The Doubleday-Hill Elec. Co., 


Washington, D. C., is now distribut- 


ing the Newcombe-Hawley line of 
radio reproducers. 








Each year the St. Louis Electrical 
Board of Trade gives a stag picnic on 4 
60 acre farm about 20 miles from St. 
Louis. A barbecue lunch is served late 
in the afternoon and most of the after- 
noon is given over to games and con- 
tests of different kinds. The proprietor 
of the farm furnishes near beer which has 
a peculiar effect on some of the boys who 
drink it. The attached picture, reading 
from left to right, shows R. W. Haege, 
General Elec. Supply Corp., George Hilde- 
brande of the Manhattan Electrical Supp!y 
Co., and E. C. Hauss, asst. purchasing 
agent for the Union Electric Light & 
Power Co., all of St. Louis. You can see 
from the pleased expression on each ones 
face that the near beer has had the de- 
sired effect. 
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agnetic Speakers 
Sell on Sight and Sound 





 apatetanen 























































HERE is behind the beauty of the B. B. L. Line of Speakers 
that tangible factor—tonal quality. All models of the cabinet 
type are equipped with the popular, result-producing magnetic 

unit in conjunction with a special flexible and semi-rigid vibratile, 

tonator interior which secures that delicate refinement so indis- 
pensible to deepness and mellowness of tone. 









B. B. L. Speakers are of the end table type and the line includes 
a model for every purse and taste ranging from $37.50 to $95.00 
list while the cone has been reduced to $25.00 list without im- 
pairing its quality but materially increasing its price value. B. B. L. 
Speakers accommodate most makes of table sets and are beautiful 
pieces of furniture. 









Here is what constitutes the B. B. L. Line of Magnetic Speakers: 
No. 1 Cabinet Type—$37.50 (A great value) 
No. 2 Cabinet Type—$55.00 (Illustrated) 
No. 3 Cabinet Type—$75.00 (For those who can 
No. 4 Cabinet Type—$95.00 afford the best) 
REN, Cairns 6266's 00 $25.00 (New list price) 


As complete a line of magnetic speakers as there is on the market. 
Get in touch with us now and be prepared for the season’s demand 
for good magnetic speakers. 


B.B.L.SPEAKER_ 


INCORPORATED 


lol West 312 St. New York N-Y. 
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sei Protection 


at profit 


NEWGARD 


Practical and effective wherever lamp illumination or 
its metal parts must be guarded against vapors or 
gasses, inflammable dust or inclement weather. Inter- 
changeable for open wiring, conduit or outlet box 
wiring. 

Low priced. Profitable. Send for literature. 


MULTI ELECTRICAL MFG. CO. 
210 No. Ogden Ave. Chicago 








—And at 
the Right 
Price! 








- TAPE is not only lt bi — I 

made of the highest quality materials Hi hi PE ul ( 
in the most modern tape factory in i ae 
the country, but also it is so priced 
as to place you in position to meet 
tape competition in your territory. : 
This accounts in no small measure _ Every dealer in your territory can increase 
for the wide-spread popularity of bi fee fuses ened Sin two tolere (red 
and blue) it is a most attractive, sales pro- 


O. K. tape in the electrical industry  3ifing “atton. 
today. 


O 7 BLACK FRICTION 





cal PAD ee 
APPLETON RUBBER CO. 
Franklin, Mass. 
ERLE NS LSS AT TE TTT: 





Brass Tacks 

(Continued from Page 14) 
and thus be put to considerable wu) 
necessary expense. Older salesm::, 
have learned from experience that j| 
is far better to say “I don’t know 
but I will be glad to find out for 
you.” 

And this brings us to another im- 
portant point. Always keep your 
promises. Don’t be afraid to use a 
notebook to remind you of them. Our 
activities are so varied that few of 
us can safely rely on our memories 
alone. Nothing will gain a custom- 
er’s confidence quicker than promises 
faithfully kept, nothing will destroy 
it faster than promises neglected or 
forgotten. 

There is another habit which is 
quite prevalent and which is easily 
and often unconsciously acquired. 
This is the spreading of “trade ru- 
mors,” or “trade gossip.” Some sales- 
men seem to believe that stories about 
their competitors or their other cus- 
tomers are of interest to their trade. 
While such gossip may be founded on 
fact it constantly becomes more dis- 
torted as it is passed on from one per- 
son to another. Time spent in dis- 
cussing trade rumors is not only ab- 
solutely non-productive but really 
does a salesman actual harm. Here 
again confidence is destroyed because 
it is only natural for the customer to 
feel that the salesman who gossips 
about others with him will likewise 
gossip about him with others. The 
salesman who is a “rumor monger’ 
never gets very far. 


When a customer gets to the point 
where he feels that he can safely dis- 
cuss matters pertaining to his own 
business with a salesman it is an indi- 
cation that this customer considers the 
salesman as a friend as well. When 
this stage is reached it is convincing 
proof that the salesman has gained the 
trust and confidence of his customer. 
It is a definite achievement for the 
salesman and may be the result of 
many months of constant plugging. 
But all of the ground which has thus 
been gained will be lost immediate!) 
if the customer’s confidence is violated. 
So it is quite necessary to acquire th« 
ability to keep close mouthed and 
avoid the temptation to pass on (0 
others information which has been in 
parted in strict confidence. 

Nothing has been said heretofore 
on the very important subject of cus 
tomers’ complaints. The handling of 
these complaints is oftentimes not ‘!i¢ 
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7 


Reasons why 
DEALERS 
should handle 


EC 


TUBES 
1 A Quality Product 


Scientifically made on the most 
modern tube making equipment 
in the largest plant devoted ex- 
clusively to Radio tube making. 
Rigid inspections and tests, both 
during and at the completion of 
manufacture, assure unvarying 
uniformity. 


























2 Consumer Acceptance 


Known and accepted nationally 
as one of the three standard 
makes of tubes—a factor that as- 
sures ready acceptance by the 
radio buying public. 


3 More Profit 


The only standard tube manufac- 
turer offering greater profit-mar- 
gin with its resultant greater 
profit making possibilities. 

The additional profits you make 
on CeCo Tubes go a long ways 
toward helping to carry the load 
of operating overhead. 


4 Complete Line 


Every radio requirement is met 
with the CeCo line in both A.C. 
and battery types and rectifiers— 
a feature that eliminates duplica- 
tion of stock and permits of sales 
concentration on one brand. 


5 Special Type Tubes 


CeCo exceeds all other manufac- 
turers in the making of Special 
Purpose Tubes — both battery and 
A.C. types—for which a definite 
demand has been created—add- 
ing tube sale possibilities not 
offered by any other brand. 


6 Liberal Replacement 


Policy 


A CeCo dealer has the advantage, 
although seldom exercised, of 
making adjustments and replace- 
ments at the point of purchase. 


7 Advertising 
CeCo dealers will be supported 
by the CeCo Broadcasting Hour 
each week over 17 stations of 
the Columbia System together 
with extensive newspaper and 
magazine advertising. 








}* 7-4 0) Fe) 
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NAAN PRONOUNCED 


SEE -—- co 


Radiotubes 


[repeat sales — the 
best evidence 


When you sell CeCo Tubes to your trade—you offer a line which 
gives rapid turnover—steady, profit making repeat sales. Their out- 
standing performance is the reason—increased sensitivity—greater 
clarity—more volume—and of prime importance—longer operating 
life—a feature partially due to the exclusive process of evacuation. 


If your house is a distributor of CeCo Tubes—use the seven con- 
vincing reasons given at the left to boost your sales! If your house 
doesn’t handle the CeCo line—get them to look into the excep- 
tionally attractive sales and profit-making CeCo proposition. 


Ask us for interesting and unusual piece of 
printed matter entitled “Getting the most 
out of your Radio”, also catalogue sheet. 


CeCo MANUFACTURING CO., INC. 
PROVIDENCE, R. I, 
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ANSONIA WEATHERPROOF BELLS 


The Ansonia Weatherproof 
Bell contains a new improved 
method which permits the keep- 
ing of armature in magnetic 
field up to the moment of strik- 
ing the gong, utilizing fully and 
efficiently all electrical energy 
applied, thereby producing maxi- 
mum blow. 


Mounted on a_ substantial 
cast iron base with cast iron 
cover fitted with a_ rubber 
gasket. 


This bell is produced only in 
the non-guarded type with 
ongs ranging from 65-inch to 
2-inch in diameter, and can be 
supplied in both battery and 
transformer types. 


No. 622 Battery Type 
No. 624 Transformer Type 


Write for this 64- 
page catalog J 
which shows a 





complete line of 
Annunciators, Bells, Push 
Buttons and other electri- 
cal house goods, 


THEANSONIA ELECTRICAL CO.. 
ANSONIA, CONN. 


ANNUNCIATORS — BELLS 
BUZZERS — PUSH BUTTONS 








ELECTRICAL HOUSE GOODS 


F Your Dealer Needs 
A Motor 


Youcan offer immediate delivery from 
factory stocks on more than 200 types 
and sizes of 


EMERSON 
MOTORS 


Made by the Makers of Emerson Fans 


























THE EMERSON ELECTRIC MFG. CO. 


2018 Washington Avenue, Saint Louis, Missouri 





50 Church St., New York City - 806 W. Washington Blvd., Chicago 


Split phase poly phase - 1/30 to2h.p. - D.C. Repulsion Start Induction 











pleasantest sort of work and a new 
salesman is quite apt to follow the 
line of least resistance and attempt 
to dodge the issue. But a customer is 
never in a buying mood when he has 
a complaint on his mind. There is 
only one thing to be done and that is 
to “take the bull by the horns,” give 
sympathetic attention to the cus- 
tomer’s story, decide whether or not 
your house is at fault, and then either 
prove to his satisfaction that the 
house is without blame or admit an 
error if one has been made and take 
immediate steps to have it corrected. 
Not until this has been done will the 
customer be in a state of mind to be 
approached for further business. 


XIX. SALES-MANAGE YOUR 
TERRITORY AND YOURSELF. 

What determines the price which 
industry pays for a man’s services? 
Just one thing, the cost of the super- 
vision which that man requires. The 
more supervision, the less pay; the 
less supervision, the more pay. 

Hence the greater the ability of a 
salesman to supervise his own activ- 
ities and his own territory, the less 
will be his demands upon the time of 
his superiors and the more valuable 
will his services become. 

In the previous chapters an effort 
has been made to give the younger 
salesman a clear conception of just 
what place he fills in the industry, to 
show him how he must analyze for 
himself his prospects, his territory 
and his merchandise and how he must 
intelligently plan his work so as to 
use his time most effectively, thus 
sales-managing his own territory and 
constantly winning the confidence of 
both his trade and his superiors, al- 
ways building for larger sales for his 
house and larger responsibilities for 
himseH. 

There only remains to be consid- 
ered the salesman’s control over his 
own personal traits and habits. Many 
excellent books and articles are avail- 
able on the subject of salesmanship 
which show those _ characteristics 
which should be developed and those 
which should be suppressed by the 
successful salesman. Every salesman 
would do well to own one or two good 
books of this type and read them at 
frequent intervals. 

In his enthusiasm for his work 4 
new salesman may neglect other 
things which are quite necessary if 
he is to maintain his personal e‘l- 
ciency and keep from going stale. 
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Above all things he must watch his 
health. While he should work right 
up to his elastic limit he must be 
careful not to exceed it. The human 
body has been compared to a storage 
battery which must be regularly re- 
charged by exercise and recreation be- 
fore it is run down to the point where 
it begins to physically deteriorate. 
Thus it is necessary to take sufficient 
time for healthful physical exercise, 
even though it be nothing more than 
daily setting-up exercises. 

Recreation is just as essential for 
a healthy mind as physical exercise is 
for a healthy body. So it is quite 
essential that a moderate amount of 
time be devoted to interests entirely 
apart from business. Too many out- 
side interests will interfere with a 
man’s work, but he should have at 
least one worth-while hobby which 
will take his mind entirely away from 
his business for a few hours each 
week. 

And, finally, it is quite important 
that any business man constantly im- 
prove his store of knowledge by sys- 
tematic reading. For the salesman a 
knowledge of general business meth- 
ods, principles and conditions is nec- 
essary if he is to eventually rise to 
an executive position. Hence it is 
suggested that he subscribe to a good 
business magazine and read it regu- 
larly. 

In conclusion, it is up to the elec- 
trical supply wholesaler’s salesman, 
HIMSELF, to do the kind of a job 
in his territory that will bring him 
the financial reward which is neces- 
sary to enable him in his productive 
years to accumulate sufficient funds 
to render him financially independent 
in his later years. It is in a sincere 
effort to help him reach this objective 
that these articles have been written. 

Tue Enp 
* * * 


M. J. Hayes 


(Continued from Page 16) 
little Irishman, is this Mr. Hayes, 
and he ean lick more work at his 
weight than any welter-weight in the 
financial business. 

He has not as yet married, possibly 
because no wife would stand for all 
that devotion to business. 

Mr. Hayes has been exceedingly 
clive in the Chicago Association of 
Credit Men, and the Electrical Credit 
\ sociation and has been of great as- 
‘stance to both organizations. 








—ullman 
Floor Boxes 


66 EAD OFF” in the Aug- 
ust part of the Sales 
Contest with a drive on 











Fullman Floor Boxes. 





Building activities have 
reached their peak and both you 
and your contractors will find 
this activity has created a huge 
— market for Fullman Floor Boxes. 
Not only are new buildings being 


Sectional view of No. 477 Out- 
let showing Hubbell Receptacle 
Mounted on Steel Ring. 


ne “ 


No. 499 
— equipped with these products but 
oor 
Receptacle also the remodeled ones as well. 


Sell Fullman Floor Boxes in 
August and win for yourself that 
$25 prize. 








‘“‘Sold Through Jobbers’’ 





Sectional View of No. 442 Adjust- 
able Floor Outlet with two No. 459 
Cover Plates 





No. 465 No. 467 


Steel City Electric Co. 


PITTSBURGH, PA. 











The products of this company are entered in the prize contest for this month. A $25 


prize will be awarded the salesman selling the greatest quantity during the month- 
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In the Tallest 
Building West 
of New York 


i &~ Greater Penobscot Building, 
Detroit, S R K Wire Connectors 
are used to make safe, perfect joints 
in the electrical wiring. 

Here is a field wide open to job- 
bers’ salesmen. 

Point out to the Architects, En- 
gineers, and contractors in your terri- 
tory just how S R K served the Pen- 
obscot in the interest of economy 
and profit. 


Then Sell Them! 





Sold through Jobbers 
Manufactured by 


JIFFY WIRE CONNECTOR CO. 


Eastern Sales Agents 
CUNNINGHAM & MONTGOMERY 
New York—Philadelphia—Pittsburgh—Boston 
HACKENSACK, N. J. 


| for this town. 





Sykes Junction 


(Continued from Page 12) 


| got an idea there’s good money in a 


restaurant, but she don’t know where 
to start it. One place is as good as 
another, I guess, but she’s got no use 
You got any ideas? 
You get around quite a bit!” 

Hank mentally went over locations 
he had seen, discarded one after an- 
other, and then snapped his fingers. 
“Why, sure! Sykes Junction! A lot 
of trains stop there, and that town is 
sure to grow. There’s a fine location 
right across from the railroad station, 
and if your sister can get it she'll 
make money.” 

That sounded good to the dealer. 
“Say, wait a minute till I tell her! 
She’s upstairs, visiting the wife.” 

A few seconds later, the sister burst 
into the store all excited. Was Hank 
positive it was a good location? Did 
the trains stop long? What was the 
price of the lot? Who owned it? And 
so on. 

“Say the word and I'll drive you 
out there,” said Hank after a glance 
at his watch. “I’ve got plenty of 
time today, and my car is right out 
in front. We'll be in Sykes Junction 
in half an hour.” 

The sister was agreeable, and the 
dealer showed interest to the extent 
of turning the store over to his wife, 
and piling into the machine also. 
Hank helped the sister into the road- 
ster, then went around to the other 
side and slipped in behind the wheel. 

Hank reached for the _ gear-shift 
lever, closed his hand on the ball and 
became rigid. Thirty feet in front 
of him the dealer’s light delivery 
truck stood idle. His eyes were 
glued to the dealer’s name painted on 


| the side of the truck, and his mind 


dwelt on that same thing. Then Hank 
let go of the gearshift lever, and his 
lips stretched out in a real grin. 
“Everybody out,” he said, leading 
the way. “We're going to make the 
trip in that truck. I’ve been craving 


a ride in one of them, and now I’m 


going to get it.” 

Regardless of what they thought, 
Hank’s companions made the change, 
and they rode into Sykes Junction in 
the truck. They pulled up at the 
corner lot, which had been improved 
with shrubs and a carefully tended 
lawn. Diagonally across the corner 
was the Watts Electric Co. 

A trip through the town convinced 
the sister that Sykes Junction was 
all set for a real restaurant, and she 


immediately looked up the own +. 
made a deal and then dickered wi'|, 
a local contractor. The sister w., 
a fast worker and she knew what s| 
wanted, but Hank was glad when | 
was time to make the return trip t. 
Williamson. 

Hank had avoided the Watts Elec- 
tric Co. since the day Watts plainl, 
teld him to keep away, but he had 
hopes of soon getting the account on 
the books. A visit to Joe Furlony 
put him in possession of a good piec: 
of news—Furlong had explained that 
his success had been due to Hank's 
co-operation, and Watts seemed dee))- 
iy concerned when he heard it. In 
fact, Watts offered to re-sell the place 
to Joe, but Joe wasn’t interested. 

On his next visit to Williamson, 
Hank inquired about the budding res- 
taurant, and was told that the build- 
ing was fast nearing completion. 
Hank wanted to see the building, and 
the dealer being a bit curious him- 
self, turned the store over to his wife 
while he rode to Sykes Junction and 
back with Hank. Again they rode 
in the dealer’s delivery truck. 

Hank pulled up alongside the new 
Sykes Junction building, and _ inter- 
estedly looked around. The contrac- 
tor came up, greeted Hank and the 
dealer and invited them on a tour of 
the interior. 

“Seems to be a lot of electrical 
business in this town,’ said the con- 
tractor, as if looking for information. 


“Oh, yes,” said Hank. “Sykes 
Junction is bound to grow, you 
know.” 


As soon as he was inside the build- 
ing, Hank managed to find a knot- 
hole through which he could survey 
the front of the Watts Electric Co. 
store. And framed in the window 
was the anxious face of Watts, him- 
self. Hank mumbled something about 
how well the job looked, thanked the 
contractor and headed for the street. 
And the moment he reached the 
street, Watts appeared in the door- 
way and motioned him over. 

“Well, I’m about through, Hank,’ 
Watts said, mournfully. “Know any- 
body wants to take this place?” 

“What!” was Hank’s reply. “Why, 
man, there’s good money in this store! 
What’s wrong?” 

Watts waved him down. ‘Oh, 
don’t hand me any bologny! I’m not 
so dumb. I been seeing that truck 


out here every other day or so, «nd 
I can put two-and-two together! | irst 
the contractor tells me it’s goiny 
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MURRAY 


mete R SERVICE SWITCHES 


he a restaurant; then he tells me he 
didn’t know, and next time he says 
it's going to be an electric shop. That 
being the case, I might as well get 
out now.” 

“Supposing I give you some help 
and guarantee that you can do as well 
as Joe Furlong did? Do you want 
to keep on and make some real money 
out of it?” 

Watts brightened. “I sure do! 
Furlong has been in off and on, and 
he spilled the works about how you 
were responsible. I thought differ- 
ent, but if you’re that kind of a guy, 
I'll be darned glad to follow orders. 
What’s the first move?” 

Hank pulled his order book out 
of his pocket and flipped it open, 
showing an unsigned order already 
filled in. “First move is to check 
this order for new stock and then 
sign it. Take all your old junk down 
to the basement for the time being. 
Perhaps I can help you get rid of 
it, but you'll have to take some loss.” 

Watts carefully checked the order 
and signed his name to it. ‘Gosh, 
I'm glad we're started. But, how 
about the fellow that’s coming in 
across the street?” 

Hank tucked the order into his 
pocket. “Oh, that! That’s going to 
be a restaurant. It’s that dealer's 
sister. I only helped them get the 
location.” 

Watts loudly exhaled. ‘Well, that 
means I’]l eat good from now on. 
And, from what Joe Furlong’s been 
telling me, I guess I'll have the 


money to buy ’em.” 
* & # 


Electragists Meet in Chicago 

The Association of Electragists, 
International will hold its annual 
convention August 6 to 10 at the 
Stevens hotel, Chicago. 

The program in general will consist 
of business sessions to discuss the 
future policies of the A. E. I.; ad- 
dresses by prominent men from all 
branches of the electrical industry, 
and extensive entertainment features. 

'n connection with this convention 
one of the largest exhibits of elec- 
‘rical materials ever held will be pre- 
scnted by manufacturers. The grand 
ballroom of the Stevens has been re- 
‘rved for this purpose. As this room 

‘ll also be used for sessions the ex- 

its will be located most conven- 

itly for the attending contractors. 

‘he annual Electragist banquet 
''l be held Thursday, August 9. 





Hard ‘To Beat 


When contractors speak of the Murray Line 
as being “Hard to Beat” it can only mean one 
thing. They like it and will buy it as they are 


doing in ever increasing numbers. 


You can not only get to first base with this 
line, but across the home plate too. 


Frequent improvements in design give you 
something to talk about and contractors like to 
hear of new things. For instance, the new 
baked enamel finish, the new three wire cut- 
out, cover catch and handle. 


You can jack up 
your sales of meter 
switches and MUR- 
RAY is the line to help 


you do it. 


Shall we send you 
the latest catalog? 
There is a new edition 
just off the press. 


No. 756 
30 Amp. 3 Wire 


Entered in the August Sales Contest 


METROPOLITAN 
DEVICE CORPORATION 


1250 ATLANTIC AVENUE 
BROOKLYN: NEW YORK 


CHICAGO PITTSBURGH DETROIT 

PHILADELPHIA ST. LOUIS MINNEAPOLIS 

BOSTON ATLANTA SEATTLE 
DALLAS 





The products of this company are entered in the prize contest for this month. A $25 


prize will be awarded the salesman selling the greatest quantity during the month. 
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MANUFACTURERS 








Holyoke Acquires De Luxe 
Mfg. Co. 


The Holyoke Co. of 621 Broadway, 
New York, with mills at Holyoke, 
Mass., manufacturer of high insulated 
annunciator and office weatherproof 
wire, also of high insulation radio 
wires, announces having acquired the 
De Luxe Mfg. Co., whose plant was 
formerly located in New York. 


An interesting item which The Hol- 
yoke company is marketing for the 
consumer trade on which patents have 
been applied for, is what is known 
as an electric control cord, which en- 
ables a speaker to operate 40 or 50 
ft. from the radio set, and at the same 
time will have complete remote con- 
trol of the radio set, switching the 
current supply on and off. 

* * 7 


McGraw Takes Over Clark 
Water Heater 


The McGraw Electric Co., Omaha, 
Nebr., has purchased the Clark elec- 
tric water heater business from the 
Stoughton Mfg. Corp., of Stoughton, 
Wis. The business will be conducted 
under the name of the Clark Electric 
Water Heater Division of the Mc- 
Graw Electric Co., with general offices 
in Omaha. The manufacturing plant 
will be continued at Stoughton. 


The Clark sales personnel will not 
only be maintained practically as it 
previously existed but will also be 
substantially augmented. A. E. 
Julian will continue as sales manager 
with the executive management under 
the direction of Arthur J. Cole, vice- 
president and general manager of the 
McGraw Electric Co. 

* * & 


Correction 


In naming the prize awards to 
lighting fixture manufacturers in the 
July issue, page 146, it was stated 
that, in the class of $30 list and above, 
the Duplexalite Division of the Miller 
Co. won second and R. Williamson 
& Co. third. This was an error since 
Duplexalite and Williamson tied for 
second prize. 





Raytheon Absorbs Q. R. S. 
Tube Division 


The Raytheon Mfg. Co. of Cam- 
bridge, Mass., announces that it has 
absorbed the radio tube division of 
the Q. R. S. Co. of Chicago, in part 
settlement of the suit against the 
latter company for infringement of 
the gaseous rectifying tube patents. 

* * # 


General Cable’s Mobile Plant 


The General Cable Corp. has an- 
nounced the purchase of a piece of 
land on tide water in the city of Mo- 
bile, Ala., for the purpose of erecting 
a factory for the manufacture of elec- 
trical wires and cables. The officials 
of the company have for some time 
past been studying the situation in the 
southern states, believing that inas- 
much as their factories situated in the 
northern part of the United States, 
from the Atlantic to the Pacific 
Coast, are in a position to serve to 
good advantage all sections of the 
country with the exception of the 
southeastern portion, the addition of 
a southern mill would be a logical de- 
velopment of their natural facilities. 
After a very careful survey, they fi- 
nally decided upon Mobile as the point 
best suited to give service to those 
utility companies in the southern part 
of the United States which are large 
purchasers of wires and cables. 





General Cable Corporation, which 
was formed last November, purchased 
the plants of the Baltimore Rolling 
Mills, formerly owned by the Ameri- 
can Smelting & Refining Co., Dudlo 
Mfg. Co., Rome Wire Co., Safety 
Cable Co., and Standard Underground 
Cable Co. The corporation now has 
fourteen plants making a very com- 
plete line of all kinds of electrical 
wires and cables. Its headquarters 
are at 420 Lexington Avenue, New 
York. 


eo ©& * 


Nilco-Sylvania Sales Meeting 


During the week of June 25, the 
Sylvania Products Co., Emporium, 
Pa., manufacturers of “Sylvania” ra- 
dio tubes, and the Nileo Lamp Works, 
Inc., St. Mary’s, Pa., manufacturers 
of “Nilco” incandescent lamps, held 
their annual joint sales meeting which 
was attended by the companies’ sales 
representatives from all parts of the 
country. 


The meeting was held at a camp 
(or what might better be described as 
a hunting lodge) which is situated 
about 15 miles from Emporium, far 
up in the beautiful, green, wood-cov- 
ered hills of northwestern Pennsy]- 
vania. 

The meeting officially started on 
Tuesday morning and ended at noon, 
Friday. The mornings were devoted 
to business meetings which consisted 
mainly of discussions of the two com- 








Nilco-Sylvania Sales Meeting 
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panies’ sales and advertising plans for e 
the coming year, while the afternoons 
were spent in sports of one kind or O the / yout with Aa 
another, principally golf and fishing 
= = =e = SS 


in the pool in front of the lodge. On : SSS = 





as — SS eS CS 

Friday the meeting was officially = => = SE A 

; brought to a close with addresses by wena z= SS = SS Ee ES 
Messers. Arnold, Clements and Pilk- -—— = ——— = : 

ington of the National Broadcasting 

' Co., “Radio Retailing” and Tue Jos- MERICAN Circular Loom 

| BER’S SALESMAN respectively. A products have come to the 

; front with a rush. And 


romped off with the golf prize, while 
the “prizes” for the indoor sports of 
the evening were divided among a | 
number of the “participants.” 
Probably the most important an- | 
nouncement made at the meeting was 
that “Bill” Hetznecker, who for the 
past eight years had been identified 
with the Nileo-Sylvania organizations, 
has resigned his position as sales man- 
ager of the latter to take over the 
western Pennsylvania-West Virginia 
territory with headquarters in Pitts- 
burgh. Fred H. Strayer, who has 
been in charge of advertising and 
sales promotion, becomes sales mana- 
ger, retaining his supervision of the 
other departments. Mr. MacArthur, 
formerly of the General Radio Co., 
becomes sales assistant to Mr. Strayer 
with headquarters at the general of- 
| fices in Emporium. 
P Everyone attending voted B. G. 
(Ben) Erskine, president of both 
companies, as the most genial and ex- | 
cellent host that they had ever met. | 
Mr. Erskine was “one of the boys” 
throughout and left no stone unturned 
in providing for the welfare and en- 
tertainment of the 35 or 40 district 
managers and salesmen present. 


R. C. (Dick) Boehler of New York 

only because of the fact that the 
A. C. L. Co. Line conforms ex- 
actly to our slogan “Better Wir- 
ing Materials.” 


— 


Contractors and industrial en- 
gineers all over the country have 
turned to the A. C. L. Co. Line 
because of its quality, depend- 
ability and fair prices. 


= i — ' we — 













AMERICAN CIRCULAR 
call Se eee eet, Meee ot, he LOOM COMPANY 


is known to his hosts of friends. “Jack” 


guides the sales destiny of the Steel 90 West St. New York 


City electric Co., manufacturer of con- 
Cult fittings, Pittsburgh, Pa. 
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French Lick Springs 





Brilliant Season 


French Lick is at its best. Cool breezes from 
the Cumberland foothills moderate the summer 
heat, giving to outdoor sports and recreations 
keen zest. 


Two nationally-known golf courses, each with 
its clubhouse, provide unequaled facilities for 
devotees. The Championship Upper Course 
tests the talent of the expert, while the Lower 
Course intrigues those who take their golf more 
casually. 


Bridle trails through the wooded countryside 
lure to horseback riding, while hiking, swimming 
in the spacious pool, tennis, and other diversions 
give variety’s spice to round off a perfect day. 


Drink the sparkling natural waters of Pluto, 
Bowles and Prosperine Springs, and take the 
tonic, rejuvenating baths. Enjoy the comfort of 
airy rooms, commanding superb scenic panora- 
mas, the tempting cuisine and faultless service 


of the French Lick Springs Hotel. 


Quickly accessible by rail or motor. Ample 
garage facilities. 





at French Lick Springs 


BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTR\ 





W. L. (Bill) King said to be the only 
king never crowned. Some are said to be 
considering a special coronation for him. 
Radio is his hobby as well as his work 
and he was born with a condenser in one 
hand and a tube in the other. 








Hotel Company 


T. D. Taggart, President 


French Lick, Indiana 


cw ows 


‘*Home of Pluto Water’’ 




















G. E. Appointments 

The following changes in the mer- 
chandise department of the General 
Electric Co., at Bridgeport, Conn., 
have recently been announced. 

C. E. Wilson, assistant manager of 
the Bridgeport Works, has been ap- 
pointed assistant to the vice president. 

The organization known as the sup- 
ply house division of the merchandise 
department has been established as a 
separate department with the title 
“Supply House Department.” H. B. 
Tompkins will act as manager, suc- 
ceeding H. F. O’Malley, who has been 
elected president of the Lake States 
General Electric Supply Co., with 
headquarters at Columbus, Ohio. 

A. L. Atkinson has been made man- 
ager of the cleaner sales section, 4 
newly established section, and R. J. 
Heaney has been appointed manager 
of fan sales. D.C. Spooner, Jr., has 
been placed in charge of the publicity 
section, with the title of acting man- 


ager. ss a a 


Chambers & Halligan Secure 
Air-Chrome Account 

L. A. Chambers and W. J. Halli- 
gan, operating as Chambers & Halli- 
gan, 549 W. Washington Blvd., Clii- 
cago, announce their connection wit! 
the Air-Chrome Studios, Inc., of Ir 
vington, N. J. The Air-Chrome Stu- 
dios own the patents on the Air 
Chrome system of sound reproduction, 
licensees of which include Tem)!e 
Mfg. Co. and Browning-Drake (». 





ats Step 1 ake 
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Being president of a company is hard 
work at times, then again—well, you can 
write your own caption to this peaceful 
scene. Anyway, it’s Charles A. Pierson, 

q president of the Standard Stove Co., To- 
a ledo, O., just drifting along at Bison- 
a nette’s camp, Au Sable. 








Beaver Changes Name 
The Beaver Machine & Tool Co., 


Inc., Newark, N. J., has recently e 

changed its corporate name to Beaver S t B t f l 
Manufacturing Co. The general cor- e e Cau 1 u 
porate name dates back to the pre-war 


days and since 1919 the old name has 
been misleading. The change of name E m p i e S S¢ 


involves no change in ownership or 


policies as the company will continue OU can win the August prize of $25 in no better way 
manufacturing its line of wiring de- than to put your efforts on the EMPRESS Waffle 
vices under the trade name of Beaver. Iron—the only one with a patented heat indicator. 
$i The company also announces the 
> appointment of the Otto E. Heilmann You not only will win the prize, but also you will line up 
| > Co., 620 Chemical Building, St. Louis, your dealers on this product which has such enormous pos- 
; [Bas sales representative for the St. sibilities. It means quick sales and fast turnover both to 
| Louis territory to succeed Franklin your dealers and yourself. 
McDermott. ‘ . : 

. . * * # | This new STAR-Rite Waffle Iron revolutionizes the en- 
. [Davidson in Rocky Mountain tire wafile industry, it being the greatest achievement since 
Territory this kind of product was introduced into the industry. 
ht T. aalaecaiee ne If you do not as yet have complete information write at 

” once for details. 


y West 14th Ave., Denver, Colo., has 
been appointed district manager in the 


Rocky Mountain territory by the | The Fitzgerald Manufacturing Co. 


Oliver Iron and Steel Corp. of Pitts- 
burgh. Mr. Davidson will represent Torrington, Conn. 


he pole line material and the bolt, 
ut, and rivet department of Oliver. Canadian Fitzgerald Co., 95 King St. East, Toronto, Ont. 


ee 8 Makers of Never-Leak Automotive Gaskets. 


' Robinson Products Appoints 

. & New York Representative T 

. Caffrey & Warner, Inc., New 

i ‘ork, have been appointed sales rep- q|| ite 

sentatives for the Robinson Prod- | 

‘ts, Ine., manufacturers of color | ELECTRICAL NECESSITIES 
vitch plates and Du Pont “Dumold.” | 


The products of this company are entered in the prize contest for this month. A $25 











prize will be awarded the salesman selling the greatest quantity during the month. 














126 





THE JOBBER’SfA])SALESMAN 





FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY 















NEW YORK 
Sales Offices: St. 





TWO-PIECE 


ISOLUX 


— the better 
Sign Reflector 


The demand for the 2-piece 
Isolux has been astounding! 
There’s a reason, of course 
—it’s easier to install. No 
elbows required, pipe screws 
directly into canopy, socket 
is quickly wired and reflec- 
tor attached to canopy. 
Then, too—the design of 
Isolux means better sign 
lighting in every way. Sign 
owners realize all this — 
that’s why they demand 
Isolux—only! All of which 
means—much business at a 


good profit for you. 
WHEELER REFLECTOR CO. 


275 Congress St., Boston, Mass. 


ATLANTA 
Louis, 


Angeles, San Francisco, Seattle. 
In Canada: Canadian General Electric Co., 
Limited. 
Export Dept.: 77 Warren St., New York, N. Y. 


Cable Address: ‘“‘PARLECTRIC”’ 


CLEVELAND 
Indianapolis, Los 





















TUNVADVAAVNOAOAOUEDATUDTATE CUETO ETUDE OETA eee eT 





On June 7 and 8 the Day-Fan Electric Co. entertained its wholesale distributors at 


Dayton, O. 


presented, as well as the advertising campaign for the coming year. 


‘Lhe new product and merchandising plans for the 1928-29 season were 


President 


Lee Warren James (succeeding Chas. F. Ketterling, who remains as director) an- 


| nounced that Day-Fan in re-shaping its product and organization, and in acquiring 
ample financial resources, has had a “new birth.” 


Chas. T. Lawson, sales manager 


is equally enthusiastic over the coming season. 








Sterling Sales Corp. 

The Sterling Sales Corp., of Cleve- 
land, is a manufacturers’ agency that 
in its work goes rather farther than 
he name generally implies, being ex- 
ceptionally well organized, both in- 
side and on the road. W. W. Dow- 
dell, vice-president and general man- 


‘ager, it will be remembered, was for- 
merly sales manager of the Sterling 


Manufacturing Co. of Cleveland. 
E. C. Sterling, president, has been in 
the radio and electric field for many 


years. Both have a broad acquaint- 


ance with wholesalers all over the 
United States and Canada. 

In addition to handling the entire 
product of the National Tube Manu- 
facturers, Inc., this firm also looks 
after the interests of a few well 
known manufacturers in local ter- 
ritory comprising Ohio, Michigan, 
western Indiana, western New York, 
western Pennsylvania, as well as 
Wheeling, W. Va. and Louisville, 
Ky. It is also getting its sales or- 
ganization together on the Royal line 
of A. C. tubes. 














Here are the Eveready sales managers with their new die-cast aluminum receiving 
set and matched loud speaker unit, which they introduced at the Chicago R, M. A. 
Show, registering satisfaction at conclusion of their successful exhibition in Chicago. 
This is the first group picture ever made of the National Carbon Company, Inc., sales 
managers, who have supervision over one of the largest selling forces in the 
United Sates. Seated, left to right: H. S. Schott, general sales manager; Rodney 
Morison, Jr., Atlanta district manager; C. E. Anderson, Kansas City district man- 
ager; J. M. Spangler, Chicago district manager. Standing: C. B. Clendenin, San 
Francisco district manager; D. G. Raymond, New York district manager, and 
George Furness, manager of Radio division. 
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Among recent events of more than 
usual interest is the appointment of J. H. 
Montague as national sales representative 
of the Leach Co., makers of construction 
tools. For more than 30 years Mr. Mon- 
tague has been a prominent figure in the 
electrical wholesale field, during which time 
he has been associated with L. M. Eric- 
ssen, Smith & Hemenway, and Chance 
Co. He has travelled extensively, and 
there is not a state in the Union in which 
he cannot number a host of friends. 

At a time in life when most men have 
retired or at least are taking things a 
bit easier, Mr. Montague is going full 
speed ahead. He brings a wealth of ex- 
perience, ability and enthusiasm to his 
new company and both parties are highly 
pleased with their new association. 





Congratulations to Budd 
Goodwin 

Budd Goodwin of Adrian, Michi- 
gan was chosen to receive first prize 
in the Get-A-Way contest sponsored 
by the National Lamp Works of Gen- 
eral Electric Co. at Cleveland. For 
his efforts in this contest, Mr. Good- 
win receives a new Ford Tudor sedan. 
It is interesting to note that, while 
living in a small town and competing 
with over 6400 entries from all over 
the United States, Mr. Goodwin uti- 
lized so many new and effective ideas 
in merchandising National Mazda 
lamps, that his position in the contest 
was never in doubt. The judges, Earl 
Whitehorne, associate editor of “Elec- 
trical World,” J. A. Fowler, president 
of the Fowler Electric Co. at Mem- 
phis, Tennessee, and C. E. Green- 
wood, commercial director of the Na- 
tional Electrie Light Association, de- 
clared that Mr. Goodwin’s report was 
remarkable in the number of progres- 
‘ive merchandising thoughts that it 
‘rried. With a splendid increase in 
‘pril and May sales over those of 
‘tarch, Mr. Goodwin proved what the 
‘verage electrical dealer can do in 
erchandising lamps during the 
onths that the normal lamp demand 
hows a decrease due to longer days. 











i bs ABOLITE Sign- 

Lighting Reflector — the 
youngest of the “ABolite 
Family”—is made to the 
same rigid specifications which 
have recommended its elde; 
brothers for the past fifteen 
years to jobbers who want 
to give their customers some- 
Light Distribution Curve thing they'll be proud to in- 


of New ABolite Sign-Light- stall—and order more of. 
ing Reflector. 


THE BIG 
SALES POINTS Write for 
OF ABOLITES Details, Prices 


Correct Design and Discounts 
Based on 15 years of ABolite 
Manufacturing and of tireless 
research. 


Accurate Manufacture 
Pressed—not spun. Correct form 
is therefore inevitable. Age-proof, 
high reflecting vitreous enamel. 





Interchangeability 
All two-piece ABolite units have 
instantly-detachable reflectors inter- 
changeable with ALL corresponding 
ABolite types. Can therefore be at- 
tached after holders are in place, or 
changed to suit later lighting needs. 


\ ~~ 


THE NEW ABOLITE 
SIGN - LIGHTING UNIT?? 


Specially designed for illuminating 
Bill Boards, Building Facades, and other 
VERTICAL SURFACES, and has the fol- 
lowing advantages. Slight outward 
curve at reflector edges assures proper 
light-overlapping between adjacent 
units. ve angle gives even light- 
ing over entire illuminated surface. No 
sharp corners to cause flaking of enamel. 


The ABolite Reflector Co. 


7500 Stanton Ave. Cleveland, O. 











A Quick 
Seller 
that Stays 

Sold. 
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More and Easier 
Conduit Sales 


YOUNGSTOWN Buckeye Conduit is easier 

to sell and invariably repeats because it 
has conclusively proved its quality by its 
performance in thousands of installations the 


country over. 







Architects specify it unhesitatingly and elec- 
trical contractors and electragists use it 
because it means a permanent installa- 
tion—and is easy to install. Selling 
Youngstown-Buckeye Conduit 
means moreand easier sales—and 
a steady succession of repeats. 


THE YOUNGSTOWN SHEET & TUBE COMPANY 


General Offices — Youngstown, Ohio 
Sales Offices in 20 Cities 


YOUNGSTOWR BUCKEYE 


CONDUIT 








On August Ist 


Down Goes the Price 
Lengel tak 


IDEAL 


Universal Wire 


CONNECTORS 


Increased production to meet demand makes 
possible a large price cut on Ideal Universal 
One Wire Connectors—known everywhere for do- 
ing a five minute job in less than a minute. 


e 
Size Fits HIGHEST GRADE MATERIALS AND 
WORKMANSHIP—BETTER 
ELECTRICAL JOINT 


All Common Now the original IDEAL Molded Insulation 


—* ° Connectors can be purchased at far lower cost. 

Wiring Joints They are made of the highest grade fire-proof 

composition to insure perfect insulation. The 

spiral metal insert (current carrying) binds 

wires together with grip of steel. Wires cut 

their own threads—assuring a doubly positive 
and secure joint. 


Leading contractors the world over, insist upon 








Ideal Commutator Dresser Co., IDEAL Molded Insulation Connectors, because 
1047 Park Ave., Sycamore, Ill. there is no rete. and = the po ps carry- 
P ing insert an absolute electrical and mechan- 

lease send free samples of Ideal ical joint is assured. No trouble from inspec- 
Universal Wire Connectors to tion departments. 


Find out for yourself—Mail coupon today for 


‘fg > 2 
PONG os. cach cahes PORMION,.<. 0.55% free samples and new price. 
BROWNE. .0 in506<kas hexane IDEAL COMMUTATOR DRESSER CO. 
CRY nav res vievetenes BEOEG 4 doce sad 1047 Park Ave., Sycamore, Ill. 























A figure familiar to the electrical indus 
try is found at a new desk with the a) 
pointment of Oliver B. Capelle to tak: 
charge of sales promotion for the Electric 
Vacuum Cleaner Co., Inc., Cleveland, anc 
its subsidiary, the Premier Service Co 
To accept his new place, Mr. Capelle re- 
signed from the staff of the Peerless 
Motor Car Corp. His electrical connec 
tions, covering nine years, were with the 
Sterling Mfg. Co. “Electric Light and 
Power Magazine,” and the Apex Elec 
trical Mfg. Co. He was advertising man 
ager of the last named concern, and his 
knowledge of household appliance sales 
work especially fits him for his new du- 
ties. 








National Lamp Activities 

On August 9 and 10, the National 
Lamp Works of the General Electric 
Co. will hold a special meeting for 
wholesaler executives at Nela Park. 
During the gathering, lighting ex 
perts will endeavor to give those pres- 
ent a better picture of the lighting 
industry. A_ series of correlated 
talks have also been arranged. 

N. H. Boynton, of the company. 
was recently elected chairman of thi 
Greater Market Development Com- 
mittee of the Automotive Equipment 
Association. 

W. E. Underwood, whose resigna 
tion and new affiliation was an- 


nounced in the last issue, was pre- 


sented with a gold wrist watch at 
a dinner tendered by his former as 
sociates in the sales promotion depar'! 


ment on the night of July 13. 
& © * 


Clarke Settled In New Office 


George R. Clarke, manufacturers 


representative, is now operating from 
a new, larger office, located in room 
607, Kerr Bldg., Detroit, Mich. 

Mr. Clarke handles the complete 
line of magnetic and dynamic speakers 
made by the Sterling Mfg. Co., Cleve- 
land. He also represents the Aeroy0x 
Wireless Corp., Brooklyn. He is |in- 
ing up the jobbers in his territory. 
which is southern Michigan, northern 
and western Ohio and northern [n- 


diana. 














Co 
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When Fred E. Burrall, of the McIntyre-Burrall Co., Green Bay, Wis., Steinite 
distributor, wanted to bring the first Steinite set to his community, he simply 


hired himself an aeroplane for the purpose. ‘ } r 
roup of the Steinite men who take care of the line in Wisconsin. 


; & 
ad os 


He is shown on the extreme left with 





Robbins & Myers Directorate 


\V. J. Myers, who for the past six 
months was receiver for the Robbins 
& Myers Co., Springfield, Ohio, was 
recently elected vice-president and 
veneral manager of Robbins & Myers, 
Inc., at a recent meeting of the board 
of directors. 

Following are the directors of the 
new Robbins & Myers, Inc., organiza- 
tion: Sterling B. Cramer; Sterling 
Newell; P. J. Shouvlin; W. S. Quin- 
lan; Maynard H. Murch; Wilbur J. 
Myers; C. A. Stirling. 


* * * 


Fiske Makes Extended Trip 


idward R. Fiske, assistant general 
sales manager of the CeCo Mfg. Co., 
Inc., announces his intention to visit 
every CeCo distributor in the coun- 
try over an extensive tour which began 
in early July. His itinerary will 
bring him to the west coast after 
covering each distributing center in 
state from Rhode Island to 
los Angeles and thence north to San 


every 


Francisco, Portland and Seattle, the 
turning point for the return east. 

The entire south will be covered 
in a like manner immediately after 
the return from the west so that each 
and every CeCo distributor will re- 
ceive the earnest attention of the 
CeCo headquarters in addition to the 
co-operation of their local CeCo sales- 
man. 

At the conclusion of the western 
tour, on which Mr. Fiske will make 
a complete market survey, reports 
will be compiled for guidance over 
the season in forming new policies 
and procedures for the benefit and 
protection of all CeCo dealers and 


wholesalers. 
* * * 


Wm. Sutter Back in St. Louis 


Wm. Sutter, formerly credit man- 
ager for the McGraw Electric Appli- 
ance Co., at St. Louis, and later credit 
and office manager at the Memphis 
house, has returned to St. Louis to 
work in the treasury division of the 
Westinghouse Electric & Mfg. Co. 






















rhe need of additional space for manufacturing Operadio bloc type speakers and 
ver amplifiers has necessitated the removal of the Operadio Manufacturing Co., 
larger quarters at St. Charles, Illinois, 40 miles out of Chicago. The executive and 
iles offices have also been moved to St. Charles, but a sales and service office has 
cn maintained at 8 South Dearborn St., Chicago. The Zinke Company, 1323 South 
‘ichigan Ave., Chicago, continues as sales representative throughout the United States. 








SINCE 1895 


HERE ARE THE 
LATEST IN 


OUTLET BOX 
DEVICES 





CAT. NO. 
9303 250-watt pull socket 
on 3l4-in. cover 


9304 250-watt pull socket 
on 4-1n. cover 

9305 660-watt push sock- 
et on 3l4-in. cover 

9306 660-watt push sock- 


et on 4in. cover 





Sockets are permanent- 
ly attached to covers. 
Each socket is fitted with 
6-in. No. 14 stranded 
rubber covered wire. 
Covers may be black, gal- 
vanized or brass lacquer. 
Pull Sockets have 7-in. 
chains; porcelain pendants 
te be furnished if speci- 

ed. 


These Are Exclusive 
Weber Items. 
Send For Sample 


HENRY D. SEARS 


General Sales Agent 
80 BOYLSTON STREET 
Boston MASSACHUSETTS 








| ——— Wane Deneess—— 
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(onventions at The Golfmore 
GRAND BEACH, Michigan 


—— a day’s outing or for a gathering extending over 
several days, any organization, business or social, will 
find The Golfmore, accommodating 500, ideally suited to 
requirements. Spring, summer and autumn—each has its 
own special charm at this lovely spot, in the beautiful 
wooded dune country, near the southern end of Lake 
Michigan, 62 miles from Chicago. 


There is a large auditorium and there are ample facilities 
for committee meetings. Golf (two excellent courses) a 
canter or stroll over glorious dune trails, tennis, a dip in the 
lake, a dance at evening to the music of a famous ten-piece 
orchestra and many other diversions pass time most de- 
lightfully. Fresh vegetables and fruits in season from nearby 
Michigan farms and orchards add to the bounties of the table. 


Fe ae cae 












Rates, including meals, per day: Extra large bedroom, 
dressing room and private bath, $8 to $10, single; $13, $15, 
$17,$18,double. Special weekly rates and special outing and 
convention rates on application. Garage accommodations. .y 





Michigan Central Railroad or Motor Bus Linesto Grand Beach; sass 
or South Shore Electric to Michigan City, Indiana, where private 
motor coaches meet arriving guests. Broad smooth motor high- 
ways lead from all directions to The Golfmore. 


Further details with illustrations on request. 







: MICHIGAN 
Ce KV Came. 4m Fireproof. Accommodations for 500 
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ROYAL CRYSTAL 


Show When Blown 
... +. Shock!Proof 



















The most remarkable fuse 
development in recent years! 

. made of specially tempered 
glass to withstand shocks, heat 
and abuse ... all parts firmly 
welded into a solid rugged unit. 
Used by Public Utilities, Rail- 
roads, Telephone and Telegraph 
Companies . . . highly endorsed 
by testing laboratories .. . 
widely demanded by the public 
... sell on sight . . . cost no 
more than an ordinary fuse. In 
handy 5-pack and 50-pack. Write 
today for our special Jobber’s 
proposition! 


ROYAL ELECTRIC CO. 


Chelsea Station Boston, Mass. 






Sales Representatives in leading cities 











THE 


SHERIDAN 
HOTEL 


NG inneapolis 


MARQUETTE at 11th ST. 








i at 
* HIS beautiful new [7 : 


transient and resi- 
| dential hotel is ideally 
’ | located. Modern and 
fireproof with every | 
service thoughtfully 
arranged for your 
comfort. 450 rooms; 
also 100 car garage 
in building. Write 
for reservation. 
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AA 
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S. C. Caswell and A. F. Warren have 
been elected vice-presidents of the Mon- 


| 


owatt Corp., 546 Broadway, New York. | 


Mr. Caswell (right) was with the Na- 
tional Lamp Works for about 12 years 
and was manager of the New York office. 
He will be in charge of sales at Monowatt 
with headquarters in New York. 

Mr. Warren was with the 
for about 15 years. He was formerly 
sales manager of the western territory. 
He is now commercial vice-president of 
Monowatt with headquarters in Chicago. 





Lonergan Now Manufacturers’ 
Agent 


Vincent J. Lonergan, formerly with 
Wesco and more recently with the Mc- 
Graw Electric Appliance Co., St. 
Louis, Mo., is now a manufacturers 
representative. His address is 2509 
Belleview Ave., St. Louis. He is 
handling the account of the North 
American Lamp Co. and the Veco 
Mfg. Co., the latter of South Nor- 
walk, Conn., making aluminum con- 
duit fittings. 

“Lonnie” is well known in the St. 
Louis territory, has a wide acquaint- 
ance with the electrical trade and is 


ready to take on several more good | 


lines. 








A highly successful sales convention was 
held at St. Charles, Ill, on June 9 and 
10, by Newcombe-Hawley, Inc., manufac- 
turers of radio reproducers. A _ large 
group of Newcombe-Hawley radio job- 
bers attended the convention which opened 
at the new Hotel Baker, at St. Charles, 
with a luncheon on Saturday, June 9. This 
was followed by a general meeting at the 
St. Charles Auditorium, at which time the 
extensive 1928-1929 line of Newcombe- 
Hawley radio reproducers was displayed 
and discussed. Plant inspections were also 
included in the features of the day. 





Miller Co. | 











CASH IN 


on this Switch 


J ize’ no and their salesmen should 


lose no time in “cashing in” on 


this mew Reliance Automatic 
Time Switch. Into it has been in- 
corporated 15 new improvements 


which give to this product a reli- 
ability which is unquestioned. 

The field is wide open for a switch 
of this caliber. And every con 
tractor-dealer as well as industrial 
plant in your territory should be told 
about it and its features at once. 

If you do not have full informa- 
tion, write for it today. 





demount- 
removed 


This shows the 


able works as 
from the case. 


Note the sturdy termi- 
nals for connecting wires 
without soldering 


Do not overlook the service fea 
ture. Any complaints or adjustments 
are handled direct by us. Neither you 
nor your dealers are troubled with 
any service complaints whatever. 


Sold Through Jobbers 


RELIANCE AUTOMATIC 
LIGHTING CO. 
1907 MEAD STREET 


RACINE, WISC. 
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QUICK 
DETACHABLE 





Quick Detachable 
Reflectors 


A general purpose line of reflectors and fittings 
suitable for sign-lighting, automobile service 
stations, garages and industrial plants. 

For ease of assembly and unusual accessibility 
Q-D Reflectors have no equal. 

They are strong, simple and weather-proof— 
made or Armco iron, porcelain enameled green 
outside and white inside. Cadmium-plated 
socket fittings in vertical, 
horizontal and outlet 
types. 

The entire Q-D line is 
high-grade in every re- 
spect and easy to sell. 
Write for details and cat- 
alog. 


QUADRANGLE MEG. CO. 
26 So. Peoria St. Chicago 


VAP 


REFLECTORS ) 











Here is John J. Mucher of the Cla: 
ostat Manufacturing Co., Brooklyn, in hi- 
“Lab.” John, as he is known by all hi- 
friends, is thinking out his television spec: 
regulator and soldering iron control. 























Three Dining 
Rooms 
Crystal Room 
Ionian Room 
Spanish Room 








| DESHLER-WALLICK 


America's “Most Beautifully Equipped Hotel 
1000 Rooms - « ~~ 


1000 Baths 


When in Columbus ~ 


make the Deshler-Wallick your home. Lo- 
cated in the center of the business, theatrical 
and shopping districts, the Deshler-Wallick 
with excellent dining facilities is ready to 
serve you. Every modern convenience as- 
sures you a pleasant and comfortable visit 
while in this city. 

Jas. H. Micuos 


Manager 





COLUMBUS, OHIO 


L. C. WALLICK 
President 


A. L. WALLICK 
Vice President 








Benjamin Adds to Sales Force 


The Benjamin Electric Mfg. Co.. 
Chicago, has made two recent addi 
tions to its sales forces. R. S. 
Meyers, formerly with the Centra! 
Electric Co., and more recently with 
the National Scale Co., will call on 
architects, contractors and certain in- 
dustrial plants, covering the Chicago 
territory. M. C. Sturdy will also cal! 
on architects, contractors and indus 
trials in western Michigan and a par‘ 
of Chicago. 


a ee 


American Mechanical Changes 
Name 

The American Mechanical Labora 
tories, Inc., has changed its name tv 
the Clarostat Mfg. Co., Inc., wit! 
factory and main offices still at 285 
N. Sixth St., Brooklyn. The chang: 
was made to insure a closer identit\ 
in the minds of the trade and public 
with the Clarostat line of radio 
products. 

The personnel of the new organiz: 
tion are: John Mucher, president: 
Jacob Mucher, treasurer; Stephen 
Mucher, secretary; Charles Gole1 
paul, vice-president and sales man: 
ger. Stephen H. Anderson con 
tinues in charge of the research ani 
development department. The po! 
icies of the organization remain th 


same. 
eS ee 


New York Representative 
for A-C Dayton 
The A-C Dayton Co., of Dayton. 
Ohio, who make a full line of A. ¢. 
sets and also the Flewelling short 
wave adapter are represented in Mc'- 
ropolitan New York by The Freid- 


| man-Snyder Co., 15 Park Place. 





ae AW Ory 35 Sa 
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<KRUSEP> 





New Electrical Prndects 











128 So. 











Switch Box Supporting Strips 
with Lath Holders 


A leader for nine 














i‘ | years. Millions of sets 
FS sold yearly. Used by 
‘ | contractors everywhere. 
| Stocked by all leading 
| jobbers. 
a . | 
2 3 The new Benjamin hand portable ? : : 
3 inspection-lite is a new hand porta- O te 7 — ine., Seringhe> | — 
oi ble light designed especially for close ee a a eee Kruse Strips combined with Switch 
e| inspection work such as is required A. C. and D. C. ceiling fan with | | Bo 
a re, - ; ; Ree lighting unit attachment. This unit aes 
4 in automobile spraying and finishing us hens b safety ie - ‘ 
$| plants, furniture finishing plants, rug rod perce Oe idet pe ee oe Ready” Service Fittings 
4 factories, weaving plants and simi- 2 ore. See Peerless Type A Old Work Hangers 
i | lar locations where the inspection 
" 4 requirements are unusually rigid and Fitz-M-All New Work Hangers 
bs where the object or material subject Non-Metallic Sheathed Cable Straps 
4 to inspection is bulky and not easily 
0 Ej moved about. When held close to WRITE 
Pa the surface to be inspected this light a Se 
7 provides a bright spot of illumina- 
n tion of — wrong es § to — up MID-WEST METAL PRODUCTS CO 
is any imperfection in finish or texture. 
Bs It is of a handy size, weighing only MARSGER. Tee. 
4 2, pounds. Manufactured by Ben- 


jamin Electric Mfg. Co., 
Sangamon St., Chicago. 








sla 


The Hankscraft Co., Madison, Wis., 
is manufacturing the electric egg 


cooker shown above. It cooks four 
eggs at the table, is self-timing and 
requires only a few teaspoons of 
water. It has no wire coils or mov- 
ing parts. This product is finished 





HelpY our Industrial 
= Plants 






in green and silver. It is “service” 
which creates good 
customers. Every 
jobber’s salesman 
realizes this fact 
and he should real- 
ize too that he is 
doing the industrial 
plant customers in 
his territory a 
real service by 
selling them the 
Grip- Lock. 













Lamp thefts in 
industrial plants 
represent ap- 
proximately 50% 
of lamp _pur- 
chases. Show the 
plant engineer 
how he can 
eliminate this 
waste by install- 
ing Grip-Locks. 

You can also secure from us the 
pigtail weatherproof socket for 
outdoor lighting. Weatherproof 
and fireproof. Key, Keyless, and 
Pull Chain Porcelain Sockets also 
furnished. 


Write for full infermation 


East Haven Specialty Co. 


Manufacturers of Grip-Lock Products 
EAST HAVEN, CONN. - - U.S.A. 

















| 4 


The Klous Electric Co., 120 High 
St. Boston, is manufacturing the 
pull arm attachment shown above. It, 
is designed especially for use with 
the Levolier switch. It operates from 
all angles; prevents shades from 
breaking and cord from swaying 
3 Shade; eliminates entangling and 
é breaking of cord. This attachment 
is made in one size only which fits 
all sizes of shades. 


The Wadsworth Electric Mfg. Co., 
Covington, Ky., has introduced a 
new addition to its industrial line of 
safety switches. They are compact 
in design with bossed lid, neat in 
appearance with ample wiring space. 
They have multiple concentric knock- 
outs which take care of four dif- 
ferent sizes of conduits, with the 
exception of two numbers which take 
care of three different sizes of con- 
duits. 





arsigites 
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fleres A Line that Knows 
No Summer Slump 
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DAY-BRITE REFLECTOR COMPANY 


703 South Broadway. 


St. Louis, Mo. 














N. W. Belmuth has just become associ- 
ated with the Artcraft Metal Stamping 
Corp., Brooklyn, as vice-president and 
sales manager. Mr. Belmuth is widely 
known in the lighting fixture industry. 























New Officers for Gold Seal 


At the annual meeting held on 
June 26, the stockholders of the 
Gold Seal Electrical Co., elected the 
following officers: president, James 
W. Duff; vice-president, Edward E. 
Eagle; secretary, Fred R. Angevine; 
treasurer, William E. Duff. 

In addition to the election of off- 
cers, a new board of directors was 
elected. This board will consist of 
James W. Duff, Edward E. Eagle, 
Fred R. Angevine, William E. Duff, 
Frederick J. Pope, P. J. Hanlon, 
and Dr. A. J. Raggi. 








This is Irvin W. Silverman, formerly 
with the Incandescent Supply Co., Pitts- 
burgh, Pa., for 14 years—10 years as sales 
manager. Mr. Silverman is now president 
of his own company, Lighting Products 
Corp., 931 Liberty Ave., which Fede busi- 
ness in the fall of 1927. This company 
conducts an exclusively wholesale business 
in lighting fixtures, lamps, appliances and 
specialties. 
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New Electrical Products 








Kliegl Bros. Universal Electric 
Stage Lighting Co., 321 W. 50th St., 
New York, announces a new Kliegl 
spotlight. It may be located wher- 
ever requirements dictate—in con- 
cealed or inaccessible places and its 
electro-magnetic operation permits of 
the advantages of remote control. A 
group of these spotlights can be thus 
controlled as readily as one. Color 
lighting may now be had_ without 
manual operation in this new Kliegl. 





The Metal Ware Corp., Two Riv- 
ers, Wis., is manufacturing a new 
electric “Empire” sandwich toaster 


for the home. It has a_ patented 
expansion hinge, toasts sandwiches, 
makes French toast, and grills bacon. 























The P. A. Geier Co., Cleveland, O., 
has placed in the market its model 
D “Royal Sprayer.” It is supplied 
with two interchangeable nozzles for 
controlling the air stream. A round 
nozzle is provided for fine work and 
a fan spray nozzle for rapid covering 
of large surfaces. Two interchange- 
able nipples control the spray ma- 
terial, there is no after-flow from the 
paint tube, and a light stamped steel 
support holds the sprayer and jar 
upright when not in action. 











An unbreakable attachment plug 
cap with an improved type of cord 
grip is announced by The Cutler- 
Hammer Mfg. Co., 162 12th St., Mil- 
waukee, Wis. The cord grip acts as 
a positive strain relief and is de- 
signed particuarly to lessen short 
circuit hazards. Fastening the cord 
grip can be done without the use of 
tools. It is only necessary to screw 
down on the knurled collar. -The 
knurled collar wedges a fibre bush- 
ing tightly against the cord. The 
parts are so designed that a natural 
pressure from the inside prevents 
loosening of the knurled collar and 
insures that a firm grip is main- 
tained at all times. A fibre grip 
bushing insulates the cord from the 
metal parts. 








The Bryant Electric Co., Bridge- 
port, Conn., has placed its new flush 
tumbler switches, the No. 3951 se- 
ries, on the market. The oustanding 
features are: “On and Off” indica- 
tions on the brown composition han- 
dles, the latter being wider and 
heavier; porcelain cups are shallower 
(14-in.) due to the improved design 
of switch mechanism which has few 
parts strongly made and assembled; 
the mechanism and yoke is integral 
with positive kick off feature so that 
the switches cannot “hang up” in 
operating; the dust covers are sta- 
tionary. The No. 3951 series switch- 
es can be furnished with “Glo- 
Guide” transparent “Templus” lumi- 
nous handles, or with luminous tip 
on handles. Black handles will be 
supplied if specified. 
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Don’t Overlook 


the Small Items 


» YAGERS 


FRIN 





T is in the small items carrying 

a great volume of repeat busi- 

ness that your attractive profit can 
be found. 

In Yager’s Soldering Salts and 
Paste you have such items. 

Safe — quick — economical, they 
fill to a nicety the demand for 
products of this nature. 

If you do not have samples and 
price list, write for them at once. 





Alex. R. Benson Co., Inc. 
Hudson, N. Y. 


1873 




















WiREMOLD 





ACCEPTED 
STANDARD 
FOR 
SURFACE WIRING 






THE WIREMOLD COMPANY 


HARTFORD, CONN. 
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Dawes to Represent Tabla (_Oe=I==Heeewee_ rr 
An announcement of interest to O u t s t an d i ne 


southern jobbers is the appointment 
of Edgar E. Dawes, Atlanta Trust 

|Company -Bldg., Atlanta, Ga., as F E A T U R E S 
| southern representative for the Tubu- 
lar Woven Fabric Co., Pawtuckett, 
R. I. Mr. Dawes is well known in the 
South, being southern representative 
for such other prominent manufac- 
turers as the M. B. Austin Co., Trum- | 
bull-Vanderpoel, Enameled Metals 


'Co., Thomas F. Lukens Metal Co., ° ae 
| and Erie Malleable Iron Co., “Kondu’”’ | Killark Bell-Ringing 

















Isn’t It Easy 





to sell “Galvaduct™ and givision. | Transformers 
“Loricated” conduit. No | * * * xs 
| 1. They are approved by the 
wonder —when a prod- | New CeCo Representatives | Underwriters. 
uct hasbeen knownasa ss. H. Steinle, general sales mana- | 2. ey: have been sold for the 
leader for over 30 years ger of the CeCo Mfg. Co. Inc.| 5 0 eg age 
it has gained user _ Providence, R. I., announces the ap- now giving _ satisfactory 
| pointment of several new factory service. 
acceptance. | representatives as follows: H. H. 4. They are absolutely guaran- 
| Roeb for Indiana; Cliff Lindgren for teed. Defective transform- 
the western half of New York state, ers replaced without charge. 


GARLAND west of Syracuse; Arthur L. Lang Manufactured by 


for the eastern half of New York 
MFG. CO. state, including Syracuse but not New K | .. L A R K 
| York; E. R. Peel for Iowa and 
Pittsburgh, Penna. Nebraska; J. R. Hedquist for Minne- | ELECTRIC MANUPACTURING co. 
sota, western Wisconsin, North and | 3940 Easton Ave. St. Louis, Mo. 
South Dakota; Lawrence LeVoie for 
West Virginia, and Borrough Murphy 
and Kenneth Murphy for Florida, 
Georgia, Alabama, Mississippi, Tenn- 
essee, North and South Carolina and 
Virginia. 

















* * * 





American Circular Loom Makes 
Changes 

The American Circular Loom Co., 

New York, in the interest of service 

to the trade, has been revamping its 

selling organization so as to permit 

of more intensive creative work 





In Detroit....the 
among contractors, engineers and} JDK TROIT-LELAND 


architects. The company has made 


BELLEVUE sSfRATFORD some vital changes. For example, it Hotel 


“The 








PHILADELPHIA has added to its sales force Jones- , 
pe Seldom, if ever, has any ho- 














— Lyman & Co., Inc., with offices both at Soak aii h 
he choice of discrim ; tel enjoyed such success as 
inating Philadelphians Los Angeles and San Francisco, who | the new Detroit-Leland 
and particular wavelers. will operate throughout California, | Hotel. 
Jamous for its and also Hawkins, DeMoss & Fox, For today, one year after 
UITeO' servi 7) 
omen Inc., who will supervise the company’s its opening, it enjoys a 
Centrally Located sales force in and about the cities of local, national and inter- 
BROAD at WALNUT Detroit and Toledo and generally | national reputation which 
tae throughout eastern Michigan. Its | places it among the world’s 
WALDORE “ASTORIA NEW WILLARD Chicago office will continue, as here- | foremost exclusive hotels. 
kK Washington. ° . 
2 — tofore, in charge of George Richards 700 Large Rooms with Bath 
| & Co., but with a well built up and 85% are priced from $3.00 to $5.00 


strongly developed selling organiza- | PD ETROIT-LELAND HOTE! 
4 Bagley at Cass, Detroit, Michigan 


tion under George Richards & Co. in 

, - er ds ithe WM. J. CHITTENDEN, Jr., Manager 
various important distributing points Direction Continental-Leland Corporation 
throughout the central west. - 
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New Electrical Products 














Pass & Seymour, inc., Syracuse, N. Y., have announced the new devices shown 


above. 


Reading from left to right, they are: type 


4008 adjustable candle 


socket; 1821 tumbler switch and convenience outlet; 1820 tumbler switch with 
pilot light; 1516 duplex receptacle with pilot light; 2309 heavy duty ceiling 


switch. 
stud feature. 


Below, the 6403 intermediate base size sign receptacle with a spring 








| 





A new type of meter box, which 
inakes it possible to mount residen- 
tial meters out of doors for easy 
reading, is announced by the Square 
D Company, of Detroit. The case (fin- 
ished in clear enamel) is of 16-gauge 
steel, electrically welded, with double 
strength window glass cemented in. 
"he assembly includes a 60-ampere 
test block, a sealing stud at the 
hottom of the box, and a meter 
board of wood which permits the 
mounting of meters with differently 
spaced mounting holes. Two heavy 
steel strips are welded to the back 
of the box, offset to hold it away 
from the wall. Service is brought 
from the pole directly to the meter 
box, which is mounted at the most 
convenient location on the outside 
wall of the house. The box is mois- 
ture proof. 





The Beaver Mfg. Co., Newark, N. 
J., has just placed on the market 
a new double socket as illustrated. 
This device is encased in a brown 
casing marked genuine bakelite. The 
design is small and of pleasing lines, 
and the facets give it a distinctive 
appearance. The interior construc- 
tion is sturdy and strong. 








aga 


The Arrow Electric Co., Hart- 
ford, Conn., has recently added a 
line of threaded catch brass shell 
sockets. They are particularly 
adaptable to uses where put to 
strain or jarring other sockets 
might pull apart. Left to right: 
Type TCA key; TCC keyless; 
TCD pull; 701 cap. 





The Rattan Mfg. Co. of New 
Haven, Conn., has just brought out 
a new model of its solderless “Marr” 
connector. It is composed of an 
inner brass tube with a set screw, 
and a Bakelite cap. The brass tube 
is the same as before. Instead of 
the outer cap being fibre as former- 
ly, it is now made of Bakelite. This 
connector insures perfect threading, 
uniformity in size, and a cap of 
high dialectic strength unaffected by 
high temperatures or changes in at- 
mospherie conditions. 














Fans Move Fast 
During A Hot Spell 
Too 
The dealers or jobbers that profit 


are those maintaining adequate and 
well-balanced stocks to meet all 


emergencies. AD 


Are Your Stocks O. K.? 





DIEHL MANUFACTURING CO. 
Electrical Division of 
The Singer Manufacturing Company 
ELIZABETHPORT, N. J. 
Atlanta Boston Chicago Cincinnati Dallas 
Detroit New York Philadelphia St. Louis 








SPOTLIGHT 


with 


Remote Control Color Frames 


NEW SPOTLIGHT with an elec- 
tro-magnetic device for remote 
control of its color frames—permitting 
an endless variety of changing color- 
lighting effects—all of which may be 
controlled from a central point. An 
innovation in color-lighting that is in 
great demand and has boundless sales 
possibilities. Tell your trade about it! 
Write for a copy of Bulletin 3 which 
gives an interesting outline of the sales 


features of this new spotlight—together 
with Trade information, prices, etc. 


KLIEGL BROS 


Universar Evectric STAGE LIGHTING Co., Inc. 
32! West 5Oth Street 
NEW YORK,N.Y. 

















188 THE JOBBER’S(J]}SALESMAN 





FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTR\ 








| Short Wave Adapter 


SPE, A new era in radio reception has 

Ye ‘4 | been opened to the public in the be- 

; . 7 | lief of the A-C Dayton Co., of Day- 
ay Ps _ ton, Ohio, which, in conjunction with 








| the Radio Products Co., has acquired 
the sole right of manufacture in this 
country, of the Flewelling short wave 
adapter, which makes possible the re- 
ceiving of intercontinental radio pro- 


At the Top vig 


In Soldering With this device, which he has re- 

cently perfected, E. T. Flewelling, in- 
ternationally known engineer, reports 
having received daily programs from 


OBBERS:—You are offered in 
SPECO Soldering Chemicals 


a complete line of soldering fluxes London and other foreign stations on 

and salts which have the benefit short waves. 

of the laboratory of the Pfan- 

stichl Chemical Go. behind them. The development of the short wave 
They are offered you on the adapter makes it possible to hear 

basis of a strict jobber policy, clearly short wave stations heretofore 


priced. to meet competition and impossible of reception. The use of 
carrying with them an attractive 


margin of profit. 
List SPECO in your Radio and international broadcasting and_ the 
Electric Catalogs. | A-C Dayton Company, recognizing 
this, has availed itself of the services 
of this engineer, who is one of the 
SOLD THRU JOBBERS most prominent in the world on short 
Pfanstiehl Chemical Co. wave work. Research and develop- 
_ . | ment, especially in this phase of re- 

laukegan Illinois ception, has extended over a period 


of almost six years. 


short waves opens a new era of real 





Send at once for full informa- 
tion. 











The use of two complete radio sets 
in a home means a prohibitive out-lay, 
and Mr. Flewelling’s work has been 
to make it possible to receive the reg- 
ular broadcasting wave bands and 
short waves on one receiver by the at- 

















tachment of this adapter to the re- 
ceivers now in use. So successfully 
has this been accomplished that it is 


the wiring of the set, all that it ne- 


aerial and ground. 

Realizing the value to the public of 
international reception, every effort 
has been made to simplify and reduce 
the cost of the device. That this ef- 
fort has been successful is demon- 
strated by the fact that it will retail 
for under $25.00. 

Mr. Flewelling’s first public dem- 
onstration of this device was made by 
handing the device to a newspaper 
reporter, who had never seen it and 
allowing the reporter to tune in Lon- 
don himself, on an ordinary set, in the 
middle of the afternoon. 

This short wave adapter is not only 


FLEXCO-LOK for use on international reception, but 








These guards are profit- 
able items with the jobber 
well protected. Keep an 
eye open for lamp guard 
sales. Flexco and Flexco- 
Lok guards are sold every 
day the year round and 
make satisfied customers. 


Flexible Steel Lacing Co. 


4698 Lexington St. 
Chicago, It. 





























“<— 














will pick up any of the United States 
stations. 





z al 

















cessitates is to plug the adapter into | 
a socket of the receiver, and connect | 


unnecessary to make any change in | 








ANNUNCIATOR and OFFICE WIRE 


e> 


SPEAKER and EXTENSION CORDS 


INSUL-BRAID & COLORED RUBBER 
Radio Hook-up Wire. 


HOLYOKE Engineers have perfected a 
dielectric equivalent to Bakelite which 
insures against leakage in INSUL-BRAID, 
a new HOLYOKE product. 


For quality wires write 


The Holyoke Co., Inc. 


621 Broadway, New York City 
Mills —Holyoke, Mass. 














Wrigley Toggle Bolts 


‘‘Wrigley 
For Quality”’ 






= -” Made of heavier | 
o > gauge steel. 
” =3 

= = Can be put through 
c zo smaller holes than 
br 4 Ze the ordinary toggle | 
2 =e _ibolt. 

3 

= First Toggle Bolt 


made. 


THE tHOMAS WRIGLEY CoO. 
504 Sherman St., Chicago, Ill. 























The Auditorium Hotel over- 
looking Lake Erie and directly 
opposite the Cleveland Conven- 
tion Hall, is located in the heart 
of the city. 


300 Comfortable Rooms 
$2.50, $3.50 and $4.00 


W. H. BYRON, Manager 


AUDITORIUM 
HOTEL 


Cleveland, Ohio 
East 6th and St. Clair Ave. 
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What A Difference 
Colored Handles Make 
To The ae 
Your Sales @<S 


For Tea or Coffee 


The smart appearance of Empire Percolators, 
with stylish colored handles setting off the 


attractiveness of their designs, has an in- 


that 
““perking”’ 


stant appeal to the housewife and 
appeal is backed by the fastest 
on the market. 

Get acquainted with the Empire line of 
electrical appliances. It’s complete—con- 
tains new ideas that are sales producers— 
and is profitable to handle. The Combina- 
tion tea and coffee pot is shown above as 
one example. Write for the catalog and 
complete information. 


METAL WARE CORPORATION 
General Offices and Factory: 
Two Rivers, Wis. 

Chicago, New York, 

San Francisco, Minneapolis, 

St. Louis, Los Angeles. 


<> 


Export Distributors: 
International General Electric Co. and 
John H. Graham Co. 


SOLD THROUGH JOBBERS 














The Cleveland 





C.W.P. PIPE CLAMPS 
(Galvanized Steel) 


LIGHTER 

STRONGER 
AND COST 
LESS 











THAT’S 
WHY THEY 
SELL FAST 


ERE'S a 


that makes selling easy. 


pipe-clamp 


Stamped from tough 
Pressed Steel—weighs less 
than malleable, but stronger. 
Costs less, too. Special off- 
set at end acts as a powerful 
lever which draws up conduit 
snug and tight. Deep coun- 
tersink for screw gives easy 
installation and neat finish to 
the job. 


Write for Prices and 
Jobbers’ 


Discounts 


Products Co 


W. 58th St. & Denison Ave. CLEVELAND 


t 

















Owen Joins Kellogg 
Thomas H. Owen has joined the 
radio sales staff of the Kellogg 
Switchboard & Supply Co., Chicago. 
* * * 


Bibber Resigns From Triangle 

Thomas’ Bibber, western sales 
manager at Chicago, for the Triangle 
Conduit Co., resigned on June 12. 
Mr. Bibber has not as yet announced 


his future plans. 
* * * 


Allied Electrical New Account 

The Hoosick Falls Radio & Elec- 
trical Parts Mfg. Co., Inc., have re- 
cently appointed the Allied Electrical 
Sales Co. of New York as its repre- 
sentative for the metropolitan terri- 
tory. 
position products for the radio, elec- 
trical and hardware jobbers as well 
as for manufacturers. 

At the present time, Allied also 
represents the Wizard Lamp Co., San 
Francisco, Superior Insulating Tape 
Co., St. Louis, and Banner Electric 
Co., Buffalo. 


West 15th St., New York. 


* + 


White Appoints Philadelphia | 


Representative 
The O. C. White Co., Worcester, 


| Mass., announces the appointment of 


James A. Vaughan as its representa- 
tive in the Philadelphia territory. 
Mr. White, who formerly represented 
Stanley & Patterson in that territory, 
will make his headquarters at 1104 
Packard Bldg., Philadelphia. 
* * * 
McElroy Co. Moves 

The William R. McElroy Co., dis- 
trict managers for the Steinite Radio 
Co., covering West Virginia and 
Western Pennsylvania, have found it 
necessary to move from their former 
location, 631 Penn Avenue, to new 


quarters in the Chamber of Commerce | 


Bldg., Suite 604, Pittsburgh, Pa. 
* * * 
Bodine Appoints Executive 
The Bodine Electric Co., Chicago, 
announces that H. D’Almaine has re- 


‘cently been appointed assistant sales 


manager. Mr. D’Almaine was for- 


merly advertising manager of Louis 


‘|| Allis Co., Milwatfkee. 


* #2 


Peerless Opens New York 
Office 
The Peerless Electric Co., Warren, 
O., has opened a branch at 53 Park 


Place, New York. Richard Rairigh 


| is in charge. 


They mold Bakelite and com- | 


Its new address is 58 | 
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Se 
) aD 


Bell Ringing 
Transformers 
All Approved Types including 


Outlet Box Type 


M-26 or T-26, Outlet Box 
| Types, are rapidly becoming 
standard. These transformers 
are completely encased, can be 
mounted in a moment and as- 
sure a neat and efficient instal- 
lation. 

M-26 is equipped with knock-out 
for drop cord, 


Cn 











M-26—8 Volt 


T-26—6, 8 and 14 Volt 
— for both 3 inch and 4 inch outlet 
x, 





Write for prices and information. 


DONGAN ELECTRIC MFG. CO. 
2993-3001 Franklin Street, Detroit, Mich. 


f MERIT for FIFTEEN YEARS ? K 





TRANSFORMERS 































An Enameled, Rigid 
Steel Conduit 
— “CENTRAL 
- WHITE” 
_ A Galvanized, Ri igid 
: Steel Conduit 





94 the etcedins Jobbers 
'— ___ for many years 


|. CENTRAL 
1 - TUBE CO. 


| . PITTSBURGH, PENNA. 
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A Great 
Problem 
Solved 
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N the Klous Pull Arm Attach- 
ment a great problem has been 
solved. 

Designed especially for use with 
the Levolier Switch, the Klous 
Pull Arm Attachment permits op- 
eration from all angles—prevents 
shade from breaking—cord from 
swaying shade, entangling, or 
breaking. 

Anyone can install the Klous 
which is made in one size to fit all 
sizes of shades. | 





7 
8 





Directions for Installing 


(1) Cut off switch chain. 

(2) Put switch string 
through hole (B) and 
knot it. 

(3) Slide arm over switch 
toggle. 

(4) Tighten screw (A). 

Just four simple operations. 


Wholesalers are invited to write us at 
once for samples and prices. 

Every contractor-dealer in the terri- 
tories of your men are logical and 
ready prospects for the Klous Pull 
Arm Attachment. 

They will recognize its practical fea- 
tures at once, and if anything further 
1s necessary to attract you to this prod- 
uct it can be found in the wide margin 
of profit reserved for you. 


Sold Through Wholesalers 
kK. J. KLOUS ELECTRIC CO. 
120 High Street, 





| 
| 
| 
| 


Boston, Mass. 
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New Products 


Wall Bracket Boxes 


(Patents Pending) 





The perfect mounting for ALABAX fixtures, and all other 
types of Wall Brackets. The sliding Fixture Bridge is 
fully adjustable and can be clamped in any position. 





Catalog No. MF —(illustrated).... . for Old Work 
Catalog No. MF-X— (with extended ears) for New Work 











Kwikset Combinations 


(Patented March 18, 1913—Others Pending) 


Ep lay tnansees aia aaY aaa ei a ee ca a ai ee eee ” 
nl AA a Ei tera cap 2 ait Sindee Riek gs ss 20 ile Raa LAE TO ae clip Saas et OR CS Re eso Mk cia, 











; Illustrating the various parts of Catalog Number K-11-L 
| A new type of box-and-bar combination, with all parts 
| permanently assembled, and yet instantaneously adjust- 
| able for position. Furnished with all types of ceiling 
boxes—with or without lath supports welded to the box. 
Be sure to see the RAGO exhibit 
4 seoee KOOM 1700—Hotel Stevens....- 
during the Electragists’ Convention 
¥ 


| ROACH-APPLETON MFG. COMPANY 


440 North Kimball Avenue - CHICAGO 45 Murray Street - NEW YORK 
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“Behind the 
Salesman’s Call” 


OHN WILLYS—outstanding American manufac- 


JOHN N. WILLYS turer and merchandizer—says: ““The commodity must 
be at least two-thirds sold before the salesman closes 
the purchase.” 


* * * * e 


This publication is a part of that essential selling job 
that means the ultimate order. 


*. * *£ ss *# 


Behind the salesman’s call is a great chain of information. 
Changes in practice, new ideas, new policies of manu- 
facturing and marketing—all these reach your eye as a 
reader and buyer through the editorial pages. 

And just as the editorial pages point out new methods 


and new opportunities of cost-saving or profit-making so 
} the advertising pages reinforce the editorial content with 
their specific information on products, commodities or 
services that will put their new ideas to work in your 
business. 
When you reread this issue think of it not as pages of 
printed paper but as an inventory of information and 
products and service to help its readers—its editorial 








— pole he material selected from the best of the present, its advertis- 
it organization ‘ ; 
whew auinibe have ing pages, the paid announcements and descriptions of the 
pledg emselves to f i 

a working code of output of businesses made to serve you as yours is run to 
practice in which the 

interests of the men of serve others. 


American industry, 
trade and professions 
are placed first--a code 
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demanding unbiased 
editorial pages, classi- 
fied and verified paid 
subscribers, and 
honest advertising of 


















dependable products, 
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NEWCOMBE-HAWLEY 


RADIO REPRODUCERS 


The most complete line of radio reproducers ever offered by one 
manufacturer. Covers the three leading types of loudspeakers 
— Magnetic — Air Column — Dynamic. Alert dealers and 

jobbers appreciate the outstanding sales advantage of one 
K complete line, and are featuring the Newcombe-Hawley line. 
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Send for latest bulletins today! 
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MAGNETIC CONE REPRODUCERS AIR COLUMN REPRODUCERS 












Table 


Portable 
Ie Portable Table Equipped with Na- With Newcombe- 
yf A beautiful portable For large receivers thaniel Baldwin Hawley 72-inch air 
reproducer in burl suchas K.C.A. Model unit. Air colunin is column and Nathan- 
KG walnut cabinet. 18 A. C. sets. 56 inches long. iel Baldwin unit. 
) 





DYNAMIC CONE REPRODUCERS IN ALL MODELS 
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. Table The Heart of Newcombe-Hawley \ 

y 2 M ais = - seni mg oe Dynamic Cone Reproducers Small AS. 

mt ee. Wee A remarkable unit of unsurpassed tone Console qe 
DS enough to hold most quality and volume. Furnished for battery With Dynamic Cone 
(S saille receivers. or A. C. light socket operation. Reproducer. ? G 
a : 
<7, 3 
ae Ss 
ty ye 
Y Portable y 5 

[" Portable Burl walnut cabinet. 

?, Satinwood front. Dynamic Cone Re- < 
Yn Dynamic Cone Re- producer. oa 
ys producer. S 
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MAIL THIS COUPON 
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: Radio-Phonograph ‘ Newcombe-Hawley, Ine. ’ L Co 1 vy, 
nati 8 205 First Ave., North, St. Charles, Ill. § “@"8€ \onsote 

) S Combination P irst Ave., North, St. Charles, . se , 

N Wit, Becantic Re- & Please send at once latest bulletins : Par levee Mit. A. r > 
producer, electric — the Newcombe-Hawley Line. : Model 18 and other < 
turntable pickup, S * large sets. With Dy- 

and space for set. @ Name ------------------------------- . namic Reproducer. 
DRT! Ee re eee Cee ee 


DWAR CELE EER ME EMM 





IMPORTANT 


NEWS 


September Ist 


Bee-Vac 
Junior Brush 


Endorsed by house- 
Wives and autoists 
for ‘‘odd job’’ 


cleaning. 


Consumer's Price 


Ball-Bearing 
BEE-VAC 


(maroon bag) 
Consumer's Price 


$39.75 


Attachments, includ - 
ing floor polisher and 
blower, $8.00. 


Model “G” 
BEE-VAC 
(purple bag) 


Consumer's Price 


$29.50 Attachments 
$5.00 


ELECTRICAL APPLIANCES FOR THE HOME 


The Birtman Electric Com- 
pany, ever alert to provide 
new avenues of profit for 
dealers, jobbers and job- 
bers’ salesmen, will have 
some important news to 
announce tothe trade about 
September 1st. Be sure to 
look for the announcement. 


BirTMAN ELECTRIC COMPANY 


4140 Fullerton Ave., 
Chicago, U.S.A. 
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